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ANOTHER MILESTONE IN FITZGIBBONS DE- 
VELOPMENT is represented in the extensive new 
expansion in plant and facilities now being completed. 
This expansion is significant of three important factors 
—Fitzgibbons traditional leadership in product design, 
Fitzgibbons determination to take a vital part in the 
defense program, and Fitzgibbons cooperation in meet- 
ing the problems of jobbers and heating contractors. 
The latter quality in particular will be further enhanced 
by the greatly enlarged facilities, which will clear the 
track for defense production without effect on boiler 
building . . . Now it will be easier still to do business 
with Fitzgibbons. 











Fitzgibbons Boiler Company, Inc. i 


General Offices: 101 PARK AVENUE, NEW YORK 17, N. Y. 
Manufactured at OSWEGO, N. Y. . Branches in Principal Cities 
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Check Your Town for These Sales 
You Might Be Missing! 
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SELL 
VOGEL No. 4 


FROST-PROOF CLOSET 


For installation in any un- 
heated location or place where 
heat is not always required. 
There is a big market in your 
town for Vogel frost-proof 
closets in warehouses, un- 
heated factory areas, comfort 
stations, in public parks, sta- 
diums, golf courses, cemeter- 
ies, railroads, mine and indus- 
trial yards, summer camps, 
resorts and cottages, gas sta- 
tions, etc. The Vogel *4 will 
never freeze and always oper- 
até efficiently when properly 
installed. Sell Vogel frost- 
proof closets to this big mar- 
ket in your town. 











SELL 
VOGEL No. 10 


SEAT-ACTION CLOSET 


For installations where plenty 
of use and abuse is expected. 
An attractive ruggedly con- 
structed closet featuring 
automatic seat action flush- 
ing.There is a big market in 
your town for Vogel auto- 
matic closets in public places 
such as public comfort sta- 
tions and restrooms in stores, 
schools, factories, institutions, 
etc., wherever automatic 
flushing is desired. Sell the 
Vogel ¥10 seat action closets 
to this big market in your 
town. 






































JOSEPH A. VOGEL CO., WILMINGTON 99, DELAWARE 


SELL 
VOGEL 


FROST-PROOF HYDRANT 


For installation outdoors and in- 
doors or wherever running water 
is desired regardless of the tem- 
perature. There is a big market 
in your town for Vogel frost- 
proof hydrants among gas sta- 
tions, garages, parks, cemeteries, 
railroads, mill and industrial 
yards, etc. For fire protection, 
every home or building beyond 
city fire hydrant systems should 
be protected with Vogel frost- 
proof hydrants. Sell Vogel frost- 
proof hydrants to this big market 
in your town. Vogel hydrants 
put running water where you 
want it when you want it sum- 
mer or winter. 


Users like the Vogel Hydrant because 
it never fools them. When they see 
the handle in an upright position they 
know the water is surely shut off. 
Any hydrant that does not positively 
shut off will waste water in Summer, 
and is sure to freeze in Winter. 








SELL THE DEFENSE MARKETS 


Today’ s national defense program means expansion and reactiva- 
tion of defense plants, shipyards} army camps and other defense 
operations. Vogel closets and hydrants have proven themselves 


first choice for these installations. 


drants to your defense market. 


Sell Vogel closets and hy- 


OVER ONE MILLION 
(1,000,000 ) 
VOGEL CLOSETS AND 
HYDRANTS HAVE BEEN 
SOLD! 
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ABBOTT, MERKT & COMPANY 
designing architects 


KAHN & JACOBS 
consulting architects 


EDWARD E. ASHLEY 
consulting mechanical engineer © 


PRESCOTT CONSTRUCTION CO. 
general contractors 


FRANK M. CAUFIELD 
plumbing contractor 


NOLAND COMPANY, INC. 
plumbing wholesaler 












Merchant Goes to Customer — Early Yankee Style. It’s 
likely that in your family’s early history the womenfolk 
patronized the horse-drawn “‘store on wheels” and relied 
upon it for many simple necessities. ees 


@The 77 year old, progressive HECHT CO. is making will be built in this new home-serving development. 
it easy for people to buy. Across the Potomac from When planning the HEcHT building in this multi- 
the nation’s capital this new, huge shopping center, million dollar shopping center it was logical that 
with its world’s largest indoor parking facilities draws highest standards were set for every detail of con- 
customers to a modern and complete department _ struction and equipment. Thus SLOAN is exceedingly 
store. The site chosen for this innovation is an 18 proud that its Flush VALVES were installed through. 





acre area in Arlington, Virginia, appropriately named out—another example of preference that explains 
Parkington. Soon approximately thirty other stores why... 


mame sinew Fewek VALVES 


are sold than all other makes combined 







SLOAN VALVE COMPANY © CHICAGO © ILLINOIS — (=== fume o— 


Another achievement in efficiency, endurance and econ- 
omy is the sLoan Act-O-Matic SHOWER HEAD, which is 
automatically self-cleaning each time it is used! No clog- 
ging. No dripping. When turned on it delivers cone- 
within-cone spray of maximum efficiency. When turned 
off it drains instantly. It gives greatest bathing satisfac- 
\. tion, and saves water, fuel and maintenance service costs. 
\ \\, Try it and discover its superiorities. 
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THE CRAFT DELUXE CORNER SHOWER CABINET (3.2233 iinet 


pease and profits for you—vwrite 
for your free copy today ! 
The Craft Deluxe Corner Shower Cabinet is designed for the finest types of installations. Ye 


This is the shower cabinet for the homeowner who definitely wants the best. Because 
of its quality construction, quality workmanship, and handsome streamlined styling, 
the Deluxe Corner Model blends harmoniously into the finest modern bathroom settings. 
Recommend the Deluxe Corner Model whenever the best in stall showers is desired—or 
wherever space is at a premium. Size: 36” x 36’ x 79’. Receptor: Craft Stone with 
skid-proof, safety-grip concentric rings. 
ye» All Craft Showers carry a Special Guarantee. Models 
<TR for every type of installation. Immediate delivery. 


> CUTLER METAL PRODUCTS CoO. 


1025 LINE STREET, CAMDEN 3, NEW JERSEY 





SPECIFY CRAFT—IT’'S A WHALE OF A STALL SHOWER 





ruary, 1952 





Shower Cabi- 
ilding sales, 
* you —write 
if 








Hr emer. 





with tail-piece 


S thine Leese Key) 
SLEtVE 
MANUFACTURING COMPANY (ad habs 
sentnat ioe 


Available in 
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Tapped 4” L.P.S. 





ney use Speedway sink supplies are available with 34” and 34” Iron Pipe Size by 34” 





and 14” Outside Dimension Tube Sizes with angle and straight male or female 
compression fittings and compression valve. Speedway sink supplies elimi- |: 
nates rubber slip washers, blow-outs and call-backs due to faulty installation. |, 


SPEEDWAY AND SPEE-DELUXE FLEXIBLE TUBES IN 12”, 20”, 30”. AND 36” LENGTHS 
Lavatory Closet Sink Rubber Female 
BETTER BRASS GOODS BY Supply il son | son Cone’ i Adaptor Hf 
Washer 
COMPRESSION SLEEVE fiTTINGS a gg mg _ 
‘ L OD sutevewwes © 
TASS Craft g ooo es 





2821 Brooklyn Avenve « Detroit 1, Michigan STRAIGHT & ANGLE q__ = FITTINGS POLISHED 
LP. TO LP. waves CHROME PLATED CHROME 
GRASS NIPPLES ESCUTCHEONS 


SUPPLIES AND FITTINGS ARE AVAILABLE IN SPEEDWAY (96° 0.0.) AND SPEE-DELUXE (14 0.0.) TUBE 


IF s\\ Seecowar...11s (Cont le / | 
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Gos-fired 
Furnaces 


AMERICA'S MOST 
COMPLETE LINE 
OF FINE HEATING 


EQUIPMENT 
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sion. 


Trainee sells Winkler LP* Burner 
to instructor, who offers advice 
and helpful comment. 


Winkler Training Institute turns average salesmen into stars in record time 


In 1951, Winkler Heating Equipment 
sales are showing a phenomenal increase. The rea- 
son is two fold: 


1. A line of outstandingly better products . . . so 
complete that every type of buyer can be 
satisfied! 

2. The Winkler Training Institute ...a school 
which teaches dealers and their personnel 
how to turn Winkler Products into profits! 


In a new, completely equipped $100,000 building, 
Winkler employs modern Army training methods 
to speed up learning. In the sales and engineering 
schools, Winkler trainees hear... see... and 
actually do the things which assure successful 
selling and the proper application and installation 












Low and High 
Pressure 
Oil Burners 








Oil-fired Boilers 


AUTOMATIC HEATING 


of Winkler Products. Individualized instruction 
hammers home the Winkler proved principle that 
sales are made by knowledge of product . . . confi- 
dence. . . will to sell! 


Typical quote from Winkler Dealer—‘‘Judging from 
the reaction of our new salesman who just returned 
from your Retail Sales Training Clinic, your classes 
are conducted by men who not only know how to 
sell but can teach selling. He commented that ‘al- 
though he had been selling in other fields for sev- 
eral years, he had not realized the many ways in 
which he could improve his salesmanship. His en- 
thusiasm and his 300% increase in sales since his 
return are evidence of the benefit he received.” 

Winkler Training Institute courses are free to 
Winkler dealers and their men. Write today for 
complete details. 





Wall Furnaces Stokers 


and Furnaces 


Winkler Training Insti- 
tute Classroom in ses- 


Instructor explains advantages 
of Winkler Econ-O-Flow design. 
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A building designed espe- 
cially for the purpose houses 
Winkler Training Institute. 
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1910...Our first customer 
1952...still a PRICE-PFISTER customer 
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P. E. O'Hair & Co. 
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PRICE-PFISTER ve - for : ie P. E. O’Hair & Co. have se : 
: Strate-Thru Design Gate Valve carried the complete PRICE-PFISTER line in t eir stock. 
r Signed by Mr. Neil O’Hair, this quotation from a recent 
1 ~ Mon-size Shur-Grip letter best tells the PRICE-PFISTER story ... 
orem f almost a half century of quality products and satisfied 
ete 2 —Non-rising stem a story Of a y q yp 


customers. A testimonial that “precision means profit... 
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4 — Full Acme thread 
5 — Full-size disc 
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Gas 
Conversion 
Burners 






length 








7 — Machined to micro- 
scopic accuracy 





° 
Catalog No. 400 available in 1/2", 34,” and =3 = 
17.144", 142" and 2” available March 1st. 


rice i fister 


3001 HUMBOLDT ST. 
LOS ANGELES 31, CALIF. 


! 
Sold exclusively through plumbing | 
wholesalers. Write for our newest | 
illustrated catalogue and price sheet. 
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Wilmette Dealer Jay Boslough, left, talking to a prospect 


“Honeywell Electronic Moduflow is the answer for 
customers who demand the finest in comfort!” 





Listen to Jay Boslough, Wilmette, Illinois, Honey- 
well dealer, as he tells why: 

“Like most heating dealers, I'd always had a lot 
of customers I never could really satisfy. You know 
the kind—the more changeable the weather, the 
more active the vocal chords. And on really bad 
days I was inclined to agree with them. (I like 
comfort, too!) 

“So when I learned about Honeywell’s new Elec- 
tronic Moduflow system, I decided to try it out in 
my own home. And being familiar with the Honey- 


Another Plus-Propit 
Idea From Honeywell 


well line, I wasn’t too surprised to find it actually 
was the most complete and the most sensitive tem- 
perature control system I'd ever known. 

“Since that time I’ve made a lot of money install- 
ing Honeywell’s new Electronic Moduflow systems 
in new homes. For a top quality control job it can’t be 
beat. And it’s gone into the homes of a great many 
of my old customers, too, as modernization jobs. 

“With this new system... for the first time... 
it’s been easy to satisfy customers who demand the 
finest in comfort.” 
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R. P. Zimmerman, Wilmette, Ill., says: 

“Our dining room, under which there is no base- 
ment, could never be heated, it seemed. It took 
Electronic Moduflow to solve the problem com- 
pletely. Today we are enjoying even heat through- 
out our entire house with never a variation.” 


Jay Boslough’s customers 
tell why they like 
the new Honeywell 
Electronic Moduflow 
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“These facts about the new 
Moduflow clinch sales for me!” 





“When you explain the superior features of this 
system,” says Dealer Boslough, “‘it’s easy to sell 
customers who are really interested in the finest 
in comfort. 


“The outdoor Electronic Weathercaster —the control 
that senses weather changes—is a swell place to start 
talking. And when you tell how it works together 
with the /nside thermostats, you've really got a story. 


“The completely automatic functions of the system — 
and here you plug the Electronic Chronotherm 
hard—appeal to a lot of people. With the tempera- 
ture regulated by a clock, they can save fuel at 
night and still get up in a warm house. 


“Electronic sensitivity is another point I never fail 
to mention. This is one of the big reasons why 
Moduflow is greatly superior to ordinary systems. 
Because it is electronic, it’s up to 28 times more 
sensitive. And I don’t forget to mention simplicity 


and trouble-free performance, either.” 


For additional facts on Electronic Moduflow, the 


system that provides maximum heating comfort, 
call your local Honeywell office. Or write Honey- 


well, Dept. DE-2-32, Minneapolis 8, Minn. 





E. L. Wirth, Lincolnwood, Ill., says: 

“T can’t say enough about the Electronic Moduflow 
control system installed in my home last year. It 
has kept our home at a nice, even, uniform tem- 
perature ever since—regardless of how cold or mean 
the weather has been outside.” 


Honeywell 


Fits in, Cont 
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Architects: Leonard Schultz & Associates, New York; Associate 
Architects: Kaufman & Stanton, Los Angeles; Kohler fixtures 
supplied by Keenan Pipe & Supply Company, Los Angeles and 
Grinnell Company of the Pacific, Los Angeles; installed by 
Mehring and Hanson Company, Los Angeles. 


in Los Angeles, 
is one of seven huge Metropolitan Life housing 
developments in which Kohler plumbing fix- 
tures and fittings are used. The others are 
Parkchester, Stuyvesant Town, Peter Cooper 
Village and Riverton, in New York; Parkfairfax 
at Alexandria, Virginia; _and Parkmerced in 
San Francisco. 

In these seven projects, more than 142,000 
Kohler fixtures were installed, with Kohler fit- 
tings of chromium plated brass. 

One of the world’s largest, Parklabrea occu- 
pies a 176-acre site, consists of 40 blocks of 
2-story apartment structures, and eighteen 
13-story buildings of 153 apartments each—a 
total of 4,253 dwelling units. 





Kohler fixtures include Cosmopolitan Bench 
Baths; Chesapeake vitreous china ledge lava- 
tories on legs, with mixer fittings; Delton 
enameled iron wall-hanging shelf lavatories, 
with mixer fittings; Wellworth close-coupled 
closets; Branham urinals; Daybrook drinking 
fountains. 


Kohler Co., Kohler, Wisconsin. Established 1873 


KOHLER or KOHLER 


PLUMBING FIXTURES * HEATING EQUIPMENT ° ELECTRIC PLANTS * AIR-COOLED ENGINES * PRECISION CONTROLS 
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SPANG CW 
keeps West Virginia's 


skaters on their toes 


Figure skaters never worry about the weather in 
Huntington, West Virginia. In their new million dollar 
recreational center the ice stays hard and fast all during 
the season. And it’s kept that way day after day by a 
refrigerant flowing through a welded web of Spang CW 
Steel Pipe under the entire skating area. 

Wherever long time reliability is a must—whether in 
skating rinks or the largest commercial buildings— 
architects, contractors, owners consistently specify de- 
pendable Spang CW. They know from experience that 
the name Spang is a guarantee of year after year of 
maintenance-free service. 

Quality-controlled from steel to finished form, Spang 
CW is always uniform in every dimension. Easy to cut, 
easy to weld, easy to bend, it’s the easy way to reduce 
installation time and costs. 

Specify Spang CW Steel Pipe by name—you'll find 


leading distributors in every section of the country. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Sales Office: Grant Building, Pittsburgh 

30, Pa. District Sales Offices: Atlanta, Boston, 

Owners: Cabell County Recreation Board Architect: Lewis E. Stettler Detroit, Houston, Los Angeles, New York, Phila- 
Contractors: Frick Company, Waynesboro, Pa. delphia, Pittsburgh, St. Louis 
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This will be an Oil Heating Year 


and DUN KIRK has the Answers 








Blue 
Circle 
















proved it. 


and other locations. 
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Have you heard about Dun- 
kirk’s new baby? A brand 
new compact size economi- 
cal gas fired boiler for hot 
water heating systems all 
dressed up in white enam- 
eled cabinet. Write for 
catalog. 


Write or Mail Coupon RIGHT NOW! 


DUNKIRK RADIATOR CORPORATION, DUNKIRK, N. Y. 


YES, I want complete information on the DUNKIRK line and the 
DUNKIRK merchandising setup. 


for You 


More and more owners of homes and commercial buildings 
are turning to oil heat for convenience, unrestricted and unin- 
terrupted supply and economy. 

Dunkirk Series OB Boilers are specially designed for efficient 
use of oil. Their performance in thousands of installations has 


In addition, their handsome two-tone enameled steel jackets make 
them ideal for installation in alcoves, utility rooms, rumpus rooms 


Use of standard oil burners reduces inventory and service. 


Blue Circle Series 17 and 25 Boilers For use With Coal, Oil or Gas 


Latest type Blue Circle Boilers are readily 
converted and reconverted for meeting 
local and seasonal fuel conditions. Series 
25 is ideal for larger installations. Write 
for bulletins. 




















DUNKIRK RADIATOR CORPORATION, DUNKIRK, NEW YORK 


ON LAKE ERIE, BETWEEN BUFFALO 





AND CLEVELAND 





Feb 
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Hydro Fie Heating, of course 


B & G Water 
Heater 


Flo-Control 
Valve 


B & G Hydro-Flo Heating equip- 
ment can be installed on any hot 
water heating boiler, new or old 


*Reg. U.S. Pat. Off, 


with modern baseboard heating panels 


For comfort, the areas around large, low windows must be adequately 
heated ... and a B & G Hydro-Flo Forced Hot Water System with baseboard 
heating panels is an ideal way to do the job. Baseboard panels fit neatly 
under low windows .. . raise a blanket of warmth against incoming cold 
... keep room temperature virtually uniform from floor to ceiling. 

Heated water circulated through the baseboards by a B & G Booster is 
automatically controlled so that the heat supply is always matched to the 
weather! No wasteful overheating—even in spring and fall, when only a 
little heat is needed. 

Plenty of hot water, too, for automatic washers, baths and showers. The 
Water Heater of a B & G Hydro-Flo System furnishes an ample volume, 
winter and summer. Send for catalog of B & G Hydro-Flo Heating Products. 


v: : 


Warm draftless floors Inconspicuous heating units All year ’round hot water 
C oO M P A N Y 


Dept. CJ-45, Morton Grove, Illinois 
Canadian Licensee: S. A. Armstrong, Ltd., 1400 O'Connor Drive, Toronto, Canada 
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They Love % bt 


22% 
Lavatory, Vanity 
Love, Love that Medicine Chest 


MAIL COUPON TODAY! 


TOLEDO DESK & FIXTURE CO., MAUMEE, OHIO 
Dept. DI-22 
Please send me information on the items checked: 


Name 
Firm 


City State 


Nine women out of ten agree . . . Lavanette is one of the most glamorous, 
practical bathroom developments in years. They love it . . . they want it .., 
they buy it! 

Yes, Lavanette is really loaded with appeal. One glance explains its advan- 
tages. Bathroom convenience is doubled. Now one can sit down to powder, 
wash , shave, and comb. It makes a bathroom, bedroom or powder room look 
more attractive. And it puts dangerous medicines in a locked drawer out of 
reach of children. 


What a combination of features to demonstrate! Lavanette is all steel with a 
Formica top. Bowl is finished in acid-resistant porcelain enamel. Three sizes 
and four color combinations enable it to fit any space arrangement, any color 
scheme. And there are three drawers, a removable cosmetic tray and a linen 
compartment. 


Full details are waiting. Write today. 








Lavanette 


Beauty Queen cabinet sinks and kitchens 








Beauty Queen cabinet sinks 2 
and kitchens. 








Maes cases comes mes cs cams cs nD em cs ead ean 








[Soianes 
Also available: Ll [1 ee 
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Watch for Lavanette 
National Advertising 

1952 national advertising 

appears in House Beautiful, House 
and Garden, Living, and Small Homes 
Guide. Lavanette is fast becoming 
one of the most wanted features 

in the entire house. 





THE TOLEDO DESK AND FIXTURE CO., MAUMEE, OHIO 


Unit of Estate Heatrola, Home Appliance Division of Noma Electric Corp., Hamilton, Obic 
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WA For 50 years Frost 
Ely r | Co. has helped 
| the plumbers 
with new and im- 
proved products — 


NOW... 











: To the trade on our 
\ anniversary year the 
modern bathtub installation 





"WASTE AND OVERFLOW 


equipped with a 3-WAY 


No. 276 
OFFSET TEE. 


Patent Pending 











SALES OFFICES 


George Barman, Charlotte, N.C. @ Albert Singer, Rochester, N.Y. 
Henry Miller, Fairhope, Ala. @ R. E. Russell, Union Grove, Wis. 
Sidney Spiegel, Millburn, N.J. @ T. A. Rockett, Cambridge, Mass. 
W. J. Frost, Jr., Granville, Ohio 

Jeu de Vine & Woodcox, Detroit, Michigan 
Pat O’ Brien and Associates, Dallas, Texas 


ROOST CO. 


SINCE 1902 QUALITY PLUMBERS’ BRASS 
Main Office and Factory — 6523 14th Avenue, Kenosha, Wisconsin 


|Z 


WX 


S UU 


IS 
Mg 


Warehouses: Los Angeles — James A. Riordan Co. ® San Francisco — Earl H. Jones & Co., Inc 
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WEIL: McLAIN 


“Easier to sell Weil-McLain quality,” says Pennsylvania contractor 


“We prefer Weil-McLain heating equipment for the very good 
reason that it's easier and more profitable to sell a quality line. 
Weil-McLain Solray, Raydiant and Junior radiators, for ex- 
ample, have the graceful lines and unobtrusive beauty which 
appeal to both men and women—not to mention the effective 
way in which they provide both radiant and convected heat. 

“Weil-McLain boilers can be installed with the knowledge 
that they will last a long time and that there will be very few 





service calls. They go together more easily and we run into a 
minimum of delays and difficulties in assembly. 

“The round boilers made by Weil-McLain are easy to sell to 
people who wish to fire with coal but plan to switch to oil or gas 
later. The round boiler makes a very efficient oil-fired conversion. 

“These extra values are the reasons why we concentrate on 
Weil-McLain.” 

SHAW & FIELD 








SEE THE EXTRA VALUE IN WEIL-MeLAIN SN UG BASEBOARDS 


In Weil-McLain Snug Baseboards, you find an “‘extra 
value’’ interpretation of baseboard heating panels. 
Comfort, beauty, efficiency and rugged durability are 
all combined to provide baseboard heating at its fhewy 

















WEIL: McLAIN 


BOILERS- RADIATORS 


The simple, clean-cut lines of these units blend in 
smoothly with any style of room decoration .. . 
extension panels and corner covers fit neatly to effect 
a continuous eye-pleasing panel. Snug Baseboards are 
cast iron, of course, to assure the sustained heating 
so necessary to genuine comfort. They can be recessed 
in the wall if desired. 

The front panel is water-backed to provide a high 
percentage of radiant warmth . . . finned surface be- 
hind the front delivers an ample flow of convected 
heat. Here is really efficient heat distribution! 

As a further ‘‘extra value,” an adequate supply of 
Air Seal (dust-stop material) is furnished with all 
Weil-McLain Snug Baseboards. 


Send today for descriptive literature. 


WEIL-McLAIN COMPANY 


MICHIGAN CITY, INDIANA 
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Fin-tube 
haseboard \ 
radiator 

installation 


with NEW Special Te 


Now, you can substantially reduce your costs of fin-tube 
radiator installations—and do a faster, cleaner-looking job— 
with GENERAL’S new, cast iron Special-Tee reducing fittings. 


Why not standardize on these new GENERAL Special-Tee 
Fittings? Use them on both supply and return ends. It’s a sure, 
low-cost way to pocket a bigger profit on a// your baseboard 
heating jobs. Write for detailed folder, General Fittings Co., 


The Special-Tee has 1%” factory-tapped vent for 
air valve. Just screw in valve ... no bushing, drill- 
ing or tapping necessary . . . clean, solid fit is 
made in a few seconds. Special-Tee fittings for 
supply end of fin-tube are available without vent. 


Fin-tube opening is factory-tapped for either 114” 
or 1” pipe. 

Stubbed-off riser opening extends only 11," below 
radiator centerline . . . permits installation of 
positive shut-off valve on supply end, thus eliminat- 
ing need for damper-type radiator covers. Riser 
openings can be either 34” or 14” as desired ...no 
reducing bushings required. 


118 Georgia Avenue, Providence 5, Rhode Island. 


GENERAL 


TANKLESS AND INDIRECT WATER AND HEATING SPECIALTIES 





Diagram. shows GENERAL 
cast iron Special-Tee fittings 
on both supply and return 
ends. All connections in- 
cluding air valve are made 
without reducing bushings. 
Note ample room for con- 
necting straight-pattern, 


union-type shut-off valve. 
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CAST BRONZE 
solder type 
SPECIAL-TEE 


Here’s a new low-cost 3-way reducing and venting 
fitting by GENERAL for your copper fin-tube base- 
board radiator installations. Furnished with smooth, 
precision machined tube sockets and factory- 
tapped vent, 34” x 14" x \%”". Just screw in air 
valve, and solder fin-tube and riser pipe to 
fitting . . . no bushings required. 









































































when you install 


When you recommend Convection Heating you’re 
showing the modern, efficient way to real heating 
satisfaction. Even on the coldest days they will 
always be warm and comfortable. With Convection 
Heating, circulation of room air is constant and 
gentle, keeping temperatures even from floor to 


ceiling... no stratification, no drafts. 


Modern heating at its best is assured when you 
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« B Standardized 


CONVECTORS 
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install Tuttle & Bailey Convectors, which are quick 
to respond to the thermostatic controls, quick to 
get the heat from boiler to rooms, and hence insure 


even temperatures at minimum fuel cost. 


Beautifully styled standardized units... packaged 
specially for your convenience in handling. Catalog 


C9 will give you more details. 


N, CONNECTICUT 


R CONDITIONING AND VENTILATING 
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Ithough modern A.S.M.E. rated boiler safety 
relief valves must be capable of discharging emer- 
gency steam pressure, it must be remembered that 
they are primarily water relief valves. Steam, 
although possible is unusual and very infrequent 
in hot water space heating boilers. 


On the other hand, thermal expansion water 
pressure is a normal operating condition that 
occurs each time the boiler is fired. Ordinarily, 
the increased volume is absorbed by the expansion 
tank but if its capacity is exceeded, the relief valve 
opens to discharge-—water. 


Watts engineers did not lose sight of this fact when 
they designed Watts line of water relief valves, with 
a steam relieving feature, to comply with the new 
requirements of the A.S.M:E. low pressure heating 
boiler code. Right from the start, Watts No. 74 and 
174 series design have included a resilient disk 
material which has always been the best design 
for tight closure and endurance in water service 
valves. As these facts are more generally recognized 
in the industry, other boiler safety relief valves 
will undoubtedly appear using resilient disk designs. 


A tight closure is, naturally, the first engineering 
consideration because, obviously, a valve that will 
leak is a failure even before it can perform its 
intended function. Experience has shown valve 
designers that although metal to metal seating is 
best for steam service, it is unsuitable for depend- 
able water valve service. 


One reason for this is the fact that foreign bodies 
are not usually suspended in steam and therefore 
not apt to be carried to the valve seat. The opposite 
is true of water because rust, scale or grit can be 
carried with the flow and lodged at the point of 
closure. Any particle of grit caught between the 
inflexible surfaces of metal to metal seating prevents 
a perfect closure. Further, a small scar on highly 
polished metal surfaces is all that is needed to start 
a permanent leak—erosion will do the rest. 


WATTS Regulator Company 


ORRECT DISK DESI 
tight from the start. 


WATTS ASME BOILER SAFETY RELIEF VALVES 


“T-Tit-- 





NOTE HOW THE DISK 
OF GRIT, TO POSITIVER 








Several years ago Watts material research department 
found that Silicone Rubber had ideal characteristics 
for the disk requirements of our No. 74 and 174 series. 








@POSITIVE SEATING. 
ABSORPTION. 


HEAT UP TO 500°F, 






@iow 
Even AT HIGH HEAT, 





However, this matters litthé to the G.E. Silicone 
Rubber disk in all Watts A.S.M.E. rated safety 
relief valves. Its high resilience allows the disk to 
simply envelope a particle of grit or erratic contour 
and still maintain a tight closure. At the next 
opening, grit is washed away and the disk resumes 
its original shape. The Silicone Rubber disk will 
safely stand up during periods of emergency steam 
pressure that a valve may encounter in service. 
Watts No. 74 and 174 series were the first to offer 
complete pressure protection for nearly 100% of 
all hot water heating boilers with a single valve 
and the first available in a complete range of 
sizes from %4” to 2” inclusive and with corres- 
pondingly higher rated B.T.U. steam capacities. 
Dollar for dollar, no other valve can match the 
design superiority Watts A.S.M.E. rated safety 
relief valves—they are priced right! 





Plumbing and Heating...Safety Valves and Controls 


@ EXTREMELY LOW WATER | 


@Asury TO WITHSTAND 


COMPRESSION SET — 








LAWRENCE, 
MASSACHUSETTS 
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Church Reg? 
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MERICAN-STANDARD + AMERICAN BLOWER + ACME CABINETS » CHURCH SEATS - DETROIT LUBRICATOR » KEWANEE BOILERS - ROSS HEATER - TONAWANE 
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TRADE MARK 
“PACIFIC” 
REG 7 
—_ Pacific’s modern packaging protects fittings from dirt, rust, scale 
and damaged threads. Ruggedly constructed cartons eliminate need for 
repacking — make reshipment easier. 
Your inventory and stock control become easier, more accurate, 
take less time when you stock Pacific’s packaged pipe fittings. Only one 
size and type to a box make order filling, stock handling and 
reordering quick and simple. Cartons are plainly marked as to 
size, type and quantity. 
Remember, next time you order pipe fittings — be specific — 
order “PACIFIC.” * 























‘ ee PIPE FITTINGS... PIPE NIPPLES ...PIPE COUPLINGS 
Cd) Lae ings “Perfectly Machined and Tested for Perfect Threads and Alignment” 


are NOT all alike 





C FITTINGS, cnn + snes nee crt 


$2024 CENTER STREET, HOLLYDALE, CALIFORNIA 
340 KANSAS STREET, SAN FRANCISCO 3, CALIFORNIA 
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© APARTMENTS © DEFENSE PLANTS 
© MOTELS ~ @RESTAURANTS 
COMMERCIAL BUILDINGS 










When more hot water is needed faster, Aldrich Hot Water 
‘Heaters rise to the occasion. Aldrich Heaters, in seven 
‘sizes, deliver from 93 to 850 gallons per hour, at 100° 
rise. And they deliver more contracts to you — because 
you can sell them for either gas or oil firing, or for later 
conversion. There’s a sure-fire sales story for you! Get 
all the hot news on Aldrich today. Write for name of 
nearest jobber. Also details on other Aldrich units. Jobber 
inquiries invited. 


BREEZE) A LD R | C iL 
MARK 


COMPANY 
103 East Williams Street, Wyoming, Illinois 


A subsidiary of Breeze Corporations, Inc. 





PRODUCT 
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GET THE 
CONNECTION? 











WHEATLAND 
PRECISION 
COUPLINGS 
HOLD TIGHT 








Clean outside finish. Continuous even depth thread. Deep round chamfer. 
Heavy galvanized coating. Pressure tested. Write for complete information. 


WHEATLAND STEEL PRODUCTS COMPANY 


BANKERS SECURITIES BLDG., PHILADELPHIA 7, PA. 


Scrap is needed in greater quantities than ever before. Do your part—get in the scrap today! 
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JAulomanie GAS water HEATER . 





La ee ee ee ee ee : 4 


= got that no other heater's got 


? 


MORE PROFIT FOR YOU — the hardest hitting, con- 
vat Pat centrated ... localized... personalized merchandis- st 
R De Lae ec ing plan in the business. A tested cooperative plan 
10 YEA that makes sales right in your own back yard, plus 
a powerful National Advertising—that’s what 
ee ie I Merion’s got! 
~~ nah abe Merion is a product engineered for peak perform- 
ance and built to last for years ...a fine product — 
competitively priced and vigorously supported by a 
| = protective policy that's known, respected, and 5 
JOHN Woop / 3 4 ) talked about whenever plumbers meet. That's what : 
4B Merion's got! 
What's Meftion got for YOU— See your John Wood 
salesman today for complete information. 

















woe 








JOHN WOOD COMPANY 
Heater and Tank Division 
Conshohocken, Pa. + Chicago, Ill. 
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A new 





bathroom beauty 


for custom-built 


counter tops 
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The vith (ast Iron Lavatory 


styled to stand out...made to stand up...priced to sell / 


@ Here is another new American-Standard fixture to help you 

land more modernization jobs. 
Designed to permit greater freedom in room planning, the YOU CAN SELL THE HIGHLYN 
WITH ANY OF THESE FITTINGS 


Highlyn can be quickly and easily installed in counters of vir- 
tually any size and shape using a standard mounting frame. 
Measuring 20 x 18 inches, it allows plenty of useful counter area 
on top with lots of storage space beneath. 

Made of sturdy cast iron heavily coated with acid-resisting or 
regular enamel, the Highlyn strikes a new note in appearance 
and convenience. Its modern shaped bowl with its out-of-sight 
overflow features extra large soap dishes without sac rificing 
bowl capacity. A beaded rim along outer edge prevents water 
from standing against the mounting frame. Available in white 
and five attractive American-Standard colors. 

If you have not already stocked the Highlyn, we suggest that 
you get in touch with your wholesale distributor at once. The 
Highlyn is the kind of popular priced fixture that will 
practically sell on sight. American Radiator & 
Standard Sanitary Corporation, P. O. Box 1226, 
Pittsburgh 30, Pennsylvania. 


American-Qtandard 





























First in heating...first in plumbing 
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IN COMMERCIAL BUILDINGS 
* heati 
You get even more than even heating 
with DUNHAM BASEBOARD RADIATION 
ae 
You get economical heating. Heat transfer is rapid. “Zoning” of 
little-used rooms is possible. Dampers permit still further regu- oO 
lation of room heating needs. 
Easily installed heating in every type of building... new or old. Dunham 
Finned elements require few connections. Back sections fasten Horizontal 
directly to studding or masonry. Recessing not necessary. Front Discharge 
sections slip on easily over back sections. P Unit Heaters 
Attractive installations. Dunham design conceals all piping; per- 
mits wall-to-wall carpeting; can be painted as desired. What’s more, 
baseboard is flush with floor—no “cleaning under” problem. 
You can get—and depend on—Dunham Quality Heating Products EY owe 
for all your heating needs. For example, Dunham Horizontal Ol 
Heaters throw heat anywhere you want it...and quietly. And Dunham 
in steam lines, you’re sure of rapid steam circulation that lowers Vecvom Pumps 
fuel costs when you have Dunham High Vacuum Pumps. Fo’ xe 


For full information on Dunham Baseboard Radiation, write for 
Bulletin 639D-3. Similar literature available on other products. 





C.A.DUNHAM COMPANY 
400 W. Madison Street, Chicago 6, Illinois * ipment 
In Canada: C. A. Dunham Co., Ltd., Toronto {) UJ f] 4 q mn heating systems and equipm 


In England: C. A. Dunham Co., Ltd., London 





Vari-Vac Differential Heating * Convector Radiation * Fin-Vector Radiation - Condensation Pumps + Vertical Discharge Heaters + Traps + Valves 











February, 1952 






















L BUILDINGS 
sitesi 


nham 
izontal 
charge 

t Heaters 


ham 
uum Pumps 









February, 1952 DOMESTIC ENGINEERING 29 


ip THEY'RE MAID-O-MIST auto-venrs 
THEY'RE MADE RIGHT FOR THE JOB 


Since no single air valve can meet all venting requirements of hot 
water heating systems, Maid-O’-Mist offers you a complete line of 
auto vents, each suited to special needs. Whichever Maid-O’-Mist 
Auto-Vent you use, you can be certain it is designed to do its venting 
job efficiently and dependably. 


NO. 7 AUTO-VENT 


Self closing, float operated valve gives positive 
action for continuous venting. Large venting 
capacity, for pressures up to 75 Ibs. 





For horizontal 
No. 27 mounting No. 
27 Auto-Vent offers same 
features and-capacity as No. 
7 Auto-Vent. For pressures 
up to 50 Ibs. 


No air chamber required. Size 434” x 21/4”. Send for catalog Sheet No. 7. 





Venting high points 
on mains 


Venting hot water 


Venting trapped mains : 
: or convector radiator 


and circulating lines 









Self closing, float operated valve gives posi- 
tive action for continuous venting. Designed 
for limited space, pressures up to 30 Ibs. 


For venting 
convector 
radiators 


For venting 
baseboard 
radiation 











NO. 72 


For venting free 
standing radiators 





= NO. 72 


For venting convector 
radiators For venting baseboard radiation 





No air chamber required. Size 114’ x 14’. Send for Catalog Sheet No. 72. 





Fast delivery from your jobber! 


AUTOMATIC HUMIDIFIERS AUTO-VENTS 
WATER LINE CONTROLS . HEATING SPECIALTIES 


MAID :O’: MIST,Inc. 


3217 NORTH PULASKI ROAD . CHICAGO 4I, ILL. 


yA) 
HEATING SPECIALTIES 


Se 
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BURKS PUMPS—the only pumps with the LIFE-LOK feature—last up to 40% longer 
than others, deliver more gallons per minute, and provide like-new performance when 
ordinary types would be worn out. Now, more than ever, such quality is important. 


BURKS 


‘suPER-TURBDe. DECATUR PUMP COMPANY + 33 ELK STREET - DECATUR, ILLINOIS 


PUMPS 





“] Feel Like A Bull Moose,” 
roared the one-and-only 
Teddy arriving in Chicago 
for the nominating conven- 
tion—thereby giving an un- 
forgettable name to a famous 
election. Few elections in 
American history were more 
spectacular than the three- 
cornered fight that followed 
between William H. Taft, 
Woodrow Wilson, and Theo- 
dore Roosevelt. 





<r i 7 x r rr a % 3 wg ; - io é 
. om .\ eget ome « aa 


| bro, Siedirs Bol Fwiinabed on Bill Moose Teket! 


1912: CHICAGO POTTERY 


-.. Opens its doass for hescians / 


Over a 40 year period ... Through 10 Presidential 
elections .. . Through 3 wars ... Through 6 major 
depressions and panics, Chicago Pottery Company 
has weathered the storm; continually produced 
ever-better plumbing fixtures. 


In today’s crises-ridden world, it makes good busi- 
ness sense to pick a supplier who has stood the test 
of time; proved its ability to survive. And it always 
makes good sales sense to offer your customers a 
line with 40 years craftsmanship behind it. 


Why not investigate today the supply insurance and 
the sales insurance that Chicago Pottery Company 


can give you. 


NEW STAR CLOSET 


A New and More Beautiful STAR 
CLOSET is designed for your customers’ 
convenience with profits for you. It is 
larger! Better! Sanitary! Flawless 
White! A sales stimulating product—a 
prestige builder—a dependable, trouble- 
free unit of exceptional value. 


KEEP YOUR EYE ON CHICAGO POTTERY CO., Big Things Are Happening There! 


i , 


CR ROS | ee 








CHICAGO POTTERY COMPANY e 1920 Clybourn Ave. e Chicago 14, Ill. | 





I. Vara 








profit TWICE when you 






DOMESTIC ENGINEERING February, 1952 





hitch this Automatic Control 


l0 


What brand do you sell? 


ALLEN’S 
BARNES 
BENNER-NAWMAN 
BEYER 
COLE HOT BLAST 
COLEMAN 
COLEMAN (Canada) 
CREST (Canada) 
CREST-AIRE (Canada) 
CUSTOM AIRE 
DOMESTIC 
DRACO FIREBALL 
DUO-THERM 
ENTERPRISE 
ENTERPRISE(Conada) 
ESTATE HEATROLA 
EVANS 
EVEN-TEMP 
FAWCETT TORRID- 
OIL(Conada) 
FESS(Conado) 
FINDLAY (Canada) 
FLOOR-O-LATOR 
FLORENCE 
GILLEN 
H. C. LITTLE 
MERCO HEAT FLO 
(Canada) 


INTERNATIONAL 
JUNGERS 

KEMAC (Canada) 
KLEER-KLEEN 

LACO 

LONERGAN 

MAGIC CHEF 
MARCHAND (Canada) 
MONARCH 
MONARCH (Canada) 
MONOGRAM 
NESCO 

NORGE HEAT 

ORAN 

PERFECTION 
PREWAY 

QUAKER 

QUAKER (Canada) 
SAFEWAY 
SCOTSMAN 
SIEGLER 

SILENT FLAME 
SUPERFLAME 
THARRINGTON 
THERMO-PRODUCTS 
TORRIDAIRE 
VIKIMATIC 
WASHINGTON FRUGAL 


every space heater sale 


Your customers won't be without 
Automatic Control... once you show them! 


Here’s the way to pocket an extra profit on the sale of every oil burning space 
heater. Your customers want the comfort and convenience of thermostatically 
controlled heat. They want its fuel-saving economy. They can have these benefits 
inexpensively if you'll sell this compact accessory with every heater. 


The A-P- Comfort Control is designed especi- 
ally for use on any space heater on the list at left. 
It’s easily installed, and as inexpensive as a sub- 
scription to your customer’s favorite newspaper. 
Show it, demonstrate it — and you'll sell it. 


Easy to install 


Anyone can install the A-P Comfort Control. Takes only a 
few minutes. No complex wiring. Kit furnished complete. 
Choice of electric or mechanical type—for popular makes 
of oil-fired space heaters. 


A-P CONTROLS CORPORATION 


(formerly Automatic Products Company) 
2404 N. 32nd Street @ Milwaukee 45, Wis. e In Canada: A-P Controls Corporation Ltd., Cooksville, Ont. 
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Better radiant heating systems, 
measurable savings with Bundyweld Tubing 








It is the conviction of Bundy Tubing Company that radiant heating grids rightly 
belong in ceilings. Among other advantages, ceiling installations provide proper floor 
warmth without danger of discomfort, respond far more quickly to thermostat demand, 


Rive a far higher percentage of radiant heat. write Radiant Heating Division, Bundy 
? 


You want better radiant heating systems. You want them at every sav- 
ing in fabrication cost and installation time you can possibly get. Then 
choose Bundyweld Tubing and realize both goals. See for yourself: 





Performance: Bundyweld is leakproof. 
It has great bursting strength. It con- 
ducts heat quickly. Bundyweld is scale- 
free and clean, with uniform I.D, and 
O.D. for trouble-free, even water flow. 





Fabrication and Installation: Standard 
20’ lengths of Bundyweld (one end 
expanded when specified) are trucked 
and handled easily, yet minimize num- 
ber of joints in completed systems. 
Ductile Bundyweld bends easily to 
short radii without danger of struc- 
tural collapse. Two or more formed, 
lightweight grids can be quickly joined, 
easily positioned. No crushing, dent- 
ing, sagging; no scrapped tubing. 





Construction: Bundyweld is the only 
tubing double-walled from a single 
strip, with inside and outside beveled 
edges. It’s copper-brazed through 360° 
of wall contact, copper-coated inside 
and out. It can also be furnished with 
a lead-tin coating. For free brochure, 


Tubing Company, Detroit 14, Michigan. 


Bundyweld Tubing 


DOUBLE-WALLED FROM A SINGLE STRIP 








WHY BUNDYWELD IS BETTER TUBING 





Bundyweld starts as ously rolled twice through a furnace. steei tubing, dou- 


@ single strip of 





NOTE the exclusive 
patented Bundyweld 
beveled edges, which 
afford a smoother joint, 
absence of bead and 












SIZES UP 


around laterally into Copper coating fuses ble-walled, and ee 
a tube of uniform with steel. Result brazed through Fo 10°" 0.0. less chance for any 
thickness, and passed ...Bundyweld of wall contact. es i leakage. 
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- A FUTURE OF FAULTLESS SERVICE 
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SIXTY SUTTON PLACE SOUTH 
New York City 

ARTHUR WEISER 

architect 

RUTHERFORD L. STINARD 








PAUL TISHMAN COMPANY 
general contractors 

JOHN WEIL PLUMBING CORP. 
plumbing contractor 

SMOLKA CO., INC. 

wholesale distributors 


Here at New York’s smartest new address and newest COYNE & DELANY 
installation, the fine touch of exacting planning is everywhere evident. 
Fronting on the famed Franklin D. Roosevelt Drive immediately north of 
the United Nations site, this 19 story luxury dwelling will offer exciting river 
views from private terraces. Among other features are individual apartment 
air conditioning, unique in New York, and an enclosed two level garage. 
Complimenting these niceties in each apartment will be the matchless performance 
of nearly 600 COYNE & DELANY diaphragm type FLUSH VALVES — 
selected where only the best will do. 


\ 






> Another singular advance in flush valve design is 
’ the newly engineered “‘Rubberflex” sealed handle 
unit — now available on all DELANY models. 
Springless and packingless, and consisting of only 
four parts (as shown in exploded view at left), the 
“Rubberflex” provides a wall of impervious rubber 
to reduce the chronic annoyance of leaking and 
sticking handles. 


DELANY 


Va 





COYNE & DELANY CO. * 834 KENT AVE. * BROOKLYN, NEW YORK 


VALVES 








Since 1879 


Febru 
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SERVICE 


BRIDGEPORT 
PLUMBING 
BRASS 


GOODS 





The complete, quality line... Made from the 
finest materials...To precision standards... And 
backed by a company whose reputation for 
dependability and quality dates back over 87 years. 


- BRIDGEPORT BRASS COMPANY 
Bridgeport 2, Conn. * Established 1865 “B Ko 


ad * 
igeport 
Mills at Bridgeport, Conn. and Indianapolis, Ind. co. 
In Canada: Noranda Copper and Brass Limited, Montreal 


BRIDGEPORT BRASS 
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*The inner tank 
of every Rheem 
Water Heater is 
fully tested at a 
water pressure twice . 


i 


RHEEM Custom 


7AS 





SERIES 31 


RHEEM |Mperial 


SERIES 47. GAS 





rHeem Standard 


SERIES 21, GAS 








nner tank 
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This i is the water heater line you’ve been waiting for—the new 1952 Rheem Pressure-Proved* 
Automatic Water Heaters. This line has everything that’s needed to become the biggest seller, the biggest 
profit-maker you’ve ever handled. It is complete—a size, a style, a price for every buyer’s need. New 
performance features, and new compact design give you a better sales story than ever. And the entire line is 
being offered at fast-selling low prices. Only Rheem—the world’s largest manufacturer of automatic water heaters— 
could possibly give you this amazing line . . . proof again that you can rely on Rheem, Call or write 
your Rheem Distributor for complete information. Rheem means busifiess! 


RHEEM MANUFACTURING COMPANY, General Sales Offices, $70 LEXINGTON AVE., N. ¥, 22, N. Y. 
Manufacturing Plants in\22 Cities Around the World 





RHeEEM Standard 


‘ SERIES 71, OlL 
RHEEM |I1))¢ 


RY 


rHeem Booster 
SERIES 51. GAS 

rHeem Large Capacity 

RHEEM |Mperial SERIES 41, GAS 


SERIES @ FLECTRIC 


* 


You can rely on Anil World's Largest Manufacturer .of Automatic Water Heaters 
A Od A : ar 
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(J Please send Catalog on the big GERBER line. 
(] Have your representative call on me. 


Name Title__ 
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Every bit as good as the outside! 
GERBER BRASS FIXTURES are solid, one- 
piece construction. 


Take any Gerber fixture apart and examine it part 
by part. Notice the quality Chrome plating 

(even on the stems), the unique shoulder con- 
struction in the Gerber Diverter Valve, the 
removable, renewable valve parts, the acme thread 
in the bonnet on all built-in fixtures. 


These are just some of the plus features that 
make Gerber Brass Fixtures outstanding 
... assure long-lasting, trouble-free service. 


For your convenience, the wholesale plumbing 
jobber has the complete line of Gerber 

fixtures nade at Gerber’s 5 large factories. See 
him today, and... write for the big Gerber catalog. 


ENTERPRISES 


232 North Clark Street, Chicago 1, U. S.A. 
New York Office: Empire State Bldg. © Suite 7322, 350 Fifth Ave. 
KOKOMO, INDIANA «© WOODBRIDGE, NEW JERSEY 
DELPHI, INDIANA ° PLYMOUTH, INDIANA 


Reprints of this ad are available 
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CONSERVATION 
ORDER FOR 
NEW HOMES 


800,000 UNITS 
POSSIBLE 


COMMERCIAL 
CONSTRUCTION 


CONSUMER GOODS 
PICTURE 


ADEQUATE LEVELS 
PREDICTED 


MATERIALS 
PICTURE 


Regulations for conservation of critical materials for 
home building will be issued soon, according to Raymond M. 
Foley who is Adminstrator of the Housing and Home Finance 
Agency. With strict conservation of critcal metals, 800,000 
units can be started in 1952, Foley indicated. 

The conservation regulation will deal not only with 
materials to be purchased by contractors, but also with 
those held in builders inventory. No direct control over 
housing starts is expected at the present time. 

The 800,000 figure is regarded as the maximum that can 
safely be built under present conditions. Government 
agencies responsible for housing, materials control, 
have agreed on the figure as an attainable ceiling on starts. 

The estimate reflects not only current and anticipated 
materials allotments for housing, but also the propor- 
tionately larger number of units that can be built if con- 
servation practices are carried out effectively and 
available inventories are used. The Defense Production 
Administration has indicated available materials for 660,000 
homes; the 800,000 can only be produced by taking further 
steps in conserving material. 

* 


Less essential commercial construction will be brought 
to a virtual standstill, although a few exceptions will be 
made for critical areas wherever needed. Industrial expan- 
sion is to be continued. If any project is urgently needed 
for support of the defense effort, the go-ahead will be 
given by DPA. Hospital construction will continue and some 
new critically needed projects will be okayed. School con- 
struction will continue at a high level throughout the 
year for projects. under way and for many new buildings. 

a 3 


Second quarter allocations of steel, copper and aluminum 
were released last month with a statement from DPA that "it 
has been necessary to restrict further all materials for 
consumer durable goods production because of the increased 
demands of the Defense Department and important defense 
supporting programs." . 

Overall reductions of about ten percent are indicated for 
consumer durable goods, including ranges, refrigerators 
and household appliances of all types. 

"Protected minimum levels will be maintained to prevent 
shortages of important equipment; to keep employment at 
highest levels consistent with short supply of critcal mate- 
rials and permit enough production to support economic 
stabilization objectives," the DPA indicated. 

Copper wire mill products used for many durable goods 
appliances as well as residential and commercial construc- 
font were reduced 18 million lbs to meet needs for military 
and school and hospital construction. 

* eK 


The principal beneficiaries of the forthcoming move to 
take chrome steel off the Controlled Materials plan list 
will be manufacturers of consumer hard goods. 
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CHROME STEEL 


NICKEL 


HEATING 
EQUIPMENT 


NEW 
APPOINTMENTS 


CURB ON 
DEFENSE PROFITS 








This will mean that straight chrome stainless can be 
obtained without the use of CMP tickets as soon as the 
directive is issued. 

National Production Authority officials said that the 
action was taken on the recommendation of the Steel Products 
Industry Advisory Committee, which found that plentiful 
Supplies of chrome steel were available. 

Distribution of nickel chrome steel and all of the nickel 
stainless steel remain within the provisions of the Con- 
trolled Materials Plan. This could make the picture brighter 
for the nickel steels as there'll be a more accurate count 
on requirements. If so, it would be reflected in the heating 
industry which uses nickel steel for heat resistant appli- 


cations. 
EEE 


A new diversion of nickel from the stockpile has been 
forced as a result of the mounting needs of the military. 
The latest diversion amounts to about 1,000,000 lbs, but 
it won't do much to help plumbing and heating as it's all 
ticketed for military and defense supporting programs. 

ROK 


Lead for piping or traps is expected to be in a more 
favorable position soon. A recent meeting between the Lead 
Consumers Industry Advisory Committee and the NPA recom- 
mended that Congress be requested to suspend the duty on 
imported lead. Reason given was that softening in the world 
market for lead makes it possible to import the metal under 
more favorable conditions. 

* KKK 


Revisions of a proposed order aimed at conservation of 
critical materials for heating equipment were discussed last 
month. 

The proposed order would limit the permissible wall thick- 
ness of copper tubing in unit heaters, ventilators, blast 
coils, convectors, baseboard and wall fins, and would pro- 
hibit the use of aluminum in grilles and various types of 
propeller fans. 

The committee on Extended Surface Heating Equipment plans 
to circulate a draft of the new order to the 133 manu- 
facturturers in the industry for their comments. 

Oe 

Bruce Brown, Deputy Administrator for the Petroleum Ad- 
ministration for Defense, will be succeeded in June by J. Ed 
Warren, of King, Warren, Dy, oil producers of Midland, Tex. 

Mr. Brown will retire to his private business in New 
Orleans. 

Henry H. Fowler was sworn in office as Administrator of 
the National Production Authority to succeed Manly Fleisch- 
mann. Mr. Fowler was formerly the Deputy Administrator and 
like Mr. Fleischmann had been an assistant counsel of the 
War Production Board of World War II. 

The new shift enables Manly Fleischmann, who has been 
holding down the dual job of DPA-NPA administrator, to de- 
vote full time to his duties of program and requirements 
as head of the Defense Production Administration. 

ERE 


Regulations to be used in the elimination of excessive 
profits from defense contracts, and related subcontracts 
have been issued in tentative form by the Renegotiation 
Board. 

All persons are subject to the ruling regardless of 
whether they are prime or subcontractors of military 
projects, and must file the Standard Form of Contractor's 
Report in duplicate. The form must be filed before the first 
day of the fourth month following the contractor's fiscal 
year even though no specific request is received from the 
Renegotiation Board. 
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APITOL packaged 


Sittings mean 


EXTRA PROFIT 
for you- 7 WAYS 


1. Make inventory easier — cut losses ¥ 
2. Provide accurate count 
3. Eliminate damage 
4. Increase unit sales 
5. Save stacking space 
6. Easier to handle — less work 
7. Cost you nothing extra 


Write for information and prices on CAPITOL’S 
complete line of packaged fittings. 
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COUPLINGS -— NIPPLES — UNIONS — RADIANT HEAT FITTINGS 
FURNACE COILS _ WELL SUPPLIES _ STEEL PIPE FITTINGS 
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Right: Joint session of the Congress in 
the recently remodeled House of Repre- 
sentatives—listening to “State of the 
Union” address by the President. 


In the historic House and Senate 
Chambers as well as the administrative 
offices in the Capitol, heating and air 
conditioning systems are regulated by 
a Powers system of pneumatic control. 


Only a few of the many 
types of Powers Control 
used in the Capitol are 
shownhere. 

Left: Powers Two-pen 
Recording Controller. 
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World's Largest and Most Comfortable Legislative Hall 
is Regulated by— 


Mk AIR CONDITIONING 
CONTROL 
q@ Note Accurate Control in House and Senate Chambers 


Outdoor temperatures, during the period covered 
by the temperature charts varied between 75 and 
95° F., yet indoor temperature was maintained 
constant from 9 A.M. to 5 P.M. One temperature 
sensitive bulb is located near the speaker's 
rostrum, another is in the gallery. Note 
separate lines during the off period of control 
and how the two lines merge into one when 
Chambers were occupied. 


THE POWERS REGULATOR CO. 


3400 OAKTON ST., SKOKIE, ILLINOIS e@ Offices in Over 50 Cities 
Chicago 13, Ill., 3819 N. Ashland Ave. © New York 17, N. Y., 231 E. 46th Stree 
Los Angeles 5, Cal., 1808 West 8th Street © Toronto, Ontario, 195 Spadine Ave 
Mexico, D. F., Apartado 63 Bis. © Honolulu 3, H. 1I., P. O. 2755—450 Piikoi at Kone 

Over 60 Years of Automr*ic Temperature and Humidity Control 
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Other Washington Buildings using POWERS Control 


Department of Agriculture and Post Office Department Blidgs., 
Department of Interior and Old House of Representatives Office 
Bidgs., Social Security R. R. Retirement Bldg., Apex Blidg., Lafayette 
Bidg.,U. S. Navy Hydrographic Bldg., Washington National Airport. 


Experience gained by Powers in supplying dependable temper- 
ature and humidity regulation for these buildings may be helpful 


to you. When your problems involve precise control for heating or 
air conditioning, contact Powers nearest office... in over 50 cities. 









Powers Room 
Type Thermostat 





Powers Remote Bulb 
Thermostats for Dew 
Point, Low and High 
Limit, Preheater, Master 
and Sub-Master Control 
—only a few of the many controls used in the Capitol. 








AIR CONDITIONING APPARATUS DIAGRAM FOR OPERATION AND MAINTENANCE OF SYSTEMS IN THE HOUSE AND SENATE CHAMBERS 


Courtesy of Charles S. Leopold 






























KEY 
A DEHUMIDIFIED AIR OR FACE DAMPER H = ELECTROSTATIC AIR FILTERS 
8 BYPASS DAMPER J — HEATING CONS FOR OUTDOOR 
C RETURN AIR DAMPER AIR (PREHEATERS) 
D MAXIMUM OUTSIDE AIR DAMPER 
E MINIMUM OUTSIDE AIR DAMPER t cummaton Seay PUMP rasa! 
A DEHUMIDIFIER Vi LARGE STEAM CONTROL VALVE 
HEATING COILS IN BYPASS V2 SMALL STEAM CONTROL VALVE 
AIR (REHEATERS) Vow CHILLED WATER CONTROL VALVE 


Ti DEW POINT THERMOSTAT (50° F.) 
T2 LOW UMIT THERMOSTAT 
Tm MASTER THERMOSTAT 
Tsm SUB MASTER THERMOSTAT 
13 HIGH LIMIT THERMOSTAT 

*T4  PREHEATER THERMOSTAT (45° F.) 
RC RECORDING CONTROLLER 
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refrigeration piping 


cuts installation costs 





Copper Tube lines to evaporative condensers 
and sub-cooling coils. Inset is schematic 
sketch showing the rest of the 80-ton 
system, including compressor, receiver 

tanks and direct expansion coils; also 
recirculating lines and replacement water 
supply to evaporator. 


Pictured here is part dian air condition- These are the reasons contractors, 
ing system recently ig§talled in a large architects and owners all prefer 
office building. Noteyprthy is the fact AnaconpA Copper Tubes for water pip- 
that ANaconpA Copier Refrigeration ing and heating lines and soil, waste 
Tubing, ANaconpA #Wrought Copper and vent piping. You'll find that specify- 
Fittings and Americag§Vibration Elimi- ing and installing ANaconpA Copper 
nators were used thro@ghout. This light- Tubes and AnaconpA Refrigeration 
weight tubing and s@fder-type fittings Products on your jobs pays off hand- 
were selected becaus@§of their easy in- somely in lower labor costs and higher 
stallation, and lowergfabor costs. The quality. The American Brass Company, 
fact that copper tubi™g is non-rusting Waterbury 20, Connecticut. In Canada: 
and corrosion-resistamg ideally suits it Anaconda American Brass Ltd., New 
for water and refrigef&ant lines. Toronto, Ontario. 5224 


modern plumbing calls for 


ANACON DA Copper Tubes 
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Here is a pipe that was designed to do one job...to do 
it better... and to do it at more profit to you! Engineered 
by Johns-Manville especially for house sewer line work, 
it’s the only pipe that offers you this combination of 8 
important practical advantages: 


1. Long 10-foot lengths—the longest of any pipe available— 

simplify installation and reduce number of joints in the line 

to a minimum. 

2. Tight joints—Each pipe end is firmly and securely encased 

in a sleeve of durable Transite to form a tight joint that guards 

against root trouble and ground water infiltration. 

3. Easy to install— Pipe, couplings and fittings are engineered 

for simplified installation on the job. Transite is truly a 

“plumber’s pipe.” + 
he 4 “? 
5%, 


4 





Lew) The only pope that gives you; 
L \ Us powerful support... ~ 5 


4. Corrosion-resistant—Because it’s made of asbestos and 
cement, steam-cured under pressure by J-M’s special process, 
Transite, the white pipe, resists corrosion outside, inside and 
all the way through. 





5. High flow capacity—Transite’s smooth interior and long 
10-foot lengths help assure the quick flushing action that keeps 
sewer lines free-flowing. 


6. A full line of Transite fittings—For making changes of 
direction, connections to other pipe, clean-outs, etc. 


7. Strong and durable—Designed to give your customers 
lasting, dependable service—and to protect your reputation 
for quality work. 


8. A name product— Made by Johns-Manville, a name that has 
stood for quality products for more than 90 years. 











Nation-wide Radio Advertising! Transite 
House Connection Pipe is advertised regu- 
larly on the Johns-Manville News Program 
overt more than 400 radio stations of the Mutual 
Broadcasting System—the world’s largest 
network. This powerful support is building a 
demand for this quality product among home- 
owners throughout the country. 


A complete Sales Plan! To help you reap the 
benefits of this national advertising and make 
more profits in house sewer line work, Johns- 





Johns-Manville 


New York 16, N. Y. 
Please send me details about the new Transite House Con- 
nection Pipe Sales Plan. 


Manville supplies you with a complete kit of 
sales tools. These include free direct mail, job 
signs imprinted with your name and phone 
number, decals, point-of-sale displays and 
other sales helps available to you without cost. 


Send for free book that tells you all about this 
plan and how to put it to work 
for greater house sewer line 
profits. Just fill in and mail 
the coupon below. 


Transite is a Johns-Manville 
registered trade mark 














State 





Johns=-Manville 
TRANSITE | be 
The Wile | Name 
y Address. 
I City 


HOUSE CONNECTION PIPE 








Distributor’s Name. 





DE-2 
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For Positive 
Protection Against 
Excessive Temperatures 
» «+ Dangerous 

Tank Pressure 

» Tastall 
TEMPO RELIEF VALVE 























Here is a completely automatic safety relief 
valve that gives 3-way protection... 
temperature relief, pressure relief and vacuum 
relief, Self-cleaning. Reseats Automatically — 
there is no fuse plug to melt — nothing to replace. 
Water never touches the delicate thermostatic 
bellows, unless the valve is called upon 

to relieve; the sensitive stem constantly 

checks water temperature. 


HOT WATER TANK EXPLOSIONS CAN BE PREVENTED 








To keep domestic hot water tanks safe, excessive tempera- regardless of its condition ... could cause the tank to 

tures must be prevented, Pressure relief alone is not enough! rupture, flashing the water into steam. Domestic hot A 

Water under normal line pressures boils at much higher water tanks are not meant to hold steam; therefore, 

temperatures than 212°F. The thermal expansion caused by temperature relief must work with pressure relief to 

these temperatures puts additional stress upon any tank assure complete safety. & 3 
} SALES 





A.W. CASH VALVE MANUFACTURING CORPORATION « 5661 E. Wabash « Decatur, Illinois 
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Meet a new member 
of the family of A.0. Smith 
7 Gas Heating Boilers! 


ebruary, 1952 





Here's a notable new addition to the out- 
standing line-up of A. O. Smith gas-fired home 
heating boilers . . . an addition that further sim- 
plifies the specification of the heating unit that 
fits the exact needs of your customers. 





Six different sizes are available... designed 
for use on both gravity and forced circulation 
hot water systems. Mail coupon for complete 
specifications and other important details. 


OUTSTANDING FEATURES 


© Low temperature base. False metal floor provides 
air space between floor and metal. Can be installed 
directly on wood floors. 


e High performance. Gas manifold pipes, controls 
and valves are proportioned for high efficiency 
operation with minimum of pressure drop at max- 
imum operating level. 


© A. G. A. Approved. Meets all construction, testing 


and rating requirements of the American Gas As- 
sociation Testing Laboratory. 


Contact A.O.Smith for all your 
boiler requirements—both copper 
and cast-iron construction. 


NTED 

















he tank to 
mestic hot es ee ee ee ee ee ne ns cent ee es ce iat —4 
— CORPORATION ‘ 
* A. 0. SMITH 
e relief to Dept. DE-252, Toledo 7, Ohio , ' 
BOT WATTS ECILERS | I'd like to see complete information on the newest addition 
SALES: Boston 16 © Chicago 4 * Dallas 2 © Denver 2 Detroit 21! = A. O. Smith Gas-Fired Boilers. No obligation to me, l 
Houston 2 « Los Angeles 22 © Milwaukee 2 * New York 17 | eee | 
Philadelphia 3 ¢ Pittsburgh 19 © San Francisco 4 | Name | 
Seattle 1 ¢ Washington 6, D.C. | Firm 
SERVICE: Chicago 17 * Dallas 1 * Los Angeles 12° Union, NJ. |S — 
International Division: Milwaukee 1 | Street | 
In Canada: John Inglis Co., Ltd., Toronto | City State | 
| | 
ears ike ine us bedosar dia, ins neal sua 7 sk seit eae een 














P. C. Abbott & Co. 
Richmond 19, Va. 


H. Baron 
New York, New York 


R. R. Barril, Inc. 
San Juan 17, P. R. 
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SANITA 


MANUFACTURERS OF 


a 


MIE 
TUBULAR BRASS PLUMBING GOODS. 


SANI-FLEX SUPPLIES - CURTAIN RODS 
LEGS AND LEGS & TOWEL BARS 


Farwest Sales Co. Clarence Slade Barnet Weiner 
Seattle, Washington REPRESENTED BY Portland, Oregon Boston, Mass. 
R. H. Gaebler Co. L. J. Grossman Co. Mitchell Love Co. Slaybaugh-Thompson Co. Wingard Company 
St. Louis 8, Mo. leveland 15, Ohio Philadelphia 30, Pa. Denver, Colo. Fort Worth, Texas 


A. S. Gibbons Co. am Hexter Shamrock Pibg. Sales Co. Watson Agencies Morris Zwiren 
Dayton 6, Ohio Los Angeles 48, Cal. Chicago, Illinois Toronto, Canada Kew Gardens Hills, N. Y. 
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Experience and 


engineering skill 


develop the quality that makes 


Scaife 


RANGE BOILERS 


your best choice! 


The Scaife Company offers you quality 
products for profitable selling. Since 
William B. Scaife built the first range 
boiler in 1870, Scaife Company has 
offered the plumbing trade a good 
initial return, plus the extra profits de- 
veloping from the good will of well- 
satisfied customers. 

Through research, through advanced 
engineering and production techniques, 
through control of quality and careful 
inspection—this company has gained 
the engineering and* manufacturing 
“know-how” that has earned for Scaife 
Range Boilers a. reputation for com- 
plete dependability. For the customer 
satisfaction that every business needs 
... for the future of your business, de- 
pend on the quality of Scaife Range 


Boilers. 


SCAIFE COMPANY 


OAKMONT (Pittsburgh District), PA. 
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"Times the 
big factor in 


"i save it with NIBCO 
wrot fittings!” 


@ NIBCO fittings heat up fast 
@ Solder cups fit just right every time 


@ Made from tubes they “take” solder ex- 
actly like the tube does 


@ There’s always the right fitting in the 
NIBCO line for every part of the job. 


This saves joints, saves bushings 


With NIBCO Wrot Fittings you can keep 
your bids competitive and still earn a 
good profit. Besides, you have the satis- 
faction of making sounder, better looking 
jobs. It’s good business to specify 
“NIBCO” when you buy fittings. 





WROT FITTINGS FROM TUBES 





NORTHERN INDIANA BRASS CO., 204 PLUM STREET, ELKHART, INDIANA 
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Distributed by outstanding wholesalers / 
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Manufactured by 


Combustion Engineering-Superheater, Inc. « Water Heater and Soil Pipe Division ¢ Chattanooga 1, Tenn. 
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BIG 
SAVINGS 


with 
MARSH Iri-Trol regulation 


Maximum comfort at minimum cost when heat 





is controlled in accordance with outside regula- 





tion with Marsh Tri-Trol. Ask for facts. 
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every building 


critical examination of all equipment entering into it. 


Traps were used throughout all of these buildings. 


it is first choice for so many important jobs. 


Dept. S, Skokie, Ill. 


‘ SINCE 


Packless Radiator Valves and 
Traps were used. 


€ Thousands of these Marsh 


Marsh float and thermostatic 
traps were used throughout. 





Big scale heating here — 
and MARSH throughout 





A number of the big, well-built structures of the New York Housing 
Authority are illustrated here. This is big-scale construction running 
into millions of dollars — the kind of project that asks for the most 


In designing the heating for these buildings major emphasis was 
of course placed on end results: minimized operating and main- 
tenance costs. So it is significant that Marsh Radiator Valves and 


The thousands of Marsh valves, traps, vents, and strainers that 
went into these buildings are performing in that trouble-free way 
that has won the confidence of the most exacting heating men. 

Use Marsh equipment on that next job and you will know why 


Ask for new heating catalog 76-H covering all Marsh heating equipment 


MARSH HEATING EQUIPMENT CO. soles offiliate of Jas. P. Marsh Corporation 
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the standard of tho industry... 
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reputation.. 


‘The way to gain a 
good reputation is to 
endeavor to be ‘what you 


desire to appear.” 


Socrates 


























AUTOMATIC BURNER CORPORATION 
1823 Carroll Avenue «+ Chicago 12, Illinois 
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in Plastic Toilet Seats 





STYLE 500 This is the 


PURITAN seat whose fame has never 


diminished from the first 





day it was announced. Ex- 
ceptionally sturdy in design and construction, the PURI- 
TAN “500” is an all enclosed solid type design that makes 
it completely SANITARY. Fully guaranteed .. . selection 


includes eight beautiful decorators marbleized colors. 










STYLE 700 Here’s the PERFECT 
pocket” 


answer to the problem of selling a 
quality toilet seat at low prices! The 
ROCKET “700” is... DOLLAR FOR DOLLAR. .. the BEST VALUE 
in the LOW PRICE FIELD! Its handsome design makes it a welcome t 


addition to any home... and the smooth surfaces make it com- 


s Os A 


pletely sanitary and easy to clean. Choice of five beautiful colors: 


WHITE and marbleized black, coral, blue and green. 


~. 2. = FF 





STYLE 1000 Hereisthe 
PURITAN newest and most modern 
design toilet seat in the 
field! The extended back 


hinge design is more beautiful, more sanitary and 





a hlUlUheelC Lr lhl 


aa ESR pe egy eer 


makes the back area as easy toclean as any flat 
surface. All enclosed, this solid type design is sturdy 
: beyond any ordinary requirement! 
WHITE + BLUE * BLACK * ROSE + YELLOW + PEACH 


GREEN * BURGUNDY 
WRITE FOR FREE DESCRIPTIVE LITERATURE... 


FREE newspaper mats and promotional material. 


CENTURY PLASTIC PRODUCTS INC. 
8219 Almira Avenue Cleveland 2, Ohio 


ate ante 
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Now, Im gettin’ 
too much heat” 







1. “Young man... you’ll have to come right over 
and show me how to get less heat from this fur- 
nace,” purrs my toughest customer. “First time 
I’veheard herspeaksosoftin years, Jim. Itwasthat 
J-M Pre-shrunk Asbestocel Pipe Insulation you 
suggested we install. Gave her more heat upstairs 
than she ever had before. Thanks for the tip.” 


Wren A plumbing and heating contractor recom- 
mends a Johns-Manville product, he’s recommending 
one of a line of products that are talked about five 
nights a week from coast to coast on 384 stations of 
the Mutual Broadcasting System*. 

That . .. and the long-standing reputation for 
built-in quality that all Johns-Manville products 
have ... are two, among many reasons, why the 
Johns-Manville name enjoys such customer-confi- 
dence in the plumbing and heating trade. 

These products include Asbestocel} Pipe Insulation 
and Range Boiler Jackets .. . J-M 85% Magnesia 
Pipe and Boiler Insulation . . . J-M Insulating 
Cements . . . Insulating Fire Brick for oil burner 
fireboxes . . . Transitet Flue Pipe... Transite House 
Connection Pipe and many others. 


You can take advantage of the public acceptance 
of these products by calling your J-M aii 
Distributor, or by writing to Johns- JM 
Manville, Box 290, New York 16, N. Y. dl 


*“Bill Henry and the News’’—Mutual Broadcasting System 8:55 E. S. T. 
tReg. U.S. Pat. Off. 
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2. “Think nothing of it, m’boy. As a Johns-Manville Dis- 
tributor, I’ve helped solve many a customer complaint 
by recommending J-M Insulation. Fact is, I’ve built 
up quite a sizable business doing it,’’ chuckles Jim. 


3. He’s right as a dollar . . . because the very next day 
the phone rings, and there she is again—just as tough 
as ever! “Young man”. . . she cackles, “Your pipe 
insulation works so well on the heating system, that 
you’d better cover the hot and cold water pipes with 
that J-M Wool Felt you were telling me about.” 





fy 4 , 
as ‘a Sf it 


4, My man’s over at her house in a flash! If using Johns- 
Manville insulations is the way to tame a customer, 
thinks I, then believe me, I’m using Johns-Manville 


Insulations from now on in! 
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for plumbing and heating systems 
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THE CRANE 
“Beverly 





Soceetiemeencesee sesame eam emia 


’ 


~— 








NEW CRANE LAVATORY 


OFFERS DISTINCTIVE STYLING AT “BUDGET” PRICE 


You’ll want to be one of the first to display the new Crane @ Ideal for small homes or for supplementary bath in 
ee x ; sik Dis larger homes. Styled to gr erfectly with other 
Beverly. Its distinctive Crane styling, together with its low chai g aia Ba 
; é : 5 Crane fixtures. 

cost, guarantee quick popularity for this compact, vitreous 
@ Beveled control panel is convenient—easy to clean 


china lavatory. and to keep clean. 
The Beverly is available now. To gain the most benefit from @ Includes popular Crane Dial-ese controls. 
icity backing i i ri ; 
publicity backing its announcement, order one and display it oti ce. det take teen 
now. Call your Crane Branch or Crane Wholesaler. towel bars. 


GENERAL OFFICES: 836 SOUTH MICHIGAN AVE., CHICAGO 5 
| ~ RAN E CO VALVES © FITTINGS © PIPE 
B PLUMBING AND HEATING 
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PLUMBING HARDWARE 


The name Crampton has long been synonymous with the 
best in plumbing hardware. When the market returns to 
free supply we want you to remember the name that guar- 
antees long service and top quality — Crampton. 


DIVISION OF CRAMPTON MANUFACTURING CO. © GRAND RAPIDS, MICHIGAN | 
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Buy From Your 


Export Department, 13 E. 40th St., New York 16, N. Y. 











Now all the individual cartons that 
carry coils of Wolverine copper 
tube to you also carry the label 
bearing the legend “BUY FROM 
YOUR WHOLESALER.” 


It serves as a gentle reminder to 
direct you to your wholesaler not 
only for your supply of Wolverine 
top quality tubing, but also for all 
other plumbing needs you may 
want or for information and help 
on the use of the materials that will 
best extend the services your custo- 


mers expect from your installations. 


WOLVERINE TUBE DIVISION 


Calumet & Hecla Consolidated Copper Company 


INCORPORATED 
Manufacturers of seamless, nonferrous tubing 


1435 CENTRAL AVE. e DETROIT 9, MICH. 


Wholesaler 
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YOU’RE OUT IN FRONT WITH 


@ WHAT SELLS A HEATING SYSTEM? The product...yes, and also the 
service back of it. The quality of service you are equipped to offer 
is an important part of every sale, and here, as with the product itself, 
ao gal puts you automatically out in front. 











OME THAT SELLS! Because you, as an Oil-O-Matic Dealer, are 
factory trained in heating engineering, you have the skill and special 
tools to give your customer an expert survey of his home and heating 
plant. Your customer appreciates this service because he knows it will 
mean correct choice of equipment, proper installation, and perfect 
performance. 





— Mile THAT SAVES! Because you are selling a better product 
you can offer your customer major savings on service for years to 
come. Oil-O-Matic’s exclusive Metered Low Pressure Principle is so 
trouble-free that it requires an absolute minimum of care and adjust- 
ment. The vital Oil-Air Nozzle of the Model Fifty-Ten, which makes 
possible the unmatched efficiency of Oil-O-Matic’s atomization, is 
\NAANN actually GUARANTEED for LIFE. 


For over 30 years the Oil-O-Matic name has stood for a fine product, 
expertly installed and expertly cared for. That’s why customers buy 
with confidence from an Oil-O-Matic Dealer. That’s why the Oil-O- 
Matic Franchise is, and will continue to be, the most valuable in the 
industry. Important reasons why “it pays to be an Oil-O-Matic Dealer’ 






ifetinme *~ 
(Guarantee 


on the famous 











If you are interested in learning the other big 





KNAAAASSASSOAAY 






RANAAAAASYANSSS INNS 


000,000 reasons why Oil-O-Matic Dealers are ‘out in 
$5, , er, , “siebeet 
MODEL FIFTY-TEN front,” write for reprints of this series. 
Lew Pressure 
, ZLE 
% OIL-AIR NOZ 
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© 
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Writefor 
complete information about 
the Oil-O0-Matic Franchise 


PAYS TO BE AN OIL-O-MATIC DEALER 












WILUAMS OIL-O-MATIC DIVISION fe 


ae Eureka Williams i ON-o-matic (my, wwrexa DISPOS-O- MATIC 
sae) CORPORATION Home Heating QAav vecuum Cleaners Waste Food Dispeser 
Bloomington, Iilinois 








eee 


ean 











IDENTIFICATION DISC: An oluminum mork- 
ing plate on all Walworth No. 225P’s facili- 
tates inventory control and mokes reordering 
quick ond positive. 





NEWLY DESIGNED HANDWHEEL: Potented 
air-cooled, finger-fit hondwheel affords sure 
grip even with greasy gloves. 





IMPROVED PACKING: Molded packing of 
lubricated asbestos reinforced with copper 
wire. Suvitoble for practically every service. 
Valves can be repccked under pressure when 
fully opened. 









HEXAGONAL UNION BONNET 
CONNECTION, DEEP STUFFING 

BOX AND RUGGED STUFFING 
NUT: Union bonnet connection 
eliminates any chance of distortion or leok- 
age even though valve is repeotedly token 
apart ond reossembled. 





EXTRA STRONG BODY: Mode of Composi- 
tion M (ASTM B61) bronze. Thick walls end 
rugged hexes provide a high safety factor. 
Valves undergo hydrostatic shell test of 
1,000 psi. 


Se ea me eee ———- ee em roe ee en ee ee 
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take a good look 
at the Walworth 


Soo gun” 






- the Toughest Bronze Valve Your Money Can Buy 


The stainless steel, corrosion resistant seats and discs are heat treated t 
hardness of 500 Brinell — hard enough to scratch glass and crush nails! 
valve can be closed on sand, slag, and pipe scale without injury to the seating 
surfaces. “Wire drawing” is practically eliminated. All parts are accurately 
machined and gaged. Years of tight, positive shut-off are assured. 

Available in both globe and angle types (angle type: No.227P) in sizes 
Y,” to 2”, this quality valve is recommended for 350 Ibs. W.S.P. at 550 F, 
and 1000 Ibs. non-shock service on cold water, oil, gas, or air. 

For full data on this long-life, economical Walworth Bronze Valye, see 
your local Walworth distributor, or write for Circular. 









SEATS AND DISCS: Plug type seats and discs 
of stainless steel, heat-treated to 500 
Brinell hardness and machined simultane- 
ously to a mirror-like finish, with accurate 
tapers assures tight positive shut-off with 
minimum hondwheel effort. 


OVERSIZE STEM: 
The high-tensile strength 
silicon-bronze stem assures 
long life and protection 
ogainst weor. 
— <m cue oimee eeee 
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WALWORTH 


valves and fittings 
60 EAST 42nd STREET, NEW YORK 17, N. ¥. 
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Tomorrow's 
Water Service 
TODAY! 


No other pump offers your cus- 
tomers so much for so little — 
or provides @ sounder base for 
a profitable business in water 
systems and related equipment. 


shallow well 


water system 
Mig. by Pin n 














TANKLESS 


Requires no tank, no “extras.” It’s a complete, self-con- 
tained water system that supplies really FRESH running 
water at all times. 

SELF-ADJUSTING CAPACITY. Automatically and in- 
stantly adjusts its capacity as the varying demands for 
water require. Steady, non fluctuating flow regardless of 


number of outlets in use at one time. 



















Feb 


A Visplay Promotion 
that Guarantees 


Have you heard about this complete 
packaged promotion which guarantees 
extra profits when you display the new 
Goulds Close-Cupld Balanced-Flow Jet 


with “Salesman Sam” as shown here? 





Call your Goulds distributor today . . . get 
full details of this guaranteed profit- 
builder and your sales aid material. Or 


write us direct — TODAY! 


Goulds Pumps Inc., Seneca Falls, N.Y. 


The Greatest Advertising Campaign 
that ever backed a Water System | 
Its New! 


Tomorrow's water service today | 
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foot toniversal-Rundle. 


for eye-catching, convincing advertising! 





Big, full-color ads that capture the reader’s interest 

. ads picturing idea-packed bathrooms that hold 
his interest —that’s Universal-Rundle’s exciting ad- 
vertising for 1952! Actual photos of lovely, prac- 
tical bathrooms, designed by famed New York 
designer Ving Smith, appeal to home builders and 
remodelers by giving them ideas they can use in 
their own homes. And every ad drives home con- 
vincing proof that Universal-Rundle makes the 
finest bathroom fixtures in the world! 

Powerful Universal-Rundle ads this year will 
reach millions of readers of the Saturday Evening 
Post, Better Homes and Gardens, and other leading 
magazines. It will tell your prospects about these 
exclusive U/R features: 


' 
= hathroon 


Syaicty...in a double duly 


Whitest white—by actual scientific tests! 


Matched colors—by U/R, first maker of colored 
fixtures. Lovely colors, matched closer than the 
human eye can see! 


Strongest bond between surface glaze and body 
gives highest resistance to chipping! 


“Harder than steel’’ surfaces that are easy to 
keep clean, scratch-free, sparkling bright! 


Write today for the new U/R catalog, showing the 
complete line of bathroom and kitchen fixtures— 
plus plans, drawings, specifications and helpful 
information. (See the U/R line in Sweet’s Builders 
File, also.) 





FAMOUS ‘‘FIRSTS”’ From 
UNIVERSAL-RUNDLE! 


cnfversatl te FIRST—with colored fixtures! 
FIRST—with the one-fire Hi-fired process which 
gives harder-than-steel surfaces and lifetimo 


bond between surface glaze and body! 


FIRST—with the patented Rim - Jet flushing 
principle! 


FIRST—with concealed front overflow! 

















Ui Universal-Rundle 
= The World§ Finest Bathroom Fixtures 


UNIVERSAL-RUNDLE CORPORATION, DEPT. 26, NEW CASTLE, PENNSYLVANIA 
Plants in Camden, N. J.; Milwaukee, Wisconsin; New Castle, Pennsylvania; Redlands, California; Hondo and San Antonio, Texas 
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Get the solid facts! 





See how you save with 


CHEVROLET 


Advance-Design 


TRUCKS 


in demand 
in value 
in sales 








TWO GREAT VALVE-IN-HEAD ENGINES—the 
105-h.p. Loadmaster or the 92-h.p. Thrift- 
master—to give you greater power per gallon, 
lower cost per load e POWER-JET CARBU- 
RETOR—for smooth, quick acceleration 
response e DIAPHRAGM SPRING CLUTCH— 
for easy-action engagement e SYNCHRO- 
MESH TRANSMISSION —for fast, smooth 


CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 


ADVANCE-DESIGN 


shifting e HYPOID REAR AXLE—for 
dependability and long life e TORQUE- 
ACTION BRAKES—on light-duty models e 
PROVED DEPENDABLE DOUBLE-ARTICU- 
LATED BRAKES—on medium-duty models e 
TWIN-ACTION REAR BRAKES—on heavy- 
duty models e DUAL-SHOE PARKING 
BRAKE—for greater holding ability on heavy- 


TRUCK FEATURES 


February, 1952 


PAY LESS AT THE START 


Chevrolet trucks list for less than any other 
trucks built to handle the same payloads. Here 
is a real, money-in-the-bank savings on pur- 
chase price. And you'll find the Chevrolet 
brings you ruggedness, stamina and great 
truck features not found in many other trucks, 


GET LOWER ON-THE-JOB COSTS 


Chevrolet trucks give you Valve-in-Head econ- 
omy that saves gas, four-way engine lubrica- 
tion that reduces wear and saves oil, and tough, 
rugged construction for longer truck life. Like 
truck users everywhere, you'll find Chevrolet 
trucks cost less to own and maintain. 


TRUCKS BUILT FOR YOUR PAYLOADS 


Chevrolet trucks are factory-matched to meet 
your requirements. You get the right truck for 
the job ... never “too much” or “too little” 
truck. Frame, axles, springs, body, brakes, 
and power form a balanced team. 


BIGGER TRADE-IN VALUE 


Records show that Chevrolet trucks traditionally 
bring more money at re-sale or trade-in than 
many other makes. Chevrolet's market value 
stays up because the value stays in. More 
reason to see your Chevrolet dealer for your 
best truck buy! 





duty models e CAB SEAT—with double-deck 
springs for complete riding comfort e VENTI- 
PANES—for improved cab ventilation e WIDE- 
BASE WHEELS—for increased tire mileage e 
BALL-TYPE STEERING —for easier handling 
e UNIT-DESIGNED BODIES—for greater load 
protection e ADVANCE-DESIGN STYLING—for 
increased comfort and modern appearance. 
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as coat |. | ’ - The No. 20 Dole Hot Water Air Valve is completely 
ind Chevrolet he 2 YY Vie automatic. Operates equally well on forced or 


ain. 4 WY Ja Ml gravity systems. No preliminary soaking is neces- 
: | 8 Y v< sary. Easy to install and adjust for automatic or 

AYLOADS 4 Y PJ 4 YJ manual venting, or use as manual shut-off. 

tched to meet © he. " 

right truck for 

or “too little” 

»ody, brakes, 


s traditionally 
trade-in than 
market value 
ays in. More 
aler for your 






Hot Water 
IN\Taxelate mm celatleian 


VALVES |. 


oe. ae 

DOLE CHAMBER VENT 

Combination air chamber and automatic Aw NY 
ZY 


air eliminator. Available in popular Ze 
sizes \e> 






DOLE FLOW CONTROL VALVE 


It's simple and practical. Regulate: 
water flow, limiting discharge to a pre 
determined gallonage regardless of wate! 
pressure from 15 to 150 lbs., p.s.i. Ne 
more cool water from overdrawn tankles: 
heaters. Many other uses. 

Individual room temperature is automa- 

tically controlled by Dole Thermostatic 


Air Controls on forced warm air outlet. 
Whole systems are effectively and auto- 


matically balanced for better heating. 
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NOW! 


hundreds of 
rom coast 


told us ex4 wanted 


joint compound, an 
they have asked for. 
Yes, Hercules’ 


Compound is perfect, ! 
of these important wanted qualities: 


sensational 


al new Pipe 
because it now has every one 
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plumbers— 


to coast—have 
most in a pipe 
developed exactly what 


Joint 


(1) NO OiL SEPARATION Result: Hercules 


You can use it as 1S, 


can, 


today, tomorrow, 
require it. No oil to pour off. 


NO RUNNING—NO WASTE 

” Brushed onto 

to the metal, forming 4 

“tacky” film. 
crack. 


(3) NO 


new Pi 


N THE CAN 


ot lump, 
uniformity 
es. No “sludge 
No need for softening with a 


JOINTS 
und 


(4) NO FREEZING OF 
with Hercules compo 
proof, yet they can be 

‘red. Hercules prevents 


“broken” 


We have been supplying 
formula Hercules compound fo 
our regular type can. 

Profit by usin 
pound for screw Jj 
ammonia pipe lines. 
difference it makes! 
dilute acids and alkalies . 
And remember, it is idea 
wick required. 

Yes, Hercules is tops! When you 
ask for Hercules—and you'll get the 
our expense. Write fora sample. 


gas, 


for 


1 for brass Pi 


—— a 


AND HEATING 


TO PLUMBING 
WHOLESALERS EVERYWHERE 
line of Plumbing Compounds 


the Plumbing and Heat- 
. Result 


Hercules is the only 

constantly advertised to 

ing Industry every mont 

_—-more and more peop! 

“Hercules”. And what pays ° 

be able to soy to a customer: “i've got the very 
thing you're asking for’? 


in suspension indef- 
settle or 
of the compound 
” at the bottom © 
dditional oil. 


Joint 
are absolutely leak- 


binding 


this superior, 
r the last 


ules new Pipe Joint Com- 
water, air and 
diately what a 
lines carrying 
d for bolts and studs. 
iping—ne amp 


need pipe dope, 
best. Try it at 


at any time. * 
t month, whenever you 


Hercules 


pipe threads, it clings 
full-bodied, uniform 
It will not shrink, crumble nor 


INT COMP 


S tie: | 
€Nsationa] NEW FOR 
a og a New Can iar 
ANGE IN PRIC 
E! 


Pee 


Hercules 


hard-cake. 


the 


s made up 


easily when 
ar Handy Brush, included 


in every 1-lb. size can. 


new- 


90 days in 
Heavy Duty Wood- 


Handle Brush, with 
every two 5-lb. cans 
at no extra cost. 
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mpl Diez, 
Ui with Alliianed\are Bathtubs 











| 


ESCRIBED by TIME Magazine as “a dazzling example of the vast 
change which has taken place in the hotel business,” the Western 
Hills Hotel of Fort Worth, Texas, is a new and different type of hotel. 


























Convenient parking space and a patio with a 
swimming pool equipped for heating of the water and é P s , 
with underwater lighting are features of beautiful Of rambling Mediterranean type of architecture, with tiled roof and tan 

Western Hills Hotel. adobe brick walls, this 200-room air-conditioned hostelry combines the 
luxurious appointments and service of the best city hotels with recrea- 
tional facilities of resort hotels. 





The main building of the hotel is three stories high with three one-story 
wings. A swimming pool patio is fringed by ten colorful cabanas with the 
same type of living facilities as the other guest quarters. Twelve additional 
guest houses are grouped about the hotel proper. 





The entire Western Hills Hotel establishment is completely equipped 
with AllianceWare bathtubs. Reasons for the, choice of AllianceWare by 
leading architects and builders include not only the modern styling, stain- 
proof surfaces and a choice of colors, but also important construction 
details, such as exact dimensions, wall guard flange to stop water leaks 
around the tub at the wall line, and anchor lugs which prevent shifting 


| 


















ti and settling—added values at no extra cost. 
k Forward looking plumbers who want to keep business coming their way 
; | are finding profit and prestige with AllianceWare. Ask your jobber or 
; write us for complete descriptive information on AllianceWare. 
£ 2 
é An AllianceWare bathtub, with sliding frosted-glass en- 
- closure, in Western Hills Hotel. The hotel is completely 
4 equipped with AllianceWare tubs. 
; Plumbing Contractor: Harrison & McGinnis 
Brand Alliance Ware fixtures furnished by Morrison Supply Co. 
D 
» Hercules ALLIANCEWARE, INC. e Alliance, Ohio " 
name. Bathtubs ¢ Lavatories « Sinks lhi anc are 
PORCELAIN ON stage 
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THE SMOKE-ROD TEST PROVES 




































THIS ROD MEETS COMMERCIAL 
STANDARDS REQUIREMENTS 


This is a 6% smoke rod, 
which means there is a 94% 
build-up of carbon on a glass 
rod inserted in the smoke 
pipe of an oil furnace with 
ordinary vaporizing burner 
‘or 20 minutes, at .06 draft. 


This is the acceptable stand- Re 
ard which all such burners 
must achieve to meet 
commercial standards. 
THIS ROD MEETS ORAN REQUIREMENTS 
. ‘ 
Here is the same test per- é 


formed in an Oran Model 
0-70DA oil-fired floor furnace 
with dual-air vaporizing ‘oe 
burner. Note that smoke rod 
is super cleah, with perfect 
light transmission. This test 
was made at 02 draft, a 67% 


CUTAWAY DRAWING OF ORAN 
DUAL-AIR VAPORIZING 
BURNER 


oenenenee 


| reduction in draft require- f 
: 
i ment! 4 
| 

= 


ALL ORAN Shallo-Well, oil-fired floor furnaces 
have the REVOLUTIONARY, CLEAN-BURNING, 


_DUAL-AIR BURNER 


Here’s the authoritative LABORATORY TESTED proof a 
that Oran Shallo-Well, oil-fired floor furnaces with the sen- 
sational, new Dual-Air vaporizing burner, burn clean and 
soot-free, EVEN AT 67% DRAFT REDUCTION. After 
years of extensive research, Oran now brings you an oil- 
fired unit that matches the cleanliness of natural gas! Let 





us send you the complete story on the revolutionary, new 
Dual-Air burner, and why it makes Oran the unquestioned 





leader in oil-fired floor furnaces. You can’t afford to let an- 
other day pass without investigating the Oran Shallo-Well 
line—your magic key to floor furnace profits! Write, wire 
or phone us TODAY! 









ORAN COMPANY 


2224 S. Third Street, Columbus 7, Ohio 








CUTAWAY DRAWING OF ORAN 
MODEL 0-70 DA SUPER, RATED 
UNDERWRITERS’ LISTED AT 75,000 BTU. OTHER MODELS 
AT 50,000 AND 65,000 BTU, 
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GREATEST 


VENTING PROTECTIO 


bet 





~~ 


INSTALLATION COST 
you get both when you use 


0C METALBESTOS 


GAS VENT 


Metalbestos’ all-aluminum, double wall construction provides 
Safe, maximum insulation and permanently gastight joints eliminate 
Efficient the possibility of fire hazards or leakage of fumes. Independent 
Operation laboratory tests prove that Metalbestos keeps surrounding walls 
cooler than any other Type B gas vent listed by Underwriters’ 
Laboratories, Inc. 

































Made from a high grade aluminum alloy, Metalbestos will not 
Durable deteriorate from the effects of weather, corrosive flue gases 
Construction or condensates. Breakage during handling, storing or installa- 
tion is eliminated because this sturdy, all-metal gas vent will 
not crack or shatter. 





. Metalbestos is easily and quickly assembled. Precision made 
Simple QC couplers automatically align pipe sections and form leak- 
Installation proof joints. Adjustable lengths and all-purpose fittings elimi- 
nate expensive cutting and fitting. No cement, mastic or banding 
material is required — no special tools are needed. 







ae _ 


4 tall, | METALBESTOS DIVISION 


WILLIAM WALLACE COMPANY «+ BELMONT. CALIF 


enone 


METALBESTOS Division, Dept. C William Wallace Co. 
Belmont, California 

Please send a copy of your new manual, ‘Venting of Gas 
Appliances.” 


SEND FOR FREE VENTING MANUAL 


A new manual, “Venting of Gas Appli- 
ances,"’ is now ready for distribution. Pub- 














! 
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! 
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| 
COMPANY 
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! 
4 


lished in the interests of better venting, this aaa Tinie 
valuable booklet contains the important 

rules for venting gas appliances and other 

helpful information concerning good vent- ADORESS 

ing practices. Yours without charge — 

simply fill out coupon. No obligation. PLT of MOOS Oe a eee vaughn « 
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Some NEW things 
a lady appreciates! 


Here’s a steel tub line that’s really 
new! For the first time anywhere, 
Murray offers an all-steel bathtub 
with the sloping back or comfort- 
angle that everyone wants. 


This feature is not available in any 
other steel tub! It’s the result of exten- 
sive Murray experience in the auto- 
motive field. It’s a selling feature 
without equal . . . combined with all 
these additional features: 


NEW murray ENAMELED STEEL FIXTURES 





Utility Flat Rim Lavatory, LA-22, 21” 
x 17”, for building-in. Three holes, 4” 
centers. Colors: white, tan, green 
blue, ivory. Bowl: 15%” x 11” x 6”; 
ledge, 19” x 3”. 


oe 


























e@ All Murray tubs are finished with 
acid and Stain resistant porcelain — 
at no added cost! 4 beautiful colors 
plus white. 

@ Smooth, bump-free bottom is easi- 
est to clean, drains all the water. 
Extra-safe! 

e Raised flanges prevent water scep- 
age behind tub. 

e Lightweight, easy to install, easy to 
Store. 






LH Sink and Tray Combination, with 
cabinet. TCA-52, 42” x 25”; also 
available RH. Fittings, strainer, tray 
plug, rubber stopper, sliding drain- 
board. Also furnished without cabinet, 
with leg and hanger bar. 


Flat Rim Sink and Tray Combination, 
STA-32, 42” x 20%”, for building-in. 
Interchangeable for LH or RH instal- 
lations. Sink: 175%” x 16%” x 6%”. 
Tray: 17%” x 16%” x 11”. Available 
with sliding drainboard, DBA-501. 


NO ONE MAKES PLUMBING FIXTURES LIKE 


URRAYV 


THE MURRAY CORPORATION OF AMERICA, HOME APPLIANCE DIVISION, SCRANTON 2, PA. 
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For domestic hot and 
cold water lines you can 
still use copper — 
non-rusting, highly 
resistant to corrosion! 











nished with 
porcelain — 
itiful colors 





fom is easi- 
the water, 


water scep- 1  o | Ww 


wil tany 00 The use of copper aed 
underground service 
lines—another place 
URES where you need this 
hardy metal—is not 

prohibited by 


government regulations! 











3": ao ,.. Chase Copper Water Tube ts best! 





iner, tray 
1g drain- 
it cabinet, Made from commercially pure copper, Chase that can be snaked behind walls and under 
Copper Water Tube is ideal for hot and cold flooring. 
bination, ee ee eee For underground installations use Type K, soft 
ilding-in. Chase Copper Water Tube, Type L, hard tem- temper, Chase Copper Water Tube. It is 
HH instal- per, in 20 ft. lengths and solder-joint fittings ductile; can be bent around obstructions; 
"x 6%”. are especially adapted for use in new con- moves with the earth until the fill settles. 
Available struction. For replacing old rusted-out piping, Long lengths up to 100 ft. in coils reduce the 
\-501. Chase Copper Water Tube, Type K, soft number of flared fitting connections to a 
temper, comes in long 40 and 60 ft. coils minimum. 
KE 
i hase P BRASS & COPPER « The Nation’s Headquarters for Brass & Copper 
Albanyt Cleveland Kansas City, Mo, - New York San Francisco 
Atlanta Dallas Los Angeles Philadelphia ‘Seattle 
WATERBURY 20, CONNECTICUT © SUBSIDIARY OF KENNECOTT COPPER CORPORATION Baltimore —Denvert Milwaukee Pittsburgh Waterbury 
Boston Detroit Minneapolis Providence 
Chicago Houstont’ = Newark Rochester (Te 


2, PA. Cincinnati Indianapolis © New Orleans St. Louis 
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He used his head 
instead of his back! 


Steel pipe snow melting systems 
enhance property values, too! 


The most envied man in any block, a few years ago, might have been 
the one with a new post-war car in his garage . . . or a television antennae 
on his chimney. But during the last “big snow’’, thousands of weary 
shovel wielders would have voted the foresighted owner of a snow melting 
system just about the luckiest ‘‘man of the year.” 

The complete passing of the snow shovel may still be years away but, 
more and more, home owners are installing hot water snow melting 
systems to keep sidewalks, driveways, steps and service areas free of snow 
and ice all winter long. For these systems steel pipe is naturally first choice! 

The durability, adaptability and relative economy of steel pipe helps to 
put this ‘‘automatic snow remover’ within the reach of thousands of 
home owners—less than the cost of an aching back and stiff muscles, or 
the continued inconvenience of a snow-bound car. 

Yes, snow melting is definitely ‘‘coming into its own’, and remember, 
the property with it always will be a preferred value. 
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With a driveway snow melting system the fam- 
ily car is always instantly available for pleas: 
ure, business, or emergency use. Stee! pipe 
snow melting keeps Americans mobile! 


Write for a copy. A free 48-page color booklet "Radiant Panel Heating with Steel Pipe” 


Sreel Pipe COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


1S TAS CHOKE 350 Fifth Avenue, New York 1, N.Y. 
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KENNEDY 

















bronze globe 
and 

angle 
valves... 








OB-FITTED with the right disc 
for every service 
TO ASSURE LONG, TROUBLE-FREE operation with easy mainten- 


ance, the complete KENNEDY Line is job-fitted . . . every valve speci- 
ally designed and engineered for the job it has to do. 


IN THE KENNEDY FIGS. 97 AND 98, for example, the disc is ex- 
actly matched to the job. To meet a wide range of fluid, temperature 
and pressure requirements, a variety of disc materials is available. 
Each is carefully selected for the service for which it is recommended. 


THE RENEWABLE COMPOSITION DISCS give longer service because 
the extra height of the raised seats utilizes full thickness of the disc 
before replacement is necessary. The disc holder swivels: on the 
stem to allow uniform wear on the disc. 


THE MOLDED PACKING is self-lubricating and both Fig. 97 and 
98 can be readily repacked under full line pressure. 


THE HEAVY-WALLED BODIES are ruggedly built with full rounded 
contour. The stems are made with manganese bronze of 50,000 Ib. 
tensile strength and have unusually heavy threads. Parts are fully 
interchangeable. Sizes range from % to 3 inches with a working 
pressure of 125 Ibs. saturated steam. WRITE FOR BULLETIN 56. 








BUY FROM YOUR LOCAL DISTRIBUTOR 


4 Fc N N : D VALVE MFG. CO. 
ELMIRA, NEW YORK 


PIPE FITTINGS > FIRE HYDRANTS 
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PRINTING and BIN 


DISTRIBUTION SERVE 


YEAR ‘ROUND REPR 
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YEAR ROUND 


CATALOG SERVICES 


LAYOUT and COPY 





The effectiveness of y@@r catalog is governed by 
the experience that g@¥s into its layout and de- 
sign. Let our panel ofspecialists develope your 
ideas into a sparkli new catalog that will 
embody every feature pu need . . . with a mini- 
mum of effort and no @ktra cost on your part. 










HING SERVICE 


Our technical resource in the complex field of 
Graphic Arts brings Qu the finest typesetting, 
Printing and binding§ Mechanical problems do 
not exist for you wh@§ you leave these details 
to our staff. You ned this professional super- 
vision and production ou pay no premium for 
it when you entrust our full catalog job to 
DOMESTIC ENGINEERING CATALOG DI- 
RECTORY. 




















tion to selected whole- 
pecifying engineers, and 
and dealers, as well as 
Agencies. Your product 
information will be afftheir fingertips for easy 
buying and specifying@reference every business 


day of the year. 


of a no-waste distri 
salers, consulting and 4 


architects, 
important Governme: 





















NT SERVICE 
RING CATALOG DI- 


its year ‘round reprint 
pply of individual cata- 
fis simplifies changes and 
with little or no waite of obsolete catalogs. 
Your type pages are Mept intact and stored by 
us (at no cost to yam) to facilitate revisions 
and keep your reprin@rosts to a minimum. 








DOMESTIC ENGI 
RECTORY offers you 
service to keep your 


logs to a minimum, 
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DOMESTIC ENGINEERING CATALOG DIRECTORY provides a 


multiple-service plan that will cope with all of your catalog problems. 
Read the features at left and see how easily, and fully, your catalog 


burden can be assumed by our staff of specialists. 


Use our proven services in a double-barreled plan to regularly supply 
your latest catalog to Buyers, Specifications Writers, and Architects. 
Use the Mid-Year SUPPLEMENT to give the latest changes in specifica- 
tions and to gain the advantage of continuous repetition in advertising 
..» follow through in the Annual Edition of DOMESTIC ENGINEERING 
CATALOG DIRECTORY for the complete presentation of your line. 


The Annual Edition of DOMESTIC ENGINEERING CATALOG DI- 
RECTORY is more than a composition of manufacturers’ catalogs ... 
more than product details and specifications. This is THE big orange 
book, the one which the entire industry turns to for over 500 manu- 
facturers totaling over 1100 pages of catalogs, as well as over 600 pages 
of Tables and Rules, Classified Directory of Products, Trade Names, and 
Names and Addresses arranged in orderly sequence and made instantly 


available by use of five dictionary-cut indexes. 


e AIR CONDITIONING FIELDS. 


YOUR CATALOG in vomestic 
ENGINEERING CATALOG DIRECTORY 
REACHES ALL-IMPORTANT BUYERS and 
SPECIFIERS in the PLUMBING + HEATING 
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1952 MID-YEAR SUPPLEMENT 

















































Now, more than ever, there is need for frequently re- 
flecting anticipated changes, curtailed items, and altera- 
tions that are being made in product specifications. The 
1952 Mid-Year SUPPLEMENT to DOMESTIC ENGI- 
NEERING CATALOG DIRECTORY, companion 
volume to the Annual Edition, is your solution to this 
problem. Extremely low space rates make it possible for 
you to place your new or revised catalog in the hands of 
your buyers and specifiers six months in advance of the 
Annual Edition . . . at less cost than the expense of 
direct mail postage alone. Use the Mid-Year SUPPLE- 
MENT this year for your revised catalog information. 


New Mid-Year CLASSIFIED SECTION in 1952 Mid- 
Year SUPPLEMENT* 
(*Available to SUPPLEMENT Advertisers ONLY) 

The 1952 Mid-Year SUPPLEMENT is being expanded 
to include a special CLASSIFIED SECTION which will 
list all products of manufacturers whose catalog ma- 
terial appears in the MANUFACTURERS’ CATALOG 
SECTION. This exclusive listing of products will great- 
ly increase your sales potential when placed in the 
hands of the nations leading buyers and specifiers 
together with your latest catalog material. This new 
mid-year PRODUCT CLASSIFIED SECTION will 
make the 1952 Mid-Year SUPPLEMENT an excellent 
source of ready-reference at an exceedingly low cost. Be 
sure to include your latest product information in the 
1952 Mid-Year SUPPLEMENT ... for full particulars, 
consult your advertising agency or write. 


The 1952 Mid-Year SUPPLEMENT service is not 
sold separately but is extended only to those man- 
ufacturers reserving space for*the 1953 Annual 
Edition of DOMESTIC ENGINEERING CATA- 
LOG DIRECTORY. 








Not once, but twice each year—DOMESTIC 
ENGINEERING CATALOG DIRECTORY 
places at your finger tips, an unequalled as- 
sembly of up-to-date manufacturers’ catalogs. 
The semi-annual services of DOMESTIC 
ENGINEERING CATALOG DIRECTORY is 
your assurance that the manufacturers’ cata- 
logs contained between its covers show com- 
plete current data—the last word in accuracy. 
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with America’s largest and most complete warm air heating line, 


from 3,800,000 down to 50,000 Btu output 





| Supplementing Jackson & Church’s extensive plant facilities is a network 
of factory representatives trained to supply you with the answers to 


your heavy-duty heating and industrial ventilation problems. 


Our Engineering Department at Saginaw, backs these representatives 
to assist with your heating plans for industrial, commercial or residential 


{| installations. 


J-C FURNACE DIVISION REPRESENTATIVES 





Herbert F. Robinson J. B. Winston Lloyd H. Weir, Jr. Harold Winningham 
Box 617 — 145 N. Common St. 333 Commonwealth Ave. 614 W. Patterson 1117 Second Ave. 
Lynn, Mass. Aurora, Ill, Flint, Mich. Seattle, Wash. 
Roy E. Berg A. E. Duwe R. F. Goughnour J. D. Higgins, Jr. 
120 Wall St. — Room 1701 3857 N. 42nd St. 2200 University 822 Neil P. Anderson Bldg. 
New York, N. Y. Milwaukee, Wis. St. Paul, Minn. Fort Worth, Texas 
William Troescher Frank E. Young, Jr. C. E. Malone Samuel S. Neide 
5629 Madison Rd. 1802 N. Michigan 4903 Delmar Blvd. 109 Summit Ave. 
Cincinnati, Ohio Saginaw, Mich. St. Louis, Mo. Gaithersburg, Md. 
M. F. Gerhauser Roy C. Fulcher Kenneth Stegemiller 

} 2407 Terminal Tower Bldg. Bellaire, Mich. P.O. Box 1287 

i Cleveland 13, Ohio Denver, Colo. 


JACKSON & CHURCH COMPANY, SAGINAW, MICHIGAN 


work Wweete DONE SINCE "oe? 





















N 
D NEW York 


BURG 


e 
ine, 


Bldg. 





bbruary, 1952 
‘ February, 1952 








For 1507 Service 


Approved by Underwriters’ Laboratories, Inc. 


ATTRACTIVE 
Bright and attractive, Pics are flattering to 
equipment as well as functional. They fit in 
perfectly even with luxury appliances. 


NON-POROUS 
Seepage is no problem with a Pic. Ends are 
made of tough, heavy steel pipe coupling 
stock. 


STRONGER 
Thanks to this heavy steel stock a Pic has the 
Stamina to take violent wrenching and abuse 
on the job. 


RUST PROTECTED 
Rust protection is overall on a Pic. Even the 
threads are 100% zinc plated. 


TIGHTER 
Time, muscle and tempers are saved by Pics 
because it’s easy to obtain a tight joint without 
severe wrenching! Special wedge-type, pre- 
cision machined bronze seat provides real 
tightness — always. 


DOMESTIC ENGINEERING 





OPEN END WRENCH INSTALLATION 
For faster installation, ends of a Pic are uni- 
formly flat sided. You can use open end 
wrenches in tight corners or pipe wrenches. 


PRICES ARE IN LINE 
Pics cost less than galvanized unions — no 
more than black malleable unions., 


Write Today for Samples! 




















- DART UNION COMPANY 

y THURBERS AND EDDY STREETS, PROVIDENCE 5, RHODE ISLAND 

’ Please send me samples of Pic 150# steel unions in the 
” size 

- Name 

4 Title 

# Company. 

B Street 

B City State 

a 
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ONLY STEEL 7 
GC 4 


OFFERS ALL THIS: 


@ LOWEST MATERIAL COST of any tubing suitable 
for radiant heating. GM Steel Tubing is a// steel—_ 
no secondary bonding alloys to encourage electro- 
lytic corrosion. 


@ 120’ TO 1000’ CONTINUOUS COILS eliminate fittings 
and joints in plaster and under grade—reduce labor 
costs and lessen chance of leakage. 


@ COMPLETE SERPENTINE COIL EASILY FORMED in 


heating contractor’s shop. . . or on the building site. 


@ SMALL SIZE TUBING is tough enough to be walked 
on or handled roughly without damaging—yet can 
be readily formed. 


@ CONSTANT INSPECTION AND TESTING assure uni- 
formity and freedom from defects. Every foot of GM 
Steel Tubing is hydrostatically tested at 2000 pounds 


ROCHESTER PRODUCTS 








per square inch. No other radiant heating tubing, 
ferrous or non-ferrous, undergoes such a brutal test. In 
addition, a section of each coil is subjected to ‘“de- 
structive” tests such as flaring, twisting, flattening, etc. 


@ AVAILABLE IN 2” AND 53” outside diameter 
and, on the recommendations of FHA, in a wall 
thickness of .042. 


g! ... SPECIAL RADIANT HEATING 
BROCHURE 


ENTITLED “A New Approach to Radiant Heat- 
ing,” this latest Rochester Products brochure 








tells why more and more progressive 
builders are specifying GM Steel Tubing. 
Send today for your free copy. 


DIVISION OF GENERAL MOTORS 
A? 


Rochester, N. Y.,U. S.A. 
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For Radiant Heating... 
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WHO'LL BE IN THE DRIVER'S SEAT IN '52? None other than Mr. and Mrs. John Q. 


Public, according to opinions voiced at the annual meeting of the Na- 
tional Appliance and Radio Dealers Assn. held in Chicago last month. 


In summing up the prevailing opinion, Raymond J. Hurley, chairman of 
the Thor Corp., said "The American homeowner, and not the appliance 
merchandiser, will be in the driver's seat in 1952, despite predicted 
cutbacks in output of most lines. Aggressive selling at all levels of 
the appliance industry will be needed." 


You can read all about it in the feature beginning on page 131 in 
this issue. 








EEK 


THE PRESERVATION OF THE ILLINOIS PLUMBING LICENSE LAW which has been under at- 








tack for the second time in two years, and the functions of the 
master plumber in the appliance field were among the principal sub- 
jects for discussion at the annual meeting of the Illinois Master 
Plumbers Assn. held in Springfield last month. 


In his annual report, Secretary William R. Brookman stated, in re- 
gard to the attacks being made on the plumbing license law, "We must 
accept the challenge to educate the public--every effort must be 
made to keep the plumbing business in the channel to which it properly 
belongs in the interest of public health and sanitation." 


John J. Calnan of Chicago pointed to the need for merchandising as 
well as servicing and installing of plumbing and heating as well as 
appliances. He urged members to go after the sale as well as the in- 
Stallation of home appliances and kitchen equipment. 


cd 


1951 SECOND BEST HOUSING YEAR: The year past was the second best housing year 





on record. The record was set despite the fact that credit controls 
were in effect throughout the period and the industry came completely 
under the Controlled Materials Plan. 


The score: 1,090,000 starts, 22 percent less than in the 1950 record 
year of 1,396,000. 

According to the U. S. Labor Department's Bureau of Labor Statis- 
tics, 1951's activity was marked by a shift in private building from 
urban to rural nonfarm areas, a steep drop from 1950 in private apart- 
ment building and a sizeable increase in the volume of new units be- 
gun by public housing authorities. 


The outlook for 1952 is given in "Washington Report" on page 39. 


Ok ke 


EXPECTED INCREASE IN SCHOOL POPULATION TO SPUR CONSTRUCTION: Estimated expendi- 


tures of $10 to $12 billion for new public schools and equipment 

in the next six years will be necessary to take care of the expected 
increase in school population. Whether or not this precise sum will be 
raised is a mute question and one being given considerable thought 

by state and national committees. 


It's safe to assume, however, that school construction will remain 
at high levels for some years to come. 
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A HEALTHY BUSINESS CAN BE BUILT only by delivering fair value at a fair price. 
The dealer who cuts prices indiscriminately neither delivers fair 
value to his customers nor gets a fair price for his sale. 


The subject of price selling is explored at considerable length in 
the feature "1952's Biggest Problem. . . How to Meet Competition from 
the Cut-Rate Store" beginning on page 132. You'll find out how other 
domestic engineering dealers are meeting and beating the competition. 


SkEE 


THERE'S AN URGENT NEED to encrease the flow of scrap metal from all possible 
sources. Steel, copper, brass and alumium are desperately needed by 
producers—one ton of steel scrap, for example, means four tons of 
finished steel. 

Scrap recovery is a project for all industry, plumbing and heating 
included, to support. It's lack is quickly reflected in end products 
used in plumbing, heating and appliances. 


Manufacturers are cooperating in channeling all "production" scrap 
through the normal sources. Plumbing and heating contractors can help 
by checking their own business for dormant scrap which does not nor- 
mally flow to mills. Any obsolete machinery, tools, jigs, dies, fix- 
tures, store equipment beyond repair through obsolescence, wear and 
tear should be rounded up and sold to salvage dealers. 


Domestic engineering dealers are urged to put scrap collection on a 
"housekeeping" basis and clean out all dormant scrap metal and keep 
it cleaned out. You may even be able to reduce your taxes through 
inventory write-offs! 


ek E 


CLOTHES DRYER CAMPAIGN: American Gas Assn's. 1952 sales campaign is new and 
fresh—indeed, it's "Fresher Than all Outdoors," according to the 
associations promotion bureau. 


To help dealers sell more automatic clothes dryers, AGA will pro- 
vide one five-foot die cut display, a 22 x 28 inch poster, jumbo 
price tags, a literature holder, towel banners and other promotional 
pieces—a 34-piece display kit. It's available for $5.35 f.o.b. 
Chicago. Promotional material should be ordered from American Gas 
Assn., Promotion Bureau, 420 Lexington Ave., New York 17, New York. 


HES 


A CAMPAIGN AIMED AT DOMESTIC MARKETS for LP-Gas in farm, small town and suburban 
areas will be launched shortly by the LP-Gas industry, according to 
Lee A. Brand, chairman of the National Committee for LP-Gas promotion. 


The promotion will consist largely of ads calling attention to LP- 
Gas as a source for water heating and home cooking in these areas. 


Ce ed 


CORRECTION PLEASE! In our January issue, we incorrectly stated that D.C. C. 
Peters was sales representative in Texas for Scovill Manufacturing 


Company. 
Actually, Mr. Peters is southern district manager for the Waterville 


Plumbing Division of Scovill with headquarters in Jacksonville, Fla. 
J. R. Hill is sales representative in the Texas Territory. 





2% 


ZINC OUTPUT TO INCREASE: An expansion goal of 920,000 tons of zine by 1955 calls 
for new facilities to produce an additional 190,000 tons of the metal. 





Improvement in present facilities will produce an additional 40,000 
tons. Maybe things will be looking up in the galvanized pipe supply 
picture as the DPA reports that facilities for 178,000 tons have 
already been lined up. 
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Constructed of Copper and 


Bronze Throughout 










BEAUTIFUL OUTSIDE 
Plus 


Ul 
THROUGH AND 7 











1, INTEGRAL 
CHINA OVERFLOW 


2. INTEGRAL GROUND-IN 
VALVE SEAT 


> = 





TROUBLE-FREE-INSIDE = 7377/97) Vale 


Style and efficiency are combined in this Sylenta 
Closet Combination by Eljer. 

Beautifully designed to harmonize with all 
types of bathroom fixtures, it is available in white 
or four pastel colors. 

But it offers your customers much more than 
beauty. Most outstanding of its features are its 
integral china overflow and ground-in valve seat 
that are actually part of the tank itself. Made of 
real Vitreous China they eliminate thin metal 


tubes that wear and corrode. . .a definite “plus” 


to you in the form of customer satisfaction. 

In addition, the quietness of Eljer’s exclusive 
“Elvortex” Whirlpool Jet Action is a feature that 
customers like and demand. 

You can make more money by selling the 
Sylenta . .. and you can sell it easily by pointing 
out these exclusive advantages to your customers. 
For complete information on this Eljer Fixture 
... as well as the rest of Eljer’s complete line of 
china, enameled cast iron and brass .. . see your 


Eljer Distributor or write Eljer Co., Ford City, Pa. 


Mt PY GPU, Ma [PO “4 because we specialize in Plumbing Fixtures and Brass 
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For Better Health 

In what is believed to be the first 
deed restriction of its kind in the 
United States, the California Coun- 
try Club Estates, a new subdivision 
of about 425 lots, has written into 
its deed requirement that each 
house built shall use an electric 
food waste disposer. The deed re- 
striction reads as follows: 

“Each dwelling house erected on 
said property shall be equipped 
with an electric garbage disposer 
unit. In the event such unit is not 
available for any dwelling house 
and the association is unable to 
provide a unit within ten days, the 
association shall waive such, pro- 
vision as to such dwelling house.” 

This new deed restriction re- 
quiring food waste disposers is be- 
lieved to set a precedent for new 
subdivisions. The far-sightedness 
of the investors and builders of Los 
Angeles suburb undoubtedly offers 
a new standard of community 
beautification and sanitation. The 


absence of garbage means a health- 
ier community in which to live. 


Display Pays Off! 

A dingy, battered garbage can, a 
veteran of many years in the alley, 
became an effective “prop” recent- 
ly, when a dealer developed the 
eye-catching display shown below. 

The ancient garbage can was 
shown on one side of a sign with 
the headline “Banish Garbage For- 
ever!”, while on the other side was 
a sparkling white food waste dis- 
poser. Below the garbage can was 


An old garbage can 
becomes an effective 
prop for an eye- 
catching display 
when shown in con- 
trast with a modern 
food waste disposer. 
The display, which 
was placed in the 
dealer's showroom 
window, was respon- 
sible for a 500 per- 
cent increase in sales. 
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(HIGHLIGHTS OF THE MONTH IN OUR INDUSTRY 





a sign lettered “1899,” while a sim- 
ilarly sized sign lettered “1951” 
appeared beneath the disposer. To 
make the garbage can even more 
repulsive, the retailer “decorated” 
it with old banana peels. 

The display was placed in the 
showroom window exposed to 
heavy downtown traffic. 

Admittedly a “shocker,” the dis- 
play paid off despite its negative 
aspects. The dealer reported a 500 
percent increase in his disposer 
sales—and maintained a similar 
pace for more than four months! 
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STEP IN RIGHT DIRECTION! 

Chicago—I have read with con- 
siderable interest the series of ar- 
ticles on “How a Salesman Is 
Made” which your magazine has 
been carrying. I think it is a 
wonderful step in the right direc- 
tion. You are undoubtedly aware 
of our interest in such a program, 
because it is a part of a long range 
plan to assist our dealers to be- 
come better merchants. 

Crane Company, as you know, 
has been active in this field for 
many years. So far, the steps we 
have taken have been limited to 
store modernization, operation, 
product display, credits and col- 
lections, etc. We are planning, of 
course, on coming to the step where 


THE EDITOR 


the training of dealer salesman is 
concerned—hence our interest in 
your series of articles. 

J.D. JENTz, manager 

sales training department 
Crane Company 


INFORMATION PLEASE! 

Madera, Calif.—Since we are in- 
terested in saving time and money 
on the job wherever possible, we 
are contemplating the purchase of 
a lightweight hand truck. We'd 
want something constructed partic- 
ularly for transporting water heat- 
ers from storage to truck and truck 
to home, after having been un- 
crated. 

Your cooperation in sending us 
your recommendations, together 
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with the names of manufacturers of 
such equipment, will be greatly 
appreciated. * 
Davi W. WARBURTON 

e Reader Warburton’s inquiry has 
been directed to appropriate manu- 
facturers. An article in a forthcom- 
ing issue of Domestic Engineering 
Magazine entitled “Let Machines Do 
the Job,” will illustrate and describe 
how many dealers are finding that ma- 
chines pay for themselves in a rela- 
tively short time. The question seems 
to be not whether they can afford to 
buy machines, but whether they can 
afford not to buy them!—Ed. 


ATOMIC PLUMBING 

Chicago—We have just read the 
article entitled “Atomic Plumbing 
Is Here!” which appeared in the 
December issue of Domestic ENGI- 
NEERING, 

We were particularly interested 
as we have just finished a job of 

(Please turn to top of next page) 




















(Continued from preceding page) 
as we have just finished a job of 
locating an underground leak and 
certainly could have used some 
“atomic plumbing.” On this job, the 
building was extremely old and had 
a crawl space averaging 24 in. be- 
tween the ground and the first floor 
which made it difficult and costly to 
dig and uncover the underground 
water line. After expending 70 
hours of labor we were successful 
in locating two leaks and made the 
repairs. The owner then informed 
us that we were the sixth plumbing 
contractor he had asked to find the 
leak. 

So, our question is this: Can we 
get information as to the cost of 
conducting such a test as described 
in the article? We'd also like to 
know if this equipment and mate- 
rial is available in the Chicago area. 

At this time we wish to congrat- 
ulate you on this and the many 
other fine articles appearing in 
Domestic ENGINEERING. We feel that 
your magazine is one of the fore- 
most in our industry. 

ALVIN BERMAN 


e@ Radioactive Products, Inc. charges 
a minimum of $100 per ‘job, including 
4 hours work, $20 for each additional 
hour necessary. The average time for 
a job is approximately 6 hours. The 
job described by Reader Berman 
cost, all told, about $840. Thus, the 
atomic method represents a savings 
of 6 to1. To find out who does atomic 
plumbing work in their area, readers 
can write the Atomic Energy Com- 
mission, Oak Ridge, Tenn., attention 
of the Isotopes Division.—Ed. 


BRASS SHORTAGE 

Cambridge, Mass.—It is very in- 
teresting to note that you are again 
assuming leadership for our indus- 
try in presenting facts to NPA in an 
attempt to show them the need for 
making reasonable quantities of 
materia] available for heating and 
plumbing products. 

From the information we have 
received, it appears that our pro- 
duction for the heating season 
starting next Fall will be materially 
reduced. We recall our experience 
during World War 2 and that after 
making drastic reductions the Gov- 
ernment finally realized their error 
and made available to our industry 
additional material. It seems likely 
that they are following the same 
pattern this time. 

We realize the need of copper for 


military use; on the other hand, we 
at home have got to live and it will 
take reasonable allotments to make 
this possible. 
Thanks for all you are doing. 
W. L. Fercuson 
Anderson Products Inc. 


READER IS CORRECT! 

Takoma Park, Md.—Please refer 
to the January 1952 issue of DomeEs- 
tic ENGINEERING, “Heating Problem 

. and How It Was Solved.” The 
description of the job on page 98 
does not explain how the heating 
contractor passes the door opening 
shown in sketch on page 99. 

It is presumed that the flow line 
passed this opening by dropping to 
a trench in the floor. 

P. A, CronEYy 


e@ The reader is correct in his assump- 
tion: the heating contractor dropped 
the flow to a trench in front of the 
door.—Ed. 


LOOK OUT ... HERE WE COME! 

Chicago—It has long been my 
wish that all the friends and cus- 
tomers of Gerber Enterprises could 
visit Florida—and when they come 
I want them to be my guests. My 
home and fishing boat are at their 
disposal. 

I'd like to pass this invitation on 
to your readers and point out that 
the offer is extended to everyone, 
including jobbers, manufacturers 
and plumbing contractors. 

Max GERBER, 
president 
Gerber Enterprises, Inc. 


GUIDE-BOOK TO SUCCESS 

Omaha—Our copy of your new 
book, “2,000 and 1 Prize Winning 
Ideas,” has just arrived and I go on 
record for everyone to know that 
it’s the finest guide-book to becom- 
ing a successful merchandiser ever 
made available to the plumbing and 
heating contractor. 

I firmly believe that any plumb- 
ing contractor, anywhere, could 
take one idea out of that book from 
under one of its many headings and 
improve his merchandising. He 
could take one idea from under 
each category and profit many times 
over what he paid for the book. 

Naturally, I was quite pleased to 
see mention made many times of 
our material. John Byrne’s letter on 
page 147 was one of the pleasantest 
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surprises I’ve ever had. When a 
company of the outstanding caliber 
of the Fay-Byrne Company attri- 
butes much of its success to our 
material, and says so in a book like 
“2000 and 1 Prize Winning Ideas,” 
well, what finer endorsement could 
one ask. 

My best wishes for your con- 
tinued success. 

Joun E. Enis 

Allen & Reynolds 


e Allen & Reynolds Advertising Serv- 
ice Inc. turns out a series of plumbing 
cartoon ads (see sample below) which 
many contractor-dealers in the indus- 
try use in their advertising programs. 





"NO, LADY--I sSVER SAID I ws NO PLUMBER. 
pew eet ee ME iF I ONTED 308 Grebe 
\ va < UNCLOGGI 
Sour BASEMENT FLOOR DRA\ oe 


We Sell! We install! We Serviee! We Guarentee! 
Always Call This PLUMBING CONTRACTOR 


YOUR COMPANY NAME HERE 











DEALER SALES INSTITUTE 

Minneapolis—I thought perhaps 
your readers would be interested in 
a forthcoming series of Sales Insti- 
tutes which we have developed with 
the help of the Minnesota State De- 
partment of Education and from 
suggestions from dealers them- 
selves. 

Our company will hold a series of 
12 Sales Institutes throughout the 
state, beginning in February. These 
schools, which will be open to all 
plumbing and heating dealers, will 
cover salesmanship, advertising, 
merchandising and business man- 
agement. This is the first time that 
we know of that any distributor has 
presented a sales institute of this 
type to its dealers . . . bringing the 
school to the dealer in order to help 
him become a better merchant. 

B. E. GoLpDsTEIN 
advertising manager 
Globe Plbg. Supply Co. 
@ Sounds like a constructive program! 


Our best wishes for the success 0 
Globe’s Sales Institutes.—Ed. 
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RICHMOND BROMLYN 


PLATE No. G-705 


RICHMOND DANA 
PLATE No. G-355 


RICHMOND WINDSOR 
“ PLATE No. G-260 


for today’s modern industrial and institutional buildings... 


3 new RICHMOND plumbing fixtures 


These latest additions to Richmond’s fine plumbing 
line are designed for maximum sanitation, long wear 
and low maintenance... finished in Richmond 
“whiter white” for attractive appearance. Such fea- 
tures make them ideally suited for rest rooms and 
recreation‘areas in today’s schools and hospitals as well 
as in plants and offices. For any installation, Richmond 
can furnish plumbing fixtures to fit your requirements 
in vitreous china and enamel cast 
iron, acid-resisting or regular 
enamel, in any of Richmond’s 
modern, lustrous colors. 





Richmond Bromlyn—vitreous china wall-hung drinking 
fountain with shielded anti-squirt bubbler and 
lever handle. Automatic pressure regulator with 
flow-control. Waste strainer and 114” deep-seal 
trap to wall with cleanout. 


Richmond Dana—vitreous china syphon jet urinal with 
flush rim, 114’’ OD top inlet, 2’’ FIP outlet. Acid 
and stain resistant... wall hung... for thorough 
sanitation. 


Richmond Windsor —wall-hung syphon jet, elongated 
closet in acid and stain-resistant vitreous china 
with 114" top inlet. Available with back inlet-G-263. 


See your wholesaler or Mail Coupon Today: 


Richmond Radiator Company 

19 East 47th Street, New York 17, New York 

Please send me additional information on Richmond 
fine plumbing fixtures. No obligation, of course. 


COMPANY P 
ADDRESS 


We are () plumbing wholesalers 1] plumbing con- 
tractors [) building contractors, 


tt tt een 
eee RN ateaeysmegnamttentnnnnnn eee 


— 


DOMESTIC ENGINEERING 


The “9”— Model V-5109 is a dependable member of Honeywell’s 
complete line of gas water heater,controls and is recommended for 
use with natural or manufactured gas. This thermostatic gas valve 
incorporates a snap-action thermostat, a main gas cock, a pilot 
position valve and a main burner pressure adjustment in one 
sturdy unit. Compactly designed for easy adjustment and service. 
Ruggedly constructed to give years of satisfactory performance. 
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The “19”— Model V-5119 is a fine thermostatic gas valve that can 
be used for natural or manufactured gas. (Not suitable for LP gas). 
It is sturdily built and is carefully adjusted to give long, satisfactory 
service. Its compact design incorporates the following: snap-action 
thermostat; main gas cock; pilot position valve with an integral 
pilot adjusting screw; main burner pressure adjustment; safe light- 
ing thermomagnetic pilot. 


Now- From Honeywell - 


The “5”— Model V-5105 (above, right) is one of Honeywell's finest 
gas water heater controls. It may be used for natural, manufactured 
or LP gas. It ideally combines, in one easy-to-service unit, the main 
gas cock with pilot position valve, pilot adjustment screw, flow 
regulating valve, thermostat and thermomagnetic pilot that features 
100% shut-off and safe lighting. Model V-5115 (left, above) functions 
like V-5105, except it’s compactly designed for use as a concealed 
water heater control. 





The “20”— Model V-5120 (above, right) is Honeywell's newest 
control! Provides complete 100% control for natural, manufactured of 
LP gas, yet it’s priced lower than the “5” or the “15.” It’s ideally 
designed to include the main gas cock, pilot position valve, main 
burner pressure adjustment and a thermomagnetic pilot with 100% 
shut-off, all in one compact unit. Model V-5121 (left, above) func 
tions exactly like Model V-5120 except it is designed to take up 
minimum space for use as a concealed water heater control. 
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@ Easy to service —a model for every gas 
@ Precision-built to give years of trouble-free service 


@ Thoroughly tested under the most rugged conditions 


A Complete Line Of Gas 


Here’s good news for you! 


DOMESTIC ENGINEERING 


Water Heater Controls 


With the availability of this complete Honeywell 
line, you now can have a dependable Honeywell 
control on any water heater using natural, manu- 
factured or LP gas! And for long, trouble-free per- 
formance, you know there’s no better guarantee 
than the name Honeywell / 

You'll find water heaters with Honeywell con- 
trols are easier to sell because prospects know 
Honeywell means the Jest in controls—thus giving 
you an extra feature to talk about! 

You'll benefit after the sale, too, for the simple, 
compact design of Honeywell Controls makes 


MIinnNEaAP OLE S 


oneywell ‘Hl 


Fiat on Couttols 


them easier to adjust! And if precision manufactur- 
ing and exhaustive factory testing can help reduce 
service requests, you're sure to get fewer calls from 
customers with Honeywell-equipped models! 
That’s why it’s smart to insist on Honeywell controls 
on the gas water heaters you sell! 

Mail the coupon below and get all the sales 
facts about Honeywell controls. Then you'll be able 
to take full advantage of the added sales features 
they give you! 
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Minneapolis-Honeywell Regulator Co. 
Appliance Controls Division 

8775 Mettler Street, Dept. DE-2-18 
Los Angeles 3, California 


Please send me detailed information on your complete line of gas 


water heater controls. 


Name 





Address en ee 





_Zone___. State 


City. 
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Shaw & Field take prospects into homes like this to show how Webster “‘Tru-Perimeter” Heating warms the 
floors for comfortable living. Children can safely touch the Baseboard enclosure while the heat is on. 


“Let them talk with users... 


Ed Field, Chester, Pa., contractor, who has sold 
73 Webster Tru-Perimeter Baseboard Heating 
installations, advises: “Save your sales talk. Let 


them talk with users.” He says: 


“At Shaw & Field, we spend lots of time locating 
good prospects, preferably modernization. We 
use all the selling tools furnished by Webster — 
folders and literature for home owner prospects, 
showroom display including 4-color poster and 


sample Baseboard unit, on-the-job signs.” 


Webster Baseboard customers provide excellent 
selling tools, too, by frequently repeated com- 
. “No radiators! . 


ments . . . . Comfortably warm 


throughout the house . . . Plenty of heat when 










Shaw & Field, Plumbing & 
Heating, Chester, Pa., have 
conducted a highly successful 
business for over 12 years. 
Field handles the sales end 
and Shaw supervises the crew 
of 14 men. 








Webster Return Header 
Assembly with combined 
balance and purge valves 
for two perimeter loops as 
installed by Shaw & Field. 


needed. The right heat for mild weather . 


Perfectly clean... 


Field has found that Webster Baseboard Heating 
is profitable to install. Each job is delivered as a 
complete unit. There is no loss of time running 
back to the shop for fittings, special units and 
tools. 


In Webster Baseboard Heating, finned tubing 
carries hot water around the entire perimeter of 
the house. Air enters at the floor line, passes over 
heating element, and emerges through slot at top 
of baseboard. Warms the air and floors of the 


room. 


Let us tell you more about Webster Baseboard 
Heating as it applies to your home heating jobs 
—new construction or modernization. Call the 
authorized Webster Factory Representative or 


write us for his name. 


Address Dept. DE-2 
WARREN WEBSTER & COMPANY 


Camden 5, N. J. : : Representatives in Principal Cities 
In Canada, Darling Brothers, Limited, Montreal 


CD) eCaloh 


PERIMETER FORCED HOT WATER 


BASEBOARD HEATING 
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AS THE EDITOR SEES IT! 
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Let’s Get Down to Brass Facts! 


D.E.’s survey proves that the NPA must allocate additional 
copper to the plumbing brass goods industry now . . . or else! 


brass situation proved that the National Production Authority must either allocate 
additional copper now to the plumbing brass goods industry or expect a creeping pa- 
ralysis over—and eventual stoppage of—the nation’s construction program (see below). 

As revealed in last month’s issue, a committee of manufacturers representing the brass 
goods industry (in a letter to Manly Fleischmann, NPA administrator) warned of the dan- 
ger. The letter emphasized that manufacturers will require, as a minimum, 160 million lbs 
of copper to produce the plumbing brass required to take care of all essential new construc- 
tion and maintenance, repair and replacement needs during the first half of 1952. The 
allocation made by NPA amounts to only 62 million lbs, leaving a deficit of nearly 98 mil- 
lion Ibs. The readers of this publication will recall the (Pease turn to next page) 


D OMESTIC Engineering’s survey last month of 327 contractors and wholesalers on the 


WHEN WILL CONSTRUCTION PROJECTS LIKE THIS ONE BE STOPPED FOR LAC 
OF PLUMBING BRASS? Here's what 327 and wholesalers in our 


have to say .«s 
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Are your inventories of plumbing and heat- 
ing brass presently out of balance, with 
shortages in some instances? 


Replies: 
YES 267 NO 63 


(Asked of wholesalers) Do you believe that 
the inventories of your contractor-customers 
are similarly out of balance with respect to 
plumbing and heating brass? ; 


Replies: 
YES 236 NO 47 


Interpretation of 1 and 2: 


Replies to questions 1 and 2 show that the 
large inventories of plumbing and heating 
brass (which formerly existed at the whole- 
saler and contractor-dealer levels) have been 
largely dissipated. 


How long, after you place your order, do 
you receive plumbing brass goods from the 
manufacturer or wholesaler; brass heating 
specialties? ; 


Here’s How 237 Contractors and Wholesalers View 





Replies: 


The answers to this question have not yet 
been averaged, but the significant fact re- 
garding this point is covered in question 4. 


Is the delay in delivery of these materials 
lengthening noticeably? 


Replies: 
YES 244 NO 80 


Interpretation of 3 and 4: 


The answers to questions 3 and 4 show that 
manufacturer inventories are now depleted. 


On the basis of your present inventories, and 
the allocation facts shown at the top of the 
sheet (see article), can you foresee a time when 
building projects in your locality will be 
stopped by shortages of plumbing and heat- 
ing brass? 


Replies: 
YES 237 NO 69 


At-what approximate date would you esti- 
mate that such building shortages might 
occur in your locality? 


- 








(Continued from center of page 89) 
situation during World War II, 
when many new homes and other 
buildings stood empty for the 
lack of a few lbs of plumbing 
brass. On the basis of informa- 
tion gathered by the survey, a 
similar situation, under existing 
conditions, could occur today. 
This information has been for- 
warded to the NPA to spur im- 
mediate action on the problem. 

It should be emphasized that 
these studies and surveys are 
undertaken from the broadest 


and most objective viewpoint, 
which is to show that our indus- 
try, as a whole, is vital to the 
defense program and to the 
civilian economy. In this connec- 
tion, it is realized that dispro- 
portionate shortages of alloca- 
tions to any one segment of the 
industry will prevent the entire 
industry from making its total 
contribution. 

Even the preliminary figures 
on these pages prove, to our 
mind, that the present inventory 
shortages and curtailed produc- 
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tion of plumbing and heating 
brass products will soon result 
in on-project shortages and the 
breakdown of existing facilities. 
They prove, also, that production 
must be increased immediately 
in order to restore inventories 
and alleviate on-project short- 
ages, and that—if production is 
not accelerated—hardships will 
be created far out of proportion 
to the amount of metal needed. 

The objective of this publica- 
tion is to prevent loss of produc- 
tion and morale as a result of 
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Replies: 


The replies to this question are on page 89. 


Interpretation of 5 and 6: 


The replies to questions 5 and 6, reflecting 
an intimate knowledge of construction in the 
various localities, certainly indicate that 
plumbing and heating brass will prove a 
bottleneck to new construction this year, and 
will delay or prevent completion of important 
projects. 


Do you similarly foresee a time when plumb- 
ing aud heating brass may not be available 
for maintenance, repair and essential replace- 
ment? 


Replies: 
YES 189 NO 11 


At what approximate date would you esti- 
mate that such repair shortages might occur 
in your locality? 


Replies: 


These replies have not yet been completely 
tabulated, but provide a picture approx- 
imately the same as the replies to question 6. 


Interpretation of 7 and 8: 


The replies to questions 7 and 8 indicate that 
the impending shortages in plumbing and 
heating brass will handicap essential mainte- 
nance and repair. 


cold homes and other buildings, 
insufficiently equipped with mod- 
ern sanitation facilities. From 
the data shown on these pages, it 
would appear that the only way 
to achieve this objective would 
be for the National Production 
Authority to grant supplemental 
allocations of copper and brass 
to our industry this quarter, and 
to increase such allocations for 
the next quarter. 

Washington’s response to this 
information will be detailed in 
the forthcoming March issue. 


Brass Situation in Their Own Localities... 





Question No. 9: 


In an effort to aid the defense program, would 
you be willing to assume leadership in an in- 
tensive drive to recover copper and brass 
scrap? 


Replies: 


YES 159 NO 71 


Question No. 10: 


Are the contractors and wholesalers of your 
locality cooperating (through informal barter 
and exchange) in an effort to alleviate short- 
ages in certain items of plumbing and heat- 
ing brass? 


Replies: 


YES 172 NO 86 


Interpretation of 10: 


Barter and exchange, as practiced by both 
wholesalers and contractors, represents an 
effort by our industry to fulfill its obligation 
on defense construction and on essential re- 
pair and maintenance. At the same time, it 
must be realized that such barter and ex- 
change acts to conceal real shortages, and to 
make such shortages even more grevious 
when the pipeline is finally empty. Manu- 
facturer allocation systems, channeling limited 
production to the most essential needs, are a 
similar effort to aid the defense program but 
also act to conceal the shortages which exist. 


What to Do When Shortages Occur. . . 


THE PLUMBING Brancu of the Building Materials Division 
(National Production Authority) needs additional data, 
in the form of specific cases, proving the need for increased 
production of plumbing brass goods, before the copper al- 
location to our industry can be increased. 

If any building projects in your area are stopped, or are 
likely to be stopped soon as a result of the growing brass 
shortage, Domestic ENGINEERING will see that the informa- 
tion is forwarded immediately to proper production author- 
ities in Washington. 

Full details should be sent to The Editor, Domestic ENcI- 
NEERING, 1801 Prairie Avenue, Chicago 16. 
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Radiant coils, convectors, and a forced warm 


air system were combined to solve functional 


problems posed by this modern hospital 


f ws modern structure shown 
above, the Psychosomatic and 
Psychiatric Institute of Chicago, 
did not in itself pose any serious 
heating problem. Instead, it was 
the use for which this building was 
intended that called forth the com- 
bined ingenuity of heating con- 
tractor H. Kreisman of Advance 
Heating and Air Conditioning 
Corp., and the designing engineers 





of Samuel R. Lewis and Associ- 
ates, Chicago. 

Designed by architects Loebl, 
Schlossman and Bennett of Chi- 
cago to serve as both a clinic and 
a research center, it was consid- 
ered essential that various parts 
of the Institute be heated by dif- 
ferent methods. 

In some large areas, such as day 
rooms, lecture halls, and recrea- 
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tion centers, constant temperatures 
and warm floors were highly de- 
sirable. The same requirements 
also held for some of the disturbed 
patients’ rooms. And in_ these 
rooms it was important that there 
be no obstructions along the walls, 
no grates or ducts near the floor, 
no equipment, that is, in which a 
patient could conceal an object, or 
with which he might conceivably 
injure himself. 

For the above reasons it was de- 
cided to install radiant panel heat- 
ing in the floors of these special 
areas. No coils were placed in the 
ceiling because it had been planned 
to install a heavy acoustical 
covering in the near future, and it 


(Please turn to top of page 94) 
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FORCED AIR _is_ supplied 
from diffusers like the one at 
right. These gre located in the 
corridors of the Psychosomatic 
and Psychiatric Institute, on 
each floor. In one wing of the 
structure, used to house dis- 
turbed patients, a year round 
air conditioning system sup- 
plies forced, tempered air. In 
this wing each room has its own 
inlet and outlet wall duct. 


RADIANT panel heating is 
employed in certain areas of the 
Institute, for example, in the 
recreation and the lecture halls. 
The coils in all cases were em- 
bedded in the floors. At right 
is shown the pumps for the 
radiant panel system and two 
high temperature pumps. Steam, 
supplied from a central heatirig 
plant, is converted to hot water 
for heating. 


CONVECTORS are employed 
in most areas in the new struc- 
ture. At right is a typical appli- 
cation in an admission room. A 
few radiators were used, and in 
some areas finned steel pipe 
convectors were installed along 
the baseboard area. Control of 
the heating systems in this 
Structure constituted an inter- 
esting problem, especially in 
areas heated by two adjacent 
zones, 
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Shown at left is 
some of the air con- 
ditioning equipment 
used in heating and 
cooling some of the 
disturbed patients’ 
rooms. This year 
round system is one 
of three individual 
but related systems 
used in the Institute. 


At left is the large 
main lobby supply 
blower for the cor- 
ridor air circulation 
system. With outlets 
placed at strategic 
locations in the cor- 
ridors, the returns in 
washrooms, excellent 
circulation is ob- 
tained in the building. 


In the center of the 
illustration at left 
are the two house 
pumps. To the rear, 
right, is the compres- 
sor for a portion of 
the control system. 
At extreme left is 
one of the system’s 
two storage tanks 
for domestic hot 
water. 


3-Way Heating Job 
(Continued from page 92) 

was thought that this might com- 

plicate the heating problem. 

In still another group of rooms 
designed for disturbed patients, it 
was necessary, because no ventila- 
tion could be obtained from the 
permanently fixed windows, to 
utilize forced warm air for heat- 
ing. This system, also employed 
for certain other portions of the 


structure, converts to cooling for 
warm weather. 


The remainder of the rooms in 
the building are heated by convec- 
tor-radiators, wall hanging and 
finned steel pipe with baseboard 
enclosures. In most cases the wall 
hanging variety was used. 

For air circulation in those por- 
tions of the building not supplied 
by the year round air conditioning 
system, a corridor ventilating sys- 
tem was installed. Tempered air is 
forced from fan-blower units in 
the main machine room to dif- 
fusers at strategic points along 
main corridors. The outlets are lo- 
cated in various positions, usually 
in the washrooms. 

Special outlets, however, were 
necessitated for certain areas in 
the laboratories in which noxious 
fumes had to be quickly exhaust- 
ed. These consisted of hoods over 
the areas in which the fumes were 
liberated. 

For heating bathrooms thin tube 
radiators were used. Unit heat- 
ers were specified for the pent- 
house equipment room, the ground 
recreation room and the incubation 
room. The units in the latter area 
heat electrically. 


The Institute has no heating 
plant of its own. It obtains steam 
from the central heating plant of 
Michael Reese Hospital, of which 
it is a part. The steam is piped un- 
derground in a block and a half 
long tunnel. In the main machine 
room of the Institute this steam is 
converted to hot water which sup- 
plies the radiant panel coils and 
the convector-radiators. Some 
steam is used in the building, how- 
ever, in the laboratories, the in- 
strument rooms and the kitchen. 
For the year round air condi- 
(Please turn to top of page 209) 
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Fig. 1: A schematic drawing of the wet-vented test system 
used in the investigation of the self siphonage of fixture traps. 


Self-Siphonage 
of Fixture Traps 


e Part 3 of a Series e 


HIS ARTICLE continues the discussion of an 

investigation of the self-siphonage of fixture 
traps sponsored by the Housing and Home Finance 
Agency at the suggestion of the Uniform Plumbing 
Code Committee. In previous articles the general 
nature of the problem has been considered, and the 
action of the P trap has been treated. 

For the most part, the investigation for this re- 
search project was made with standard plumbing 
fixtures connected to complete drainage systems, as 
shown in Figs. 1 and 2, above. The building sewers of 
these systems were connected to an 8-in.-diameter 
street sewer, in which the flow could be varied up to 
300 gallons per minute and which could be made to 
flow completely or partially filled at will. In these sys- 
tems the stacks and some of the fixture drains were 
made of transparent methacrylate plastic tubing and 
fittings. (See the discussion of air bubble formation in 
the December issue.) 

However, the transparent parts of the system were 
used primarily to enable the flow phenomena that 
occurred in connection with self-siphonage to be 
observed. The final test results were obtained with 
the conventional metal pipes and fittings. 

Still another system—the one shown in Fig. 3— 
was used to study systematically the effect of the 
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Fig. 3: The arrangement of apparatus used in “no-trail” discharge 
tests in this investigation. (See article for pertinent details.) 
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Fig. 2: This stack-vented test system was used in investigation. 





volume rate of flow through the fixture trap and 
drain as well as lengths, shape, and diameter of drain 
and type of vent fitting on the trap-seal reduction. 
This last system was a more severe test of the ability 
of fixture traps to resist self-siphonage than the 
other two systems, in which actual plumbing fixtures 
were attached to the system and discharged. 

This is due to the fact that some trail discharge 
occurred when actual fixtures were used, and this 
trail discharge tended to replace any water lost from 
the trap as a result of the main part of the discharge. 
When the system shown in Fig. 3 was used, there was 
virtually no trail discharge. 

In the self-siphonage tests the fixture was filled 
and then was allowed to drain either by pulling the 
plug from the outlet orifice or, in the case of the 
water closet, by operating the flush valve. With the 
lavatories, bathtubs, and sinks, trap-seal losses were 
measured by means of a small water manometer 
connected to the trap through the clean-out, and in 
the case of water closets by simply measuring down 
to the water surface from a horizontal reference 
plane. 

In order to simplify the initial study of the phe- 
nomenon of self-siphonage by eliminating some of 
the complications due to trail discharge (explained 

(Please turn to top of page 163) 











Certificate of Meritorious Service 


W. 0. ZIMMERMAN 


PLUMBING HEATING SHEET METAL 
Madison, Wisconsin 






This award is conferred upon 


Tohn Bleiner 


for continuous service with us in the plumbing and heating industry, 
and the effort that you have contributed to the health, comfort and 
convenience of mankind, and the elevation of his standard of living for 


aperiod of /5 years, commencing as of \ mamatt a 5S 1937 






























Above: After 15 years of continuous 
service, Zimmerman employees receive a 
\] certificate of merit honoring them for 
1 their contribution to the firm and to 
the health and comfort of mankind. At 
right: W. O. Zimmerman presents cer- 
| tificates to John Kleiner and John’ Schmidt. 
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Here’s how W. O. Zimmerman’s four-point 
program results in greater productivity by the 
labor force, less turnover of employees and 
more “‘salesmen” for the company’s services 
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N employees are treated 

well they not only do more 
work, but better work, and this 
effect is steadily cumulative, ac- 
cording to domestic engineering 
dealer W. O. Zimmerman, who 
runs a successful plumbing, heat- 
ing and appliance operation in 
Madison, Wis. 

“There’s no substitute for satis- 
fied, loyal employees,” states 
Zimmerman, “they are one of the 
best assets a plumbing and heat- 
ing contractor can have and, in 
a large measure, I attribute the 
steady growth of my business in 
a period of over 18 years to the 
spirit of friendliness and cooper- 
ation existing between myself 
and my employees.” 


It Cuts Employee Turnover 


As a result of this philosophy, 
there is little or no turnover 
problem at Zimmerman’s; new 
hires soon become loyal workers, 
boosting the firm and its services 
to friends and customers at every 
opportunity. A company enjoy- 
ing good employee relations has 
an excellent selling point in hir- 
ing skilled labor, particularly in 
times of labor shortage. More 
important, perhaps, are the tan- 
gible benefits resulting from in- 
creased production and pride of 
workmanship on the part of the 
individual employee. 


How the Program Works 


In addition to his innate sense 
of fair play and genuine concern 
for the welfare of his fellowman, 
the Madison dealer’s four 
pronged program for better em- 
ployee relations indicates a keen 
knowledge of the subject itself. 
Every large corporation in the 
country maintains elaborate de- 
partments for the sole purpose 
of furthering better employee- 
management relations. Common 
sense alone dictates the desirabil- 
ity of similar, though less exten- 
sive, programs for the smaller 
business. 

Briefly, the Zimmerman pro- 

(Please turn to top of next page) 
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These Are Benefits of Zimmerman’s 


) 


Employee Relations Program 





Increased production on the part of the labor force is 
quickly evident when employees feel secure, have peace 
of mind and understand that there is adequate recognition 
for their contribution to the company. In other words, 
each employee is provided with incentive to put forth 
his best effort: as the company prospers, he profits. 


There are few new faces at Zimmerman’s because there 
is little or no turnover. The employee relations program 
establishes a bond between the company and the employee 
by providing a degree of responsibility in the firm’s op- 
eration; he begins to identify himself more closely with 
the firm and has a strong motive to stay on the job. 


A satisfied employee is a loyal employee, one who boosts 
his company to customers and friends at every oppor- 
tunity. Loyalty on the part of employees speaks well for 
the firm whether the man is on or off the job. The com- 
pany is characterized by loyalty of employees and, con- 
versely, employees are associated with the good 
reputation of the firm. 


New employees are attracted to Zimmerman’s by the 
program; satisfaction on the part of present personnel 
is potent factor—word gets around. This point is of 
particular value during times of acute shortage of skilled 
labor. It also results in applicants of a higher calibre than 
would otherwise be possible. 


Last, but not least, is the feeling of well being on the 
part of the sponsor. Zimmerman derives personal satis- 
faction from his congenial relationship with his em- 
ployees. He can, moreover, point to the steady growth 
of his business in terms of profits and contribution to 


each member is reached, or is 
voted upon or changed by a 
majority of the members and 
myself or successor. 

“It is further agreed that the 
fund will pay at the rate of $5.00 
per day for sickness and under 
doctor’s care, or at the rate of 
$10.00 per day when hospitalized, 
not to exceed $300.00 for one 
period of sickness. 

“If a member wishes to leave 
my employment or to discon- 
tinue the Sickness Benefit Fund, 
it is agreed that the Fund will 
refund the money that has been 
paid in by said employee less the 
amount received for sickness 
benefits. 

“All checks are to be signed 
by myself and one of the mem- 
bers chosen by the employees 
for benefits or refunds. 

“New members are to be in my 
employ for three months and to 
be accepted by the members, be- 
fore being eligible, and must pay 
in $10.00 for membership fees, 
plus $2.50 per month.” 

The agreement is signed by 
Zimmerman, the member and a 
witness. Any changes in the rules 
of the fund are voted upon by a 
majority of the employees and 











the welfare of his community. 


Mr. Zimmerman. In this way, the 
employees have a_ governing 





Employee Relations 


(Continued from preceding page) gram consists of 
(1) an employee sickness benefit fund, (2) the’ 
awarding of a certificate and gold watch for con- 
tinuous meritorious service to the firm and “con- 
tribution to the health, comfort and convenience 
of mankind” and, (3) a well-planned program of 
social events in which the employees participate. 

Of the three, the most important point of the 
program is probably the sickness benefit fund 
which is financed and operated by Mr. Zimmer- 
man and his employees. The fund was started in 
April, 1943 when Zimmerman deposited $100 in 
a Madison bank as a starter, and it has been oper- 
ating successfully since that time. 

Each employee for the firm signs a special sick- 
ness fund agreement which reads as follows: “It 
is agreed that each member is to contribute $2.50 
each month and I will contribute $2.50 each month 
for each member until the amount of $300 for 
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hand in the sickness program 
and its administration. Zimmerman states that the 
pay-back features of his private insurance plan 
are not offered by any other insurance company 
that he knows of, and this provision is very popu- 
lar with the men. The man who stays in good 
health, with his maximum benefits remaining at 
$300, need not pay any more into the fund. On 
the other hand, the man who is sick quite often, 
often, depleting his fund, must pay in again until 
it reaches the maximum. 

“The men are well pleased with this sickness 
plan,” states Zimmerman, “because we control it 
ourselves, hold regular meetings to administer it, 
and change the rules only when a majority votes 
to do so. Since the plan has been in operation for 
nine years, we have had enough experience to 
know that it is thoroughly workable and that it 
offers complete sickness coverage for the average 
employee (we have 25 employees) and cheaper 
than he can get anywhere else.” 

Point two of the Zimmerman program is the 

(Please turn to center of page 213) 
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Fig. 1: A twin-tank installation, taking twice the usual space 
from the basement, may place a limitation on the owner’s plans. 


He should be consulted on the placement of the tanks and shown 
various positions of the two before the installation is made. 


Oil Burner Servicing 


e Part 25 of a Series—Domestic Burners e 


other factors to be considered in addition to the 

good operation of the burner. A major concern 
of the installing contractor should be the convenience 
of the purchaser, if good will and future business are 
expected as a result of the installation. Some con- 
tractors discount the possibilities of future sales based 
on leads from present owners, particularly in highly 
competitive areas where prospects have become price- 
conscious. 

Such contractors should take stock of past instal- 
lations, to consider whether, in each case, the buyer 
was left completely satisfied. Was anything left un- 
done, or partly done, which might have sowed the 
seeds of ill will? Was the customer left with piles of 
dirt, or broken plaster, or piping cut out of level or 
plumb, or otherwise ugly? The purchaser of auto- 
matic heat is placed on the threshold of better living, 
with more basement room, a cleaner environment. He 
may want to convert the basement into a game room, 
party room, workshop, hobby shop, play area for his 
children, or any combination of these. Laundry 
equipment may also be installed. 

These factors should be considered when the base- 
ment is surveyed for the installation. A great many 
things can be done by the observant oil heating man 
to promote better use of the new coal-less, ashless, 
space available. Further headaches may be avoided, 
and good will accumulated, by doing comparatively 
simple things when the burner is installed. Often it 
will cost the contractor nothing to bring about a cer- 
tain convenience; in other cases there may be an 
hour’s labor involved, or a few feet of pipe. 


|: making an oil heating installation there are 





Tank placement is an excellent example. A 275- 
gallon fuel oil tank is a big object to take into many 
basements. The mechanic is likely to place it where 
it is most convenient for him, with little regard for 
the future plans of the owner. He may overlook the 
fact that there is an alternate location, involving the 
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Fig. 2: (A) Note the passage space lost by installing the new 
burner at original boiler front. Each time the owner is forced 
to squeeze through this space there is a good chance that he will 
think of the oil-burner installer, but not in a friendly way. 




































































same number of joints to cut, the 
same number of fittings, give or 
take one. Often he thinks in terms 
of the length of a particular run of 
pipe, overlooking the fact that a 
piece of pipe, long or short, requires 
a thread at each end. 

In installing the tank near a 
waste-pipe, an unthinking me- 
chanic is apt to crowd an access- 
plug or trap, making it difficult to 
clean later. Or he may run the 
upper piping in such a way as to 
block easy access to the electric 
meter or fuse box. It is considered 
permissible to run the supply line 
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over with concrete. The installer, 
however, should give some care to 


Fig. 4: (A) Above, left, illustrates the sort of unimaginative installation of a new 
boiler-burner unit that frustrates the customer each time he attempts to use his base- 


the grouting job. A form to contain ment. (B) At right, is an installation that makes more space available to the owner. 


the cement while it is hardening 
can often be made of loose lumber to be found 
around the basement. 

When open floor is to be crossed with pipe or 
tubing, a trench should always be broken and the 
pipe run below floor level. Only a sloppy mechanic 
would tolerate such a run above floor level. Such a 
job will always be a nuisance to the owner. Some of 
his good will is lost every time he trips over it, or 
even looks at it. If the run across open floor is to be 
long, or if the floor is waterproofed, some considera- 
tion should be given to running the supply piping 
overhead, on the basement ceiling. If this is decided 
upon, it must be remembered that there will be future 
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Fig. 2: (B) By turning the base of the boiler (without disturb- 
ing the boiler itself or the connected piping) an installation 
can be made that will gain space for the owner. Consideration 
of this sort often pays off in additional sales and good will. 


trouble if a return line is not also used. This type 
hookup must always be two-pipe. Twice the amount 
of pipe will be required, and twice the number of 
fittings. But in many cases it will be worth the cost— 
labor and materials saved in breaking and repairing 
the floor—should trouble develop later. 

Since the oil tank is so large an addition to the 
basement, some thought should be given to preventing 
its becoming an eyesore. Apparently unaware of 
many of the new paints now on the market, some 

(Please turn to top of page 160) 


Fig. 3: Below is a schematic sketch showing how to raise the 
boiler so that the base can be turned easily to angle desired. 
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OST HEATING contractors 

go out looking for sales, but 
not Chalmer B. Strain, president 
of C. B. Strain and Son, Pough- 
keepsie, N. Y. He spends his 
time looking for heating trouble; 
the thought being, where there’s 
trouble there’s always a sale. 


Mr. Strain has built a success- 
ful promotional campaign around 
this interesting idea. He labels 
all inefficient or faulty heating 
systems “criminals,” and his sales 
efforts thus became a ¢concerted 
drive to wipe out “heating 
crime.” 


Every Man a "Sleuth" 


Every man in the Strain or- 
ganization has become a “sleuth” 
of one sort or another. Their 
especial target is the “pickpocket 
furnace,” that slyly steals money 
out of the homeowner’s pocket 
in excess fuel costs. Tracking 
down this gang of thieves has 
been an extremely successful oc- 
cupation for “Sherlock” Strain 
and his trusty “heating detec- 
tives.” 

An extensive advertising cam- 
paign spreads the news of the 
“crime wave” and the fact that 
Strain and his “sleuths” are hot 
on the trail. The firm employs 
newspaper advertising keyed to 
this theme; their drivers pass out 
comic books which illustrate this 
story to the children . . . and thus 
to the parents. (This is an excel- 
dent stunt, for after all, who 


(Please turn to center of next page) 


This Contractor ls Looking 
for Trouble!... 
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Above, is Mr. Dickinson checking over a furnace in a prospect’s home. These free heat- 
ing surveys, in which the heat loss is figured, the fuel cost calculated, are an im- 
portant part of the Strain sales program. By placing emphasis on the savings effected 
by a new, automatic heating plant, this heating contractor has boosted sales volume. 


Chances are, when he finds it, it’s likely to mean 


sale of another heating system remodeling job for 


C. B. Strain Plumbing and Heating Co. Here’s th 


story of how this promotion sold 33 systems in 6 we 
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How Contractor 


Strain Sold 
33 Automatic 
Heating Systems 


in 6 Weeks... 














(Continued from preceding page) 
reads more comic books per year 
than children? That’s right! The 
parents.) 

Once a member of the Strain 
firm catches a “crook,” the sales 
promotion goes into operation. 
By word of mouth and pictures, 
the salesman shows the home- 
owner how much fuel his “pick- 
pocket furnace” has been wast- 
ing. He tells him how much this 
will cost him for one year of 
operation. And then he asks him 
what he gets for all this money. 

At this point in the sales story 
the homeowner is shown a new 
boiler or furnace heating plant, 
compact, efficient, and attractive. 
Frequently, the prospective cus- 
tomer is taken to the home of a 
previous customer, and there the 
salesman conducts a demonstra- 
tion. This, combined with the 
glowing comments of the cus- 
tomer and his wife, helps to 
clinch the sale. And the episode 
usually ends by the “criminal” 
being punished (torn out and re- 
placed with a new heating plant). 

By keying his promotion to the 
waste of poor heating, contractor 


Strain manages to approach the . 


dollar-conscious prospect at his 

most vunerable level. To the ob- 

jection that a new heating plant 
(Please turn to top of page 197) 









SALESMEN ARE TRAINED in the operation and special features of the 
lines of heating equipment carried by the Strain firm. At this time they also 
discuss sales techniques, with special emphasis on closing the sale. Frequently, 
the salesmen exchange ideas that have worked for them in the past, and new 
ideas are developed. (Standing at right is Chalmer Strain.) 















Is your furnace a fuel- 
squandering felon? No mat- 
ter what fuel you use, he 
may be eating you out of 
house and home. Act now to 
stop this fuel waste. 

YOUR OLD 


Replace sw.ce now 


SAVE FUEL! - SAVE MONEY! 








with a new 
BOILER or FURNACE from 


C. B. STRAIN & SON, Inc. 


34 CANNON STREET TEL. 334 








2 


PROSPECTS ARE ROUNDED UP with this newspaper ad. By empha- 
sizing the excessive fuel cost caused by “pickpocket furnaces” (inefficient heat- 
ing systems), it is possible to easily dramatize the need for a new heating plant. 
Keying the entire promotion to the “detection of heating criminals” adds impact 
and creates interest. A free heating survey is offered. 
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PROSPECTS ARE SOLD 
on the merits of a new heating 
plant by a sales talk and demon- 
stration in the store. Above, Bruce 
Dickinson shows a cut away chart 
to a customer, which, by high- 
lighting the special features of 
the unit, helps to clinch the sale. 
An actual model is shown at right 
beside the chart. The firm also 
makes use of other manufacturers’ 
material such as posters, stream- 
ers, mailing pieces, etc. 


PROSPECTS ARE SOLD 
on the savings possible with mod- 
ern automatic heating with this 
photograph, which dramatizes the 
actual savings in oil expenditures 
made possible when the old 
wasteful heating plant was taken 


out and a new, efficient system 
was installed in its place. This 
and other similar photographs, 
along with facts and figures of 
actual cases, help to tell the 
economy story to the heating 
prospect. 


PROSPECTS ARE SOLD 
on the performance of a new 
heating plant by a demonstration 
in the home of a previous cus- 
tomer. Contractor Strain says that 
it is helpful in closing the sale 
to have the previous customer 
present; frequently he answers 
some of the prospect’s questions. 
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ou’ll FIND IT IN THE 


Too often, that’s where you'll find the ladder, paint can and 


even a workman or two—with the plumbing contractor footing 


the bill for damages. These methods can eliminate such losses 


ATHTUBS are sometimes put 

to strange uses. During pro- 
hibition days, for example, some 
people made gin in the bathtub, 
and glamour girls use them as a 
prop for “milk baths,” while dis- 
playing their various charms for 
publicity purposes. Also, the bath- 
tub has been known to house 
Junior’s pet turtle or alligator. 


METHOD... 


During the last War, people some- 
times slept in them. 

The list of uses could be extend- 
ed, but the plumbing contractor 
doesn’t care what the owner does 
with the tub after it is delivered to 
him. What he is concerned with, 
however, is the condition of the tub 
when the job is finished . . . and this 
is largely dependent upon what it 


METHOD... 


is used for during construction. 
“Once the tub is installed,” says 
Claude Klingaman (Klingaman and 
Sons, Plumbing and Heating, Gary, 
Indiana), “it all too frequently be- 
comes a handy place to keep tools, 
pails, assorted equipment and 
boards during various stages of 
construction. Sometimes it doubles 
as a platform. Lathers and plas- 
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terers seem to prefer it to a lad- 
der. And every once in a while 
hammers fall and gouge enamel.” 

“Strong solutions,” points out Mr. 
Klingaman, “such as those used by 
tile setters for cleaning, lime in wet 
plaster and muriatic acid used in 
soldering discolor or pit enameled 
surfaces.” 

And the story of the bathtub 


METHOD... 


serving as a handy catch-all usu- 
ally has an unhappy ending. For 
when the owners move into their 
new home they will discover the 
damaged tub. Which person or 
contractor is responsible? “No mat- 
ter who makes good the damaged 
tub,” says Mr. Klingaman, “it is an 
unfortunate situation all the way 
around. Even when it is promptly 


METHOD... 
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Complaints 


taken care of, the plumbing con- 
tractor risks losing the owner’s re- 
spect and confidence.” 

Plumbing fixtures obviously 
should be protected from such 
abuse. And within the industry 
several protective coverings are 
available. 

One such product is a powdered 


(Please turn to top of next page) 


























Bathtubs... 


(Continued from preceding page) 


paste which is mixed with water 
and then brushed on the bathtub 
surface. It spreads easily and re- 
mains tacky for a reasonable time, 
allowing the journeyman to cover 
sizeable areas of the tub before 
applying the first layer of news- 
papers. When the tub is completely 
covered, another layor of the paste 
is applied and then another layer of 
newspapers. This process can be 
repeated as often as desired. 
When the application of paste 
and newspapers has dried, it forms 
a hard coating which will protect 
the glass-like surface of the fixture. 
The coating is also easy to take off. 
Using plain water, the journeyman 
simply soaks the newspapers and 
then peels them off. Warm water, 
soap and a sponge will remove all 
traces of the remaining covering. 


Mothball Process Developed 
From Navy Use 


Another coating which can be 
used effectively is one which was 
developed during the war. This is 
a liquid “envelope” that can be 
sprayed on the plumbing fixture. 
The operation can be completed in 
about 5 minutes, using less than 
one gallon of liquid for a standard 
bathtub, and when hardened this 
product will give ample protection. 
This tough, elastic coating is a 
counterpart of the “liquid envelope” 
formulation used by the Navy to 
“mothball” inactive ships and 
planes after the war. When the tub 
is ready for use, the covering is 
easily peeled off. 

Still another method for protect- 
ing the bathtub against damage is 
supplied by a prefabricated fiber- 
board product. This covering is 
water-repellent, fits inside the tub 
and around the exterior and will 
not interfere with any of the other 
trade workers. It is especially val- 
uable in protecting the tub from 
damage caused by objects being 
dropped upon it. 


How Tub Protection Pays Off 


“Tub protection,” says contractor 
Klingaman, “pays off in many ways. 
First of all, this added precaution 
insures the delivery of a tub in 





perfect condition, thus saving re- 
pair or replacement cost. And it 
builds good will, too. There are no 
arguments with the builder or the 
homeowner. 

“Our.journeymen are completely 
sold on tub protection. They real- 
ize that it is to their immediate ad- 
vantage to think of the firm’s repu- 


tation and welfare. Better feeling 
between the contractor and the 
customer always means more work 
... and adequate tub protection is 
one way of insuring such a rela- 
tionship. When a journeyman pro- 
tects a tub on the job, he is also 
helping to protect his own future 
and prosperity.” 





Contractor Associations Elect Officers for 1952 





St. Louis: Newly elected officers and directors of the Contracting Plumbers’ Assn. 
of St. Louis include: Top row, from left to right, |. H. Clucas, secretary; E. J. 
Fischer, director; Thomas F. Glennon, Sr., treasurer; Joseph A. Lynch, director; 
Arthur W. Swenson, director. Bottom row, from left to right, F. G. Hegstrom, 2nd 
vice president; Donald Cunningham, president; and Meyer Schwartz, Ist vice president. 
Installation of these officers and directors was held January 5, at a dinner dance. 





Chicago: The Plumbing Contractors’ Assn. of Chicago recently elected new officers 
and directors at its annual election dinner, held January 8. Officers, shown from left 
to right, include: Clyde F. Neer, 2nd vice president; Peter M. Munn, executive secre- 
tary; Ludwig H. Koepke, president; George H. Mathews, treasurer, and P. J. Brown, 2nd 
vice president. New directors for the group, not shown, include: Phil Kimmey, William 
J. Adams, Hugh O,Donnell, George F. Connelly, Sidney C. Weil and Carl R. Lindblad. 
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Tue installation of a specialized 
tool repair department has elimi- 
nated one of the most expensive 
“profit leaks” at the Fixzit Plumb- 
ing and Heating Company, Miami, 
Florida. 

This large plumbing, heating and 
air conditioning firm has recently 
carried out a sweeping economy 
program to do away with unneces- 
sary waste expense throughout its 
extensive operation. Jack S. Mint- 
zer, vice president and secretary of 
the firm, discovered that one of 
the worst sources of the “profit 
leak” was the wholesale discarding 
of broken or damaged tools. “I 
found literally scores of instances 
in which saving in three figures 
might have been accomplished by 
better initial care of the tool, and a 
careful and timely repairing when 
damage occurred,’ Mr. Mintzer 
said. “All of which indicated that 
we could effect a substantial over- 
all saving by investing in a tool 
repair department.” 


Tool Repair Shop Set Up 


The result of this conclusion was 
the second floor tool repair shop 
which occupies a prominent spot in 
Fixzit’s new $150,000 showroom 
and shop building at 1118 N. E. Sec- 
ond Avenue in the Florida metro- 
polis. Here, a 12 x 15 ft space has 
been screened off from the rest of 
the second floor and equipped with 
benches running. around three 
sides. This area is used exclusively 
for repair, refinishing, inspection 
and other details of tool repair and 
maintenance. The shop is equipped 


We Cut Our Tool Replacement 
Costs $2500 In One Year 


This shop idea from the Fixzit Plumbing 
and Heating Co. of Miami, Florida, will 


be good news for cost-conscious contractors 


with several power machines: 
grinders, for both rough and fine 
precision work; a drill press; a 
metal screw machine; several vises; 
an electrical welding set-up and 
many other tools vital to mainte- 
nance. 


One Shop Man Has Charge 


One shop man in addition to his 
other duties is in charge of the tool 
repair department, and is respon- 
sible for the entire inventory of 
tools and machines used by the or- 
ganization, except, of course, those 
which are the property of the in- 
dividual mechanics. 

All tools utilized by Fixzit’s 150- 
man crew are thoroughly checked 


once a week, during which every 
tool is examined for minor damage, 
any weakness that might develop 
later into a serious failure. 


How Saving Was Made 


According to Mr. Mintzer, one of 
the greatest benefits which has 
been obtained from this weekly 
inspection is “preventive mainte- 
nance.” The head of the tool repair 
department spot checks all of the 
tools which go on every job, as 
well as the regular weekly inven- 
tory, to see that every tool is in 
first-class condition before it leaves 
the shop. He sees that it is properly 
oiled, free from any injury-causing 

(Please turn to top of page 195) 


HOW THE TOOL MAINTENANCE PLAN WORKS: 


@ One shop man, in addition to his other duties, is in charge of the 
tool repair department, and is responsible for the entire inventory 
of tools and machines belonging to the organization. 


@ All tools utilized are thoroughly checked once a week, at which 
time every tool is examined for minor damage or any weakness 
that might develop later into a serious failure. 


@ Each tool is spot checked before going on a job. 


@ All tools receive a weekly oiling, greasing, or whatever adjust- 
ments or service they need to keep them always in a functional 


condition. 


@ Each mechanic is required to report in full on each damaged tool, 
and to make certain that it reaches the repair shop by the end of 


the day. 


@ In each instance where repair is needed, a form is filled out noting 
the nature of the damage and its cause, if known. 


@ Each tool has a number to be used as identification on all records. 


@ Tools unable to be repaired are inspected by the tool repair de- 
partment for salvage possibilities. 


@ “Lost” tools are easily traced by the simple record system. 
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The prominent signs on the store and full length showroom 
windows fronting on a busy Memphis street allow passersby to 
see at a glance the variety of lines offered by Poppenheimer. 
Note the small neon “paint” sign in the window at left. Since 
photo was taken Poppenheimer has moved to a new store. 

















_— Plumbing is emphasized, too. Inside the store, complete bath- 
room displays permit showroom visitors to visualize the same 


a aero installation in their own homes. These bathroom displays and 
me iaae complete kitchens, with appliances hooked-up for actual 
demonstrations, run along one entire wall of the showroom. 


Across the aisle from the bathroom and kitchen displays, the 
showroom visitor receives the full impact of Poppenheimer’s 
diversified products and services. Many of the items shown are 
impulse buys and in addition to adding to the sales volume are 
traffic builders which lead to the sale of plumbing and heating. 
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TRANSITION from a 
straight contracting op- 
eration to a “complete 
dealer” of everything 
allied with plumbing, heating and 
appliances has spelled success 
and security for L. M. Poppen- 
heimer, head of Poppenheimer 
Plumbing and Heating Company 
of Memphis, Tenn. 

“With the growing threat of 
material shortages and uncertain 
delivery dates, we felt we ought 
to spread out a little and diver- 
sify our operation as much as 
possible,” the Memphis dealer 
pointed out. 





What Poppenheimer Sells 

In addition to its regular 
plumbing, heating and air condi- 
tioning work, the list of products 
and services offered by the com- 
pany reads like a mail order cat- 
alog. Appliances, large and small, 
building hardware, general hard- 
ware items, paint, china, glass, 
sporting goods, garden tools, 
power tools, bicycles, toys, radios 
and TV are numbered among the 
items sold. The firm even has a 
boat department! It’s Poppen- 
heimer’s hobby and it’s also good 
business. With expert carpenters 
on the store staff, a complete 
woodworking and boatwrighting 
department keeps things hum- 
ming even when home building 
and contracting work slows 
down. 


Merits of Diversification 
“We're not trying to corner 
any markets,” states this versa- 
tile dealer. “Each of our depart- 
ments owes its existence to the 
fact that we saw a logical tie-in 
for our aim of servicing the 
homeowner on a complete basis. 
Our experience with appliances 
convinced us of the merit of a 
diversified operation. Since our 
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Don't Put All Your Eggs 


In One Basket! 


... advises L. M. Poppenheimer, of Memphis. He stocks everything from boats 
to basketballs with a two-fold purpose: (1) as traffic builders for his plumbing, 
heating and appliance lines and (2) as a hedge against possible future shortages 


contracting business brought us 
into many new homes, we. felt it 
only logical that we should sell 
as well as install water connected 
appliances. From there it was a 
short step to other appliances and 
services. And the customers are 
pleased to have us handle the 
complete job. They seem to like 
it that way and we naturally pro- 
mote that fact in our advertising 
and sales story.” 


How Boilers Sell Bicycles 

Once the company has demon- 
strated to the customer that it 
carries everything for the home 
(except furniture) it’s just as 
easy to sell bicycles, sporting 
goods, radios and hardware items 
by inviting the customer to the 
large, modern showroom. 

With five years experience be- 
hind him in the merchandising 
field, Mr. Poppenheimer has 
worked out definite promotional 
tactics which have paid constant 
dividends. The organization is 
one of the largest users of both 
metropolitan and neighborhood 
newspaper advertising space in 
the Memphis plumbing and heat- 
ing industry. The ads are rotated 


regularly to cover each of the 
departments, but never losing 
sight of the fact that the firm is a 
plumbing and heating specialist. 
In fact, the slogan “Plumbing- 
heating by Poppenheimer” is run 
in large letters across the bottom 
of every display ad, even if the 
space is devoted to radios, screen 
wire or other hardware lines. 
The showroom itself is a mecca 
for potential homeowners, build- 
ing contractors, architects, etc. 








who come in to see the com- 
pany’s complete kitchens, bath- 
rooms and operating displays. 
Once in the store they are cor- 
dially hustled into the executive 
offices at the rear to discuss 
potential contracts. An outside 
sales force keeps busy calling on 
other prospects and since there 
are very few items which the 
average homeowner needs that 
Poppenheimer doesn’t carry, his 
(Please turn to center of page 198) 


A study in contrast! Carpenters who are members of Poppen- 
heimer’s kitchen remodeling crew double as boat builders 
when kitchen remodeling becomes slack. The boat at left is 
typical of the fishing trollers made by the company. At right 
is shown an impressive display of soil pipe. and steel pipe. 
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FOR THE PRACTICAL MAN 





“The Flaming Faucet" Again 


To the Editor: 

The item in your October issue 
entitled “The Case of the Flaming 
Faucet” (Domestic ENGINEERING, 
October, page 132) was read with 
considerable interest. The details 
of the explanation why this occur- 
red is fundamentally true, but we 
feel that this is not the complete 
story. There are at least two an- 
swers to this problem. 

First, it should be realized that 
magnesium anodes are not the uni- 
versal cure-all for all corrosion 
problems and cannot be used pro- 
miscuously under all water condi- 
tions. The amount of action de- 
rived from the magnesium anode is 
influenced considerably by the 
quantity of total dissolved solids in 
the water. Any water containing 
high percentages of dissolved solids 
will make the anode over-active. 
Hard waters of more than 300 parts 
per million dissolved solids are as 
a rule not corrosive, in which case 
a magnesium anode may not be 
required for corrosion protection. 

Secondly, if the above type of 
water is softened by passing it 
through the usual type of zeolite 
softener then the water may be- 
come corrosive because the scale- 
forming, protective calcium and 
magnesium salts have been re- 
moved and replaced with non-scale 
forming, non-protective sodium 
salts. If non-corrosive hard water 
is made soft and corrosive by pass- 
ing it through a zeolite softener, it 
is most desirable to have a mag- 
nesium anode in the hot water 
tank. But in this case it is advis- 
able to use a magnesium anode in 
combination with a 25 to 50 ohm 
resistor to prevent over-action of 
the anode. 

Such a combination results in 
satisfactory corrosion protection 
and eliminates formation of objec- 


Ih 


tionable quantities of gas. Such 
resistor anodes are commercially 
available and are installed in the 
same manner as are standard 
anodes. 

In checking the water analysis 
of Farmington, Illinois (the site of 
the “flaming faucet” episode), we 
find that the Illinois Department of 
Health lists this water as having 
1868 ppm total dissolved solids and 
246 ppm carbonate hardness. This 
is a very hard water and if not 
chemically softened should not re- 
quire a magnesium anode for cor- 
rosion protection. A. F. Craver, 
chief engineer, The Cleveland 
Heater Co., Cleveland. 


Automatic Washing Machine 
Installation in a Basement 


To the Editor: 

What are the requirements of 
modern plumbing codes for the in- 
stallation of an automatic washing 


correct. However, I wonder if you 
have any objections to it. And if 
so, what are your reasons? 

New Jersey L. L. 
To the Reader: 

To the best of our knowledge 
there are no ordinances pertaining 
to the installation of an automatic 
washing machine in the cellar of a 
home, where there is no public 
sewer available. However, when 
such an appliance is to be installed 
where city water and drainage is 
available, it is good plumbing prac- 
tice to have an indirect water sup- 
ply, or if this is impossible, then a 
vacuum breaker should be installed 
on the supply line and there should 
be an indirect connection with the 
sewer or the drain. (See Fig. 1, 
below.) 

Your sketch is correct, save for 
the inclusion of an indirect connec- 
tion with the sewer as explained 
above. 
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Fig. 1: This is a suggested layout for an automatic washing machine in a basement, 
where the city sewer main is not available; note indirect hookup of drain to cesspool. 


machine in the cellar of a home 
where no city sewer is available 
and the drain is desired separate 
from the rest of the plumbing? 

What size and type of trap and 
pipe should be used? Also, what 
about venting and the proper size 
of cesspool? 

I believe that the installation as 
shown in my drawing is technically 
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For the cesspool, two lengths of 
36-in. sewer pipe could be used; 
one, the upper, can have a 4-in. 
opening, with the bottom open and 
filled with gravel or limestone. 

The size of pipe between the cess- 
pool and the trap inside the base- 
ment wall could be 2-in. if ample 
drain or pitch is available; other- 
wise, 4-in. would be ample. 
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Fig. 2: Ilustrated in the sketch above is 
a method for testing the transformer of an 
oil burner. This can be done in the shop. 











A trap should be provided inside, 
with a funnel connection on the in- 
let. A vent is not necessary. 


Shop-Testing an Oil Burner 
Transformer 
To the Editor: 

I would appreciate knowing how 
I can thoroughly test an oil burner 
transformer in my shop. 

New York 
To the Reader: 

Shop-testing an ignition trans- 
former can be done easily, with 
little equipment. An extension cord 
and plug with insulated terminal 
clip is used to supply the 110 volt 
current to the primary coil. A short 
piece of ignition cable is needed to 
test the output of the secondary. 
Since this is to be held in the hand 
it should be new and undamaged 
to avoid shocks. 

Attach the ignition cable to one 
of the high tension terminals, as 
shown in the illustration (Fig. 2, 
above). With the power on, 
move the free end of the cable to- 
ward the opposite terminal. A 
spark should appear between the 
cable and the terminal when the 
gap is somewhere less than 1 in. 
Once established, the spark can 
usually be “pulled out” to 1 in. or 
more. 

The starting spark gap is im- 
portant. It should never be less 


W. R. 


than 5 in. A starting spark of 
¥% in. or less indicates a weak or 
worn-out transformer. It could not 
be depended upon to ignite an oil 
spray on each of the several thou- 
sand starts of the average burner 
each season. 

Also important is to test for 
cracked or damaged insulators. 
Even a small defect in these por- 
celains would cause the spark to 
be short-circuited to ground, which 
is the case of the transformer. At- 
tach the cable to one of the case 
screws, as shown at B (Fig. 2, at 








left), plug in the power, and move 
the free end slowly around each 
insulator, close to it but not touch- 
ing. If a spark should begin to 
jump at any point, test that point 
several times. Defective insulators 
are dangerous. Be sure the insula- 
tors are clean when making any 
tests of the transformer. 
Transformers that have been wet 
are often partly broken down in- 
side. Even though they may re- 
spond well to these tests they may 
turn out to be short-lived when 
installed in a working burner. 





Horsepower Rating of an Old 
Boiler 


To the Editor: 

My sketch (Fig. 3, below) is 
of a boiler for which I would like a 
horsepower rating. I have searched 
through several books, consulted 
two engineering sources, but I have 
been unable to find sufficient infor- 
mation to make an accurate rating. 


This boiler is quite old, and after 
recent tests by the state boiler in- 
spector, the maximum operating 
pressure was determined to be 100 
pounds, and the normal operating 
pressure 60 pounds. 

This unit has been hand-fired, 
and the owners are now consider- 
ing the installation of a stoker. 
There is no pertinent information 


on the boiler itself as to model 


number, etc. 
Iowa CoB 


To the Reader: 

From the information submitted, 
we have calculated the square feet 
of heating surface of the boiler and 
converted it to sq ft of steam out- 
put. We have also checked with 
two reliable boiler manufacturers 
and obtained their ratings on boil- 
ers of a similar size and type. 

All three answers are within 
about five percent of 20,500 sq 
ft of steam as a gross output. We 
believe that this will be close 
enough for sizing a stoker or burner 
for your job. However, at best such 
calculations for an old boiler are 
subject to considerable error. 

(Please turn to top of page 124) 
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Fig. 3: Shown at 
right is a sketch of 
an old boiler for 
which the owner has 
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horsepower rating. 
We have calculated 
the sq ft of heating 
surface and convert- 
ed it to sq ft of 
steam, and our rat- 
ing is 20,500 sq ft of 
steam gross output. 
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Customer Control at Meliwigs is based 
on an intimate knowledge of customers’ every 





plumbing, heating and appliance need. The 
| key to control is the job record sheet shown 
} above. Complete details of each job are 
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Try This 
Approach to 


off in a score of ways, but prin- 
cipally in these three things: keep- 
ing a constant flow of new business 


coming in; establishing a sure-fire 
system for follow-up; and knowing 
that you know your customers’ 


| Ed Mellwig of Philadelphia finds that it pays snails, and cites satenitins ts 


° ° ° not difficult to achieve. It is, in fact, 
off 3 ways: (1) by keeping new business coming oy, cacior to sider adieirdiilialins 


in 2) by establishing a sure-fire follow-u and execution under efficient con- 
- ( ) y J fi f P trol than it is to operate on a hit- 


plan, (3) by showing the customers every need or-miss basis. 
The way Edward Mellwig, Jr., 
Philadelphia contractor, does it is 
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an excellent case in point. He has 
reduced sales organization to these 
three functions: (1) contacting 
new customers by plan; (2) keep- 
ing a record of work done for cus- 
tomers, and (3) following through 
to sell additional service or mer- 
chandise wherever possible. 

Step No. 1 is the job of Mr. Mell- 
wig, his sales manager, and a force 
of three salesmen. The latter have 
no set territories of their own. Ter- 
ritories for intensive cultivation in 
a specific period of time by all 
salesmen are selected by Mr. Mell- 
wig and the sales manager. Areas 
or territories are determined in ad- 
vance and property owners in them 
are conditioned for salesmen by a 
two week period of promotion 
when newspaper ads, direct mail 
and handbills are used. 

“In this way,” Mr. Mellwig ex- 
plains, “our salesmen are not hit- 
ting prospects cold. Prospects have 
had a chance to think about their 
plumbing, heating and appliance 
needs.” 


First Call Is Door Opener 
Housewives have had a chance to 
talk to their husbands about a 
needed repair job, a new water 
heater, a laundry installation, 
kitchen equipment, or any other 


service or merchandise. Mellwig 


salesmen do not try to sell a job on 
the first call. A “door-opener” 
question is devised for salesmen 
who are prepared to discuss the en- 
tire Mellwig service and merchan- 
dise line. It is their job to “test” 
customer interest, to secure and 
qualify leads and direct the sales 
manager of Mr. Mellwig so that 
when they call they can get to the 
“close” as quickly as possible. 

Two benefits result from this type 
of canvassing: Salesmen are able to 
make more calls since they do not 
have to remain to close a sale, and 
Mr. Mellwig or the sales manager 
do not have to spend time.in secur- 
ing and qualifying leads. Of course, 
every salesman is prepared to close 
a sale if the opportunity is right but 
his main job is to determine or 
arouse prospect interest in some 
phase of Mellwig service or equip- 
ment. 

Salesmen are on a salary basis 
and work a full eight-hour day 
during a campaign. They turn in 
numerous leads which are more 











easily converted into sales by a sec- 
ond representative of the firm than 
if one man attempted to go all the 
way through. Mr. Mellwig has con- 
vinced himself that it is far better to 
pay salesmen a salary to develop 
leads than a commission on actual 
sales. For those prospects who do 
not have an immediate need, the 
salesman leaves a post card that 
lists all the merchandise handled 
and services performed by the 
Mellwig organization with the sug- 
gestion that the prospect mail the 





card when a need arises. 
“We have found these cards to be 
a source of continual business,” 
says Mr. Mellwig. “Our men have 
been trained to work toward arous- 
ing interest by starting with ques- 
tions that are most likely to get an 
affirmative answer. For example, 
the questions: ‘Does your water 
heater provide enough hot water?’ 
or ‘Is the water in your house oper- 
ating at full force?’ are much closer 
to the everyday problems that beset 
(Please turn to center of page 198) 





“For Satisfaction Plus—See Us!’’ —That's what the Mellwig slogan tells cus- 
tomers and that’s exactly what they get under the customer control plan. Persons making 
a routine phone call about a plumbing or heating problem are pleasantly surprised when 
Mellwig, who has quickly pulled the customers card from the permanent file, is able to 
recall all the details and dates of previous installations. Frequenty, in discussing the cur- 
rent probem, Mellwig is able to interest the customer in new equipment. In the photo 
below, a customer who called in about trouble with an old water heater has been in- 
vited to the showroom where Mellwig can point out the features of an up-to-date model. 


























New 
Products 








Manufacturers 
dealers 





Plumbing Fixture Protective Coating 
A peeling protective 


plastic film called “Li- 

quid Envelope” can be 

sprayed over porcelain 

plumbing fixtures to 

protect them during 

- building construction 

, or alterations. When 

construction is com- 

ial “m™@ pleted the coating is 

simply sialed off heaved the fixtures with a clean sur- 

face. The coating may also be used to protect finished 
surfaces during assembly, delivery and installation. 

Manufacturer: Better Finishes and Coatings, Inc., 

268 Doremus Avenue, Newark 5, N.J. 


Heat Exchanger Control 
The problem of where to put the 
thermostatic bulb on a storage type 
heater, or to control any heat ex- 
changing operation, hot or cold, has 
been considered in the design of this 
heat-exchanger control. In this con- 
trol, the bulb is located inside a tube 
which draws samples from the top and 
bottom of the tank in proportion to 
the rate of flow, and then mixes them 
inside the compensator tube. It governs and acts 
instantly when any water is taken off and shuts off 
before there can be any over-ride when over- 
sized. The control may be used as a combination 
booster and temperature control in series with 
storage tanks or shell and tube exchangers in large 
installations. Units are made for capacities from 5 
gpm to 300 gpm with temperature rises of from 5 
to 150 F. 
Manufacturer: Aerco Corporation, 214 Lafayette 
Place, Englewood, N. J. 


Flat Top Counter Lavatory 


space, anti- 
splash rim and 
concealed over- 
flow drain are 
features of this 
smartly de- 
signed Carlton lavatory for flat top counter installa- 
tions. Sold complete with fittings and hanger, these 
units are available in white and four colors—azure 
blue, desert tan, verdant green and sunlit ivory. 
Manufacturer: Universal-Rundle Corp., New 
Castle, Pa. 


Wide counter | 
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Barometric Draft Control 
A new barometric draft 


control has been announced 

by Buckeye Furnace Pipe 

Company. The control has 

a square vane mounted on 

an angle for effective area 

and to decrease the rota- 

on tive arc. Another feature 

of the control is an adapter for both horizontal and 

vertical flue pipe installations. The adapter snaps 

into the flue pipe system as a complete section and 

is produced in sizes to fit all common round flue pipe 

sizes. Into this adapter the control housing quickly 

snaps. A slide-type balancing weight is calibrated 

to permit rapid setting for the correct water column 

inches. Installation is completed by sliding the bal- 

ance weight to the proper setting and establishing it 

with a firm set screw. 

Manufacturer: Buckeye Furnace Pipe Company, 

897 Ingleside Ave., Columbus, Ohio. 


Replaceable Cleanout Plug 
The G and H Manufacturing 


Company has developed a clean- 
out plug to replace stripped 
wornout, or lost plugs. The plug 
will fit any 1% or 1% in. cast or 
tubular trap. It is easily installed 
in sink and basin traps and will 
not interfere with drainage flow, 
the maker contends. 

The unit is lustre plated. 

Manufacturer: G and H Manufacturing Company, 

3047-49 Amber St., Philadelphia 34. 


Single Handle Control Faucet 
This deck type faucet features a 


° single handle control that, by 
finger tip operation, gives hot, cold 


or “in-between” water tempera- 
ture at any desired rate of flow. 
Volume can be changed without 
changing temperature. Faucet is on when handle 
is up, off when handle is down; hot water is supplied 
by turning the handle to the left and cold water 
is supplied by turning the handle to the right. The 
correct temperature can be “dialed” before the faucet 
is turned on. Offered in a wide range of models, the 
unit shown here has a spray attachment. Tub and 
shower valves operating on the same principle are 
also available. 
Manufacturer: Moen Valve Co., Div. of Ravenna 
Metal Products Corp., 6518 Ravenna Ave., Seattle 5. 
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announce... new products to build business for 


better tools to increase efficiency for contractors 





Water Heater and Booster 
A new type water heater and 


booster has been announced by Re- 
public Heater Corporation. The unit 
is designed to be used as a circulating 
heater in conjunction with a hot water 
storage tank for large residence, 
multiple dwelling units, or commercial 
and industrial installations requiring 
large quantities of hot water. The 
heater-booster can be converted to a 
40 gallon recovery storage type heater 
for domestic use by operating only one 
of the two controls. Two thermostats 
and four flues allow fast reheating and 
recovery of 112 gph with two controls 
and 56 gph with one control. 

Manufacturer: Republic Heater Corp., 2231 Ran- 
dolph St., Huntington Park, Calif. 





Suspended Furnace 
! The addition of 


a 75,000 Btu mod- 
el to a line of 
suspended fur- 
naces has been 
announced by 
Quiet Automatic 
Burner Corporation. This new size, smallest of the 
line, is the fifth of the series. The latest model is 
designed for small homes, service stations, or wher- 
ever space is at a premium. It may be installed in 
attics, basements or crawl spaces where the suspend- 
ed furnace would fulfill the needs imposed by special 
problems in the placement of heating systems, due to 
peculiar home construction or desires of individuals 
installing the heating plant. 

Manufacturer: Quiet Automatic Burner Corpo- 
ration, 33 Bloomfield Ave., Newark, N. J. 








Shallow Well Jet System 
, Uniflow Manufacturing 


Company announces a 
new jet pump series, the 
Fresh-Flow jet. The unit 
consists of a jet pump, 
either shallow or deep 
well type assembled with 
a small stabilizing tank to 
permit automatic opera- 
tion. A feature of these 
units is the very small 
space required for instal- 





lation. Fresh water is supplied directly from the well 
at the turn of a faucet. The deep well units are equip- 
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ped with either double or single pipe jets. Shallow 
well unit, pictured here, operates to a depth of 25 ft. 
Manufacturer: Uniflow Manufacturing Co., Erie, Pa. 


2-in-1 Tube Bender 


A new combination 
tube bender that bends 
both 4% and %& in O.D. 
copper, aluminum, 
brass and other soft, 
thin-wall metal tubing 
is being offered by The 
Imperial Brass Mfg. 
Co. The bender has a 
dual size shoe and mandrel which permits bending 
two different sizes of tubing without changing any 
parts. Since the bender is of two piece construction 
and comes apart quickly and slips over the tube at 
the point where the bend is needed, it can be used to 
bend tubing where one end is connected as easily as 
it can be used to bend tubing that has both ends free. 
Bends can be made to any angle up to 180 deg and 
bender is calibrated to show degree position. Over- 
all length is 21 in. Weight is 3 lbs. 

Manufacturer: The Imperial Brass Mfg. Co., 1200 
W. Harrison St., Chicago 7. 








Air Valve for Steam Heating 
" A silent air valve for steam heat- 

ing systems has been recently 
introduced by Taco Heaters, Inc. 
The valve uses steam pressure to 
force out air between special com- 
position discs. As steam enters the 
valve, the moisture in the steam 
starts to swell the discs. The discs 
are sized and of such material that 
they will not completely seal until 
all air has been forced out and ‘the valve is full of 
steam. After the thermostat is satisfied and steam 
subsides, the system may go into a vacuum for a few 
minutes after which the discs dry and shrink until 
the next cycle. 

Manufacturer: Taco Heaters, Inc., 137 South St., 
Providence 3, R.I. 





Heating and Cooling Unit 

‘ A new line of 
units for heating 
and cooling any 
combination of 
liquids and 
vapors is an- 
nounced by Rempe Company. These units are a shell 

(Please turn to top of next page) 
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and coil assembly and have a basic rating of from 98 
Btu to 1760 Btu/hr. They can be used (1) as water 
cooled refrigerant condensers; (2) for combination 
water-cooled condenser-receiver; (3) as refrigerant 
to refrigerant heat exchangers on low temperature 
cascade and two stage systems; (4) as a water chiller, 
using refrigerant as cooling medium; (5) for cooling 
lubricating oils using refrigerant; (6) for heating oils, 
chemicals, water and other liquids with steam. These 
units incorporate a sub-cooling feature which pro- 
motes high heat transfer efficiency. Units are tested at 
350 lbs pressure. 

Manufacturer: Rempe Co., 340 N. Sacramento Blvd., 
Chicago 12. 


Floor Diffuser 
A floor diffuser for 
spreading warm air in a 
wide but flat diffusion pat- 
tern has been designed for 
perimeter heating by the 
Lima Register Company. 
Particularly suitable for 
spraying warm air up over 
windows or “spotting” a spray of warm air in a 
definite location, this unit is reported to retain a 
constant diffusion pattern regardless of warm air 
volume. An adjustable set-screw stops the damper 
in a balanced position and is operated by a “finger- 
flick” control set flush with the diffuser face. The 
diffuser is engineered to handle up to 140 cfm in 
residences and as much as 250 cfm in commercial 
air conditioning. Vanes are set to diffuse air at total 
enclosed angle of 90 deg and are adjustable to de- 
flect air vertically or to angles up to 60 deg on either 
side. Although angle combinations permit a variety 
of diffusion patterns, the air spray goes straight out 
from the diffuser face, maker states. 
Manufacturer: The Lima Register Company, 651 
N. Baxter St., Lima, Ohio. 


Draft Control 

Development of a new 

draft control designed to pro- 

vide accurate draft regulation 

and immediate down draft 

protection for gas burners of 

400,000 Btu/hr input and over 

has been announced by the 

Field Control Division of the 

H. D. Conkey Company. Des- 

ignated the Field Type M-G Double Acting Baro- 

metric Draft Control, the unit utilizes a gate which 

swings inward to provide accurate regulation of up- 

drafts, and yet swings freely outward to provide 

immediate protection from down drafts. Proper regu- 

lation of draft with gas-fired boilers enables them to 

be adjusted for greater operating efficiencies, and 

generally results in reduced operating costs and 

the elimination of many operating difficulties, it is 

reported. 

Manufacturer: Field Control Division, H. D. Con- 

key Company, Mendota, III. 
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Automatic Hard Coal Burner 
A new commer- 
cial and light in- 
dustrial automatic 
hard coal burner 
with capacities of 
either 200 or 300 
lbs of coal per hour 
has been devel- 
oped by the Her- 
shey Machine & Foundry Company. The burner, 
designated as the Motorstoker Crossfeed, has all 
moving parts located outside of the boiler away 
from the high temperature zone. Feedrate adjust- 
ments are made from the outside of the unit with- 
out disturbing the fire. A positive over-load release 
protects the unit from damage. The stoker can be 
mounted on either side of the boiler, in single or 
double installations, and equipped for either bin or 
hopper feeding. 
Manufacturer: Motorstoker Div., Hershey Machine 
& Foundry Co., Manheim, Pa. 


Liquid Stainless Steel 

Forming a corrosion resistant coating for metal, this 
liquid “stainless steel” is composed of microscopically 
fine flakes which overlap and interlock as the coating 
dries. To hold the leaf-like flakes of stainless steel to- 
gether and bind them to the object they coat, a mix- 
ture of selected plastics is used. Though these 
plastics make the liquid stainless steel flexible enough 
to stand bending back on itself, they actually add to 
the corrosion resistance of the coating, fabricator 
states. This metallic liquid coating is reported to have 
the combined properties of chemical, moisture and 
abrasion resistance; toughness, adhesion and flexi- 
bility. Research is now underway to learn whether 
the liquid stainless steel may be used in place of 
zine coating for steel pipes. The coating is applied 
by brush, dip or spray with ordinary painting tech- 
niques. 

Manufacturer: Slip-On Inc., 401 Broadway, New 
York City 13. 


Screwholding Screwdriver 


A new model screw- 
holding screwdriver, the 
Hunter M8, was recently 
developed by Hunter Tool 
Co. to drive small screws 
in tight, hard-to-get-at 


——___ 
places. Fastening the screw 


to the blade tip requires 


a slight push against the screw slot. This action ro- 
tates a hardened steel locking pin in the center of the 
blade which locks the blade tip in the screw slot. The 
steel locking pin extends through the full length of 
the blade and assures a positive grip so that the blade 
will not slip out of the slot and mar surfaces sur- 
rounding the screw. The overall length of the M8 is 
8 in. The 5 in. blade is made of steel and attached to 
a 3 by %g in. plastic handle. The tool may be used 
for installing kitchen cabinets and other appliance 
paneling. 

Distributor: R. N. Hunter Sales, 3499 E. 14th St., 
Los Angeles 23. 

(New products continued on page 118) 
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Lavatory Unit 


The Active Tool and 

Manufacturing Company 

has announced the ad- 

dition of the Vanitory 

Bow! to its line of kitchen 

and bathroom sinks. The 

compactness of the new 

unit makes it suitable for 

installation in the small- 

est bath and powder 

rooms. Its dimensions are 15%4 by 19% in. The lava- 

tory has a front of bowl overflow that is hidden from 

view, built-in soap dishes, anti-splash rails and is of 

the ledge-type construction. It is offered in colors of 

Spanish buff, sea coral, horizon blue, spray green, 

tusk ivory, and white. 

Manufacturer: The Active Tool and Manufacturing 

Company, 888 Clairpointe, Detroit 14. 


Fuel Requirement Anticipator 
A planned fuel oil delivery 
system consisting of a heat 
measuring and a heat record- 
ing unit and an index card file 
has been announced by Bres- 
sler Engineering Service. The 
system provides the dealer 
with a method of ascertaining fuel needs of his cus- 
tomers and routing them accordingly. 

The heat measuring unit is installed either on the 
roof or side of a home where it measures the amount 
of heat needed in proportion to the outside weather. 
The recorder, installed in the home, registers the 
anticipated consumption of fuel. The dealer keeps an 
index card for each customer with a running account 
of meter readings. 

Manufacturer: 
Oregon, III. 


Bressler Engineering Service, 


Portable Vertical Dehumidifier 
The Mitchell Manufacturin 
Company announces a 1952 mode 
dehumidifier, which may be 
placed at any point in the home or 
plant where moisture threatens 
to become a problem. Heavy ball- 
bearing casters on the legs gives 
the unit a portable feature. An 
integral 8 qt galvanized moisture 
recepticle obviates the necessity 
of attachment to a permanent 
drain. The unit can be attached 
to a drain hose by means of a % 
in. fitting in the bottom of the 
dehumidifier. This new model, 
capable of wringing from 17 to 25 lbs of water from 
10,000 cu ft of air in 24 hours, is one ft sq and 37% in. 
tall. The unit has a % hp refrigeration compressor 
operating on any 60 cycle 115 volt AC circuit. Cabinet 
is of 19 gage furniture steel finished in Desert Sand 
baked enamel. 
Manufacturer: Mitchell Mfg. Co., Chicago. 





Counter-Flow Furnace 
A large capacity counterflow 
furnace has been introduced to 
improve radiant warm air peri- 
meter heating systems in base- 
mentless homes up to 2000 sq ft. 
In a perimeter heating system 
ducts placed under the floor at 
the perimeter edge, warm the 
floor by radiant heat from be- 
neath. Warm air. is discharged 
through registers placed under 
windows, where cold air infil- 
trates. This combination of ra- 
diant and convected heat affords 
warm, dry floors, reduces drafts and “cold spots” 
and provides constant floor to ceiling temperatures, 
the manufacturer says. 
Manufacturer: Conco Engineering Works, Mendota, 
Ml. 


Transformer Type Soldering Gun 
A variety of soldering jobs can 
be handled in the shop and on 
location by this new soldering 
gun. This “quick-shot” trans- 
former type soldering device 
heats in 3 to 5 seconds when the 
trigger is pressed. The unit cools 
- when the trigger is released. A 
. , built-in spotlight illuminates 
work and a long tip reaches spots otherwise inacces- 
sible. The soldering gun operates at 250 watts on 
110-120 volt current. Soldering tips may be easily re- 
placed. 
Manufacturer: Wen Products Co., 5806 Northwest 
Highway, Chicago 31. 


Oil- Fined Water Heater 
A new oil-fired heavy duty 
automatic water heater specified 
as Model 130E has been an- 
nounced by Bock Corporation. 
The water heater has a 90 gal. 
storage capacity and provides 550 
gph at 80F rise. With a height of 
65 in., the unit has an O.D. of 34 
in. and a shipping weight of 1800 
Ibs. for ease in installation handl- 
ing and storage or for maneuver- 
ability when used in showroom 
displays. 
anon Manufacturer: Bock Corpora- 
tion, 110 S. Dickinson St., Madison 3, Wis. 


Protective Coating 

Coal tar pitch has been compounded by a recently 
developed process into a fast drying protective coat- 
ing which forms a permanent suspension that can be 
brushed or sprayed. Available under the trade name 
Tarlac, this new coating is said to retain all the ex- 
cellent protective and adhesive qualities of coal tar 
pitch, to be impervious to oils, greases, other petro- 
leum derivatives, acids, alkalis, water and condensa- 
tion. It will not crack at low temperature or run at 

(Please turn to top of page 120) 
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HOT WATER, particularly, is rough on rustable materials. That's why it’s 
always good insurance to use Revere Copper Water Tube. it can't rust, water inside and that of the soil on the outside. In addition, it can be bent 
requires fewer fittings, is readily bent, easy to work in cramped quarters. around obstructions ond made to follow the contours of the ground. 
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SING Revere Copper in the vital spots has always 

made common sense. Now, with copper restricted 
for some uses and limited for others, it becomes even 
more important to use “Copper Where It Counts!” 

Two of these places are: for domestic hot and cold 
water lines and underground service lines. Revere Copper 
Water Tube can still-be used for these purposes. So, 
whether you are a contractor, engineer or builder it will 


with the name Revere. Look for this mark. It assures you 
of uniform quality. : 

To maintain your reputation for top quality jobs, while 
metals remain short, use Revere Copper Water Tube 
wherever you can. The Revere Technical Advisory Service 
will be glad to help you in every way possible. Avail your- 
self of this service through your Revere Distributor. Call 
him today. 


scently pay you to specify and use what copper you can get where 

> coat- it will do you and your customers the most good. That 

can be means in the spots where rustable materials can’t stand 

se | Ee REVERE 

he ex- Revere Copper Tube is non-rusting, has high corrosion 

al tar fesistance, is easily worked, installation costs are no COPPER AND BRASS INCORPORATED 
petro- more than for short-lived materials. It is joined with Founded by Paul Revere in 1801 

Jensa- 230 Park Avenue, New York 17, N. Y. 


run at 


solder or compression fittings. Copper tube is ideal for 
replacement as it is readily bent, requires fewer fittings. 
Itis available in hard and soft tempers, in straight lengths; 
also in 60’ coils in soft temper. Each length is marked 


Mills: Baltimore, Md.; Chicago and Clinton, I/1.; Detroit, Mich.; 
Los — and Riverside, Calif.; New Bedford, Mass.; Rome, N. Y.— 
, ales Offices in Principal Cities, Distributors Everywhere 
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high temperature and can be used at temperatures 
from 56 to 200F. The coating, recommended as a 
protective coating for concrete floors and metals ex- 
posed to corrosive elements, dries toa tough, enduring, 
flat black film and is completely insoluble in water, 
oil or gasoline. 

Manufacturer: Flash-Stone Company, Inc. 30 E. 


_Rittenhouse St., Philadelphia. 


Gas Water Heater Control 

A completely designed, easily 
serviced gas water heater con- 
trol, specified as V-5105, is fea- 
tured in a new line of automatic 
controls for all types of gas 
water heaters. The control can 
be used with natural, manufac- 
tured or LP gas. Component 
parts of this control are a main 
gas cock with pilot position 
valve, a thermostat and a ther- 
momagnetic pilot that can be completely shut off in all 
positions. 

Manufacturer: Appliance Controls Div., Minne- 
apolis-Honeywell Regulator Co., Minneapolis. 





Car Washing Swivel 
~ An overhead car washing swivel 
for contractors installing systems in 
service stations and garages has 
been announced by The Zierden 
Company. This new swivel is also 
available for use with air, steam and 
chemicals. It is strong semi-steel 
construction, with precision-machined extra-heavy 
spindle fitted with free-acting stainless steel ball 
bearings. No take-up or adjustment of packing gland 
is required, the maker points out. 

Manufacturer: The Zierden Company, 3815 S. Kin- 
nickinnic Ave., Milwaukee 7. 





Convertible Oil-Gas Conditioner , 
—— This vertical oil-fired condi- 
tioner with an 80,000 Btu/hr out- 
put rating is one of a series 
designed to give home owners 
the option of changing from oil 
to gas. The unit is available in 
up-flow and down-flow models 
in addition to two horizontal 
type models with 70,000 and 
100,000 Btu/hr output ratings. A 
special gas burner kit for easy 
conversion will be made avail- 
able for customers wishing to 
switch fuel at a later date. Fea- 
tures of the unit include: 1) 
flange mounted gun type burner; 2) an adjustable 
motor blower assembly for continuous air circulation; 
3) pre-fired refractory combustion chamber liner. 
Casings are finished in blue and neutral gray crinkle. 
Manufacturer: Surface Combustion Corporation, 
Toledo, Ohio. 











High se aid Power Ventilator 

A new free exhaust fan 
ventilator for rapid local- 
ized removal of air con- 
taminated with smoke, 
fumes, dust and heat is 
being added to the line of 
The Burt Manufacturing 
Co. The unit is powered by 
an axial flow fan directly 
connected to the motor. An 
air shaft extends above the 
fan and terminates in a 
pair of dampers that open and close automatically 
as the fan is turned on and off. This free open- 
ing allows an unrestricted volume of air to be 
dirven vertically upward at high velocity by the 
axial flow fan. Seven sizes, with motors from 
4%; to 5 hp, provide capacities ranging from 5000 
to 75,550 cfm. 

Manufacturer: The Burt Mfg. Co., Dept. DE, 927 
S. High St., Akron 11, Ohio. 





co Tank Compound 
- Activating waste-clogged septic tanks 
is the job of Sea-Cal, a scientifically 
balanced compound of chemically and 
biologically active elements. This com- 
pound works by enzyme action, stimu- 
lating the development of the essential 
digestive bacteria which attack and 
liquidizing the proteins, fats and 
starches which clog septic tanks and 
interfere with their normal operation. 
Reports indicate that the compound counteracts the 
adverse effects of excessive soaps, alkalis and cleans- 
ers. For the average 500 gal. septic tank, one-half 
cup of sea-Cal is either inserted directly in the tank 
or flushed down through the toilet bowl. For large 
industrial or community sewage treatment systems, 
one pound of Sea-Cal is used for each 5,000 gal. of 
septic tank capacity. 
Manufactured by: Chemical Research Products, 
2040 15th West, Seattle 99. 


Copper Water Tube Carton 

3 Chase Brass & Copper Co. 
has a new carton for its cop- 
per water tube that makes 
shipping, storage and identifi- 
cation more convienient for 
users. The new carton holds 
from two to five 60 ft lengths 
of soft temper copper water 
tube. A full carton is easily 
carried by one man. 

Manufacturer: Chase Brass & Copper Company, 
Waterbury 20, Conn. 





Combustion Gas Analysis Instrument 

A new instrument for analyzing and recording the 
concentration of gases is announced by the Hays 
Corporation. The instrument, intended for use in in- 
dustrial power and boiler plants, makes use of gas 
measurement as a guide to combustion efficiency by 
(Please turn to top of page 122) 
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Say goodbye to the hard-to-get lead pan for Tile Showers 














































I find that Fiat precast receptors 





k es ‘ are readily accepted by building 


i and tile contractors because they 
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tion time. And you can get them 


on the job without delay; avail- 
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The Fiat one piece precast _ struction of fill, lead pan, 
receptor slab will not be grout and tile. The rustproof | — Available for prompt delivery 
affected by settlement of the _metal receptor flange encases 


building as would the old- the tile walls making a 











fashioned “multi-layer” con- —_ leakproof connection. 









FIAT METAL MANUFACTURING COMPANY 
THREE COMPLETE PLANTS 
(Chicago area plant) Franklin Park, tl. 
Long Island City 1, N. Y. Los Angeles 33, Calif. 
In Canada: Fiat showers are made by Porcelain and Metal Products, Ltd., Orillia, Ontario 





























New Products 


(Continued from bottom of page 120) 


the thermal conductivity principle of gas analysis with 
electronic operation. Gas to be analyzed is diffused 
and saturated. The gas conducts heat from the heated 
resistor. Simultaneously, air diffuses and conducts 
the heat away from the heated resistor. Changes in 
resistance are compared in the bridge circuit of the 
analyzer. The bridge circuit is connected into the net- 
work of the recorder where resultant resistance 
measurement is amplified, indicated and recorded. 

Manufacturer: The Hays Corporation, Michigan 
City, Ind. 


Room Air Conditioner 
~~q The “Roomette” is an ad- 
dition to the 1952 line of 
Remington room air con- 
ditioners. This model has a 
French Grey finish and is 
composed of a furniture steel 
X =m cabinet and harmonizing, one 
piece, front louvres of Flem- 
ish oak. The louvres are engineered to provide draft- 
free distribution of conditioned air with no need for 
adjustments. The unit supplies ventilation, circula- 
tion and dehumidification for smaller rooms and 
offices. 
Manufacturer: Remington Air Conditioning Div., 
Remington Corp., Auburn, N.Y. 


Water Heater Line 


The Besler Corpora- 

tion has announced a 

new line of instantane- 

ous, automatic and non- 

automatic water heaters. 

These heaters are built 

around a heat exchanger 

which consists of inte- 

grally spined, extended 

surface. In this way the 

extended surface is an 

actual part of the tube. 

The heat exchangers on 

these units have cleanout 

plugs in 1 the ends of each tube so that they are easily 

inspected and lend themselves to immediate and in- 

expensive cleaning when necessary. Electric controls 

consist of a coil thermostat which protects the copper 

heat exchanger against overheating. A transformer 

and a diaphragm type gas valve are other controls in 

the heater. Tube capacity is in pints. The heaters are 

offered in three sizes: 125,000, 150,000 and 220,000 

Btu input. 

Manufacturer: Besler Corporation, 4053 Harlan St., 

Emeryville 8, Calif. 


Collar Edging Rolls 

Collar edging rolls have been developed by Niagara 
Machine and Tool Works which prepare a round 
sheet metal pipe for joining with a flat sheet. The 
contour of the rolls raises a substantial bead above 
the surface of the pipe and at the same time crimps 
the edge so that it is smaller than the pipe diameter. 


The crimped side of the bead is flat so as to provide 
a good seat for the sheet. Also, the crimped edge can 
easily be peened over to form a tight joint with the 
sheet. The rolls are made of alloy steel, hardened 
and polished. 

Manufacturer: Niagara Machine & Tool Works, 637 
Northland Ave., Buffalo 11, N. Y. 


Three-Speed Band Machine 
| The DoAll Company an- 
nounces a new general 
purpose contour sawing 
machine (V-36-3) that 
takes continuous saw, file 
or abrasive bands up to % 
in. wide and features a 
three-speed transmission 
and speedmaster drive 
providing variable velocity 
ranging from 25 to 6,000 
rpm. With this speed 
range the unit performs all types of conventional 
metal sawing or filing, high speed cutting of non- 
ferrous metal and composition materials and light 
gage alloy friction cutting. The V-36-3 is particularly 
useful in sheet and metal shops, where its 36 in. throat 
capacity is advantageous. The new model, built in a 
unit-welded frame 81 in. high and requiring only 
40 by 76 in. floor space, is completely equipped for 
general purpose contour band machining. The ma- 
chine uses a 3 hp drive motor and magnetic starter 

with push button control. 


Manufacturer: The DoAll Co., Des Plaines, II. 


Anti-Rust Paint 

: Rust-Cure, a new anti-rust paint 

which can be applied right over rust 

without wire-brushing, scraping or 

sandblasting, is available in black, 

aluminum and clear, and is suitable 

for both interior and exterior use on 

either old or new metal. Upon appli- 

cation, it is said to penetrate through 

any existent rust layer and effectively seal the sur- 

face against further rust action. This paint is com- 

pounded for brush application and may be thinned 
with a solvent for spray use. 

Manufacturer: The Monroe Company, Inc., 

Quebec Ave., Cleveland 6. 


10703 


Spring-Suspended Blower Package 
. A spring-suspended blower 
package has been introduced 
on.the market by International 
Oil Burner Co. The unit has a 
motor that “floats” on springs 
for silent operation. Designed 
for all gravity warm air fur- 
naces up to 80,000 Btu register 
output, the new blower is 
available in two models of 600 
and 800 cfm capacities. The 
blower wheel is 8% by 8% in. Cabinet dimensions 
are 21 by 1844 by 1844 in. 
Manufacturer: International Oil Burner Co., Spring 
and Park Avenues, St. Louis. 
(Please turn to top of page 177) 
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OF QUALITY BRASS GOODS 


SuPPry co. 


Z PLUMBING 
=| 





The familiar yellow-and-green American 
Sanitary box is recognized assurance of high 
quality plumbers’ brass goods. For over 40 
years wholesalers and plumbers have looked 
to American Sanitary for traps, faucets, T’s, 
strainers and other goods that fit properly 
and perform dependably with minimum 
servicing. * 


“This box means business.” 


American Sanitary Mfg. Co. is cen 
trally located at Abingdon, Illinois 
... Closer to you for quicker service. 


J 


We Distribute Through Wholesalers Only 


\\ american SANITARY 


MFG. CO. ABINGDON, ILLINOIS 


Over Forty Years’ Leadership in the Plumbing Industry 
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the job lacked sufficient radiation and that 
the return should not be run underground, 
(See copy below for details of this problem.) 


Fig. 4: Below is a layout and specs of a 
reader's job. Design was supplied by an 
outside source and the reader felt that 
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Heating a Greenhouse 
To the Editor: 

The enclosed plans for the heat- 
ing plant in a greenhouse (Fig. 4, 
above) were drawn up by an 


and there will be no windbreak. 
Gales are rather strong in this area, 
and in winter they are very cold. 
I don’t feel that there is sufficient 
radiation as the job now stands, 
but I would like your opinion. 


square fins rigidly attached to the 
pipe. This method has been success- 
fully used in many greenhouses, 
utilizing only one or two runs under 
each bed. 


is 
. 


outside source, and I have been 
given the job of making this in- Michigan A. W. Comfort Station Design oy 
stallation. Because I have had To the Editor: Bane 
little experience with the heating To the Reader: Do you have any available infor- h 
plants in greenhouses, or other all- Our calculations show that the mation concerning comfort sta- t at t 
glass structures of this type, I have piping on your plan is just about tions? Lik 
been prone to question the design the amount necessary to heat a 25 There is a movement in one of tial te 
of the heating system. by 50 ft greenhouse to 70F with our New England cities of about ess | 
The owner wishes to keep acon-  —10F outside temperature and a 250,000 to establish some comfort Ever 
stant 70 F in the structure and has 15 mph wind velocity. These cal- stations, and I would like to get pig i: 
suggested that the water should be culations, however, are based upon my share of this business in my beca 
heated to 215 F. The designer, how- using steam as a heating medium. own community. ay 
ever, claims that 70F can be held If you intend to use hot water, the However, it will be necessary to of lir 


with water at 180 F. I feel that they 
are both wrong, and that the water 
should be held at a higher tem- 
perature or that more coils of pipe 
should be added beneath each bed. 

I have also objected to the un- 
derground return, and this has been 
cleared up so that I can have my 
way on this matter. 

The greenhouse will front a river, 


average water temperature would 
have to be about 225 or 230F. If 
you desire a lower water temper- 
ature, we would suggest, as you 
noted in your letter, that you in- 
stall five or six runs of pipe under 
each bed, instead of the four now 
shown on the drawing. 

Another alternative would be to 
use finned tube radiation with 4-in. 


124 


answer certain questions, such as: 
How many closets, lavatories and 
urinals would be required in the 
men’s toilet, and how many closets 
and lavatories would be required 
in the women’s toilet? 

Also, it is anticipated that it will 
be necessary to explain how the 
number of fixtures is determined 

(Please turn to top of page 127) 
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America needs your daily pound of scrap 


Ir every man, woman and child in Ameri- 
ca provided one pound of scrap each day, 
they would supply just about enough to pro- 
duce the 105 million tons or more of new steel 
that the industry hopes to make in 1952. 

Like yeast in breadmaking, scrap is essen- 
tial to steelmaking. Scrap speeds up the proc- 
ess because scrap is already-refined steel. 
Every ton of scrap used replaces one ton of 
Pig iron. Thus scrap also saves raw materials, 
because each ton of pig iron represents two 
tons of iron ore, one ton of coal and half a ton 
of limestone. 


The continuing co-operation of every reader 
of this page is urgently requested to over- 
come a scrap shortage daily growing more 
critical. Turn in--by selling your scrap to 
regular scrap-gathering channels--any and all 
broken, worn-out or obsolete things made of 
iron and steel--machines, tools, pipe, boilers, 
structural parts and other “junk” you'll prob- 


' ably never use again. 


Do your part in the campaign to help meet 
America’s need for more steel. Enlist now for 
the duration. Remember that the scrap you 
furnish may help you get more steel. 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


eel industry is using all its resources to produce more steel, but it needs your help and 
itnow. Turn in your scrap, through your regular sources, at the earliest possible moment 
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YEAR AFTER YEAR, IT’S PIONEER 
"SUPREME AUTOMATIC GAS WATER HEATERS! 














SUPREME in name... 
SUPREME in performance... 
that’s the Pioneer SUPREME 
Automatic Gas Water Heater... 
built in Pioneer’s own modern 
factory...guaranteed by Pioneer’s 
more-than-30-year reputation for 

quality and dependability. 


Pioneer offers you a com- 
plete line of water heaters 
for all budgets, in 20 to 100 
gal.capacities. Pioneer also 
manufactures a complete 
line of Pion-Aire Gas Wall 
Circulators, from 10,000 
to 50,000 B.T.U. input. 


FREE! Write today for your free copy 
of Pioneer’s handy, pocket-size water 
heater guide—chock-full of helpful 


information for you. 
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ALL PIONEER “SUPREME” MODELS ARE A.G.A 
APPROVED FOR CITY GASES AND L.P.-GASES 


10 YEAR WARRANTY PLAN‘ 


‘UNCONDITIONAL 1 YEAR GUARANTEE FOR 
COMMERCIAL USE 


WATER HEATER CORPORATION 
3131 San Fernando Road, Los Angeles 65, California 
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Questions and Answers 


(Continued from page 124) 

for any particular district. It is 
felt that some districts would have 
different standards from others. 

We would greatly appreciate any 
information you might be able to 
offer. 

Massachusetts 
To the Reader: 

The design and construction of a 
comfort station usually requires an 
architect who decides on the num- 
ber of fixtures of each kind which 
are to be used. However, if the 
plumber’s estimate is required, he 
can only estimate the number of 
fixtures based on the peak load to 





S. O. S. 


be cared for during the maximum 
usage of the fixtures. Estimates for 
a women’s, toilet is usually based 
on 20 usages per hour, and for the 
men’s toilet, the same; however, in 
the case of the men’s toilet, half of 
the fixtures are urinals and half 
water closets. 

The determination of the peak 
load is usually not the function of 
the plumbing contractor; however, 
it can be done, if required, but in 
such a case the contractor should 
consult city officials and obtain the 
pertinent data from them. Several 
factors enter into such a calcula- 
tion, and the public health require- 
ments of the community should be 
carefully checked. Some cities have 


specific codes which relate to com- 
fort stations, and in their methods 
of calculating peak load there is 
considerable variation. 

However, when the figures of 
peak load are made available, the 
plumbing contractor can estimate 
the number of fixtures required by 
taking the probable maximum traf- 
fic during the peak hour and divid- 
ing this by twenty for the women’s 
toilets and twenty for the men’s 
toilets, but making the men’s half 
water closets and half urinals. 

The number of people to be 
served during the peak periods is 
sometimes increased 25 percent to 
allow for contingencies, such as 
overcrowding at special events. 
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UR symbolic headline, freely translated, means 
simply this: If you are now perplexed by a 
difficult technical problem, the chances are that you 
can turn your worries into dollars ... and at the 
same time have your problem solved, free of charge. 
All this can be accomplished by submitting your 
problem to the new “Problem-of-the-Month Contest” 
initiated in this issue of Domestic ENGINEERING. 
Here’s the way the Contest will work: 

Each month we will offer a prize of $15 for the 
most interesting and significant technical problem for 
publication. These problems can be of any sort as 
long as they deal with some aspect of plumbing, heat- 
ing, air conditioning and appliances. 

A Problem-of-the-Month, selected for publication 
by our editorial staff, will be published each month 
without an answer. And an additional award of $5 
will be offered for the most adequate solution sent 
in by our readers. 

Other details of the Contest are as follows: 

(1) Any problem sent in to the Questions 
and Answers Department is eligible, and 
readers may submit as many problems as 
they desire. 

(2) All prizes will be awarded at the time 
of publication. This means that a problem, 
for example, may or may not be chosen as 
the “Problem-of-the-Month” for the month 
during which it was received. (It will, of 
course, receive the prompt attention of our 


editorial staff, and the reader will be immediately 
supplied with our solution.) 

(3) In order to be eligible for the Answer Award 
of $5, a reader must mail his solution to the Problem- 
of-the-Month within the 30-day period immediately 
following the publication of the problem. 

(4) The first correct (or most nearly adequate) 
solution selected for publication will be awarded the 
prize. 

(5) The names of the prize winners will be pub- 
lished along with their problems or solutions, as the 
case may be. However, in the event that a prize 
winner wishes to remain anonymous, this wish will 
be respected. 

(6) The reader may elect to submit a problem 
which he has already solved to his complete satisfac- 
tion. In such a case, he should include his solution to 
serve as a point of comparison with the solutions 
offered by other readers. (He will not, however, be 
awarded a prize for the solution to his own problem.) 

(7) Each Problem-of-the-Month will be given a 
number, and readers are requested to make use of 
these numbers when writing to this Contest. 

(8) Each problem and each solution must contain 
the full name and address of the reader. No unsigned 
entries will be considered. Z 

(9) All problems and solutions, along with any 
sketches and drawings supplied, automatically be- 
come the property of Domestic ENGINEERING, and are 
not returnable. 

(10) The decisions of the editorial staff are final, 

(Please turn to bottom of page 128) 











Questions and Answers 





(Continued from page 127) 
The Problem-of-the-Month 
Contest Problem No. 1 


To the Editor: 

I have installed a two-zone forced 
hot water system using an oil fired 
boiler. .The boiler contains high 
temperature water (about 200F) at 
all times because we also use it 
for heating domestic water with a 
tankless heater. 

The zones consist of baseboard 
radiation in the house and radiant 
panel tube in the concrete base- 
ment floor. The circulating pumps 
are operated by room thermostats 
in their respective zones. The wa- 
ter temperature in the radiant 
panel zone is maintained at 120F 
by a mixing valve which mixes a 
small portion of the hot boiler 
water with the mild return water 
which by-passes the boiler. (The 
piping layout is shown in Fig. 5, 
at right.) 

The plant supplies perfect heat- 
ing to the living quarters, but the 
basement seems to overheat quite 
a bit. Recently, I have noted that 
when the upstairs pump is running 
and the basement pump is off, ex- 
tremely hot water goes backward 
in the basement floor coils and 
eventually gets the basement sup- 
ply pipe hot. Not only does this 
cause simple overheating, but this 
hot water eventually makes the 
slab so hot that it is uncomfortable 
to stand on. 

During extremely cold weather 
when both pumps are running, we 
get perfect control with 200F water 
going to the baseboard zone and 
120F water to the radiant panel 


Fig. 5: Below is a schematic drawing of the piping hookup for the Problem-of- 
the-Month. Hot water backs up in the radiant coils in the basement floor. An 


award of $5 is offered for the best solution. 


(See page 127 for all details.) 
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zone. I have had several people 
look at the system, but I have been 
unable to obtain a single satisfac- 
tory answer as to why or how the 
hot water backs up into the floor 
panels. I will appreciate it very 
much if you can tell me how to con- 
trol this system. 
Indiana J.B. 


Galvanized Pipe in the Main? 


To the Editor: 

What effect on'the steaming of an 
oil-fired boiler would the use of ap- 
proximately six feet of 2-in. gal- 
vanized pipe in the main have? 


The job has eight radiators. 
Would it be in any way detrimental 
to use galvanized pipe in a circu- 
lating line for an external tankless 
heater or indirect heater hookup? 

Maine C. A. 
To the Reader: 

Steam in a 2-in. galvanized pipe 
would probably cause some of the 
plating to chip or peel off. Unless 
these chips get into the air vents or 
traps, however, no serious damage 
should result. Galvanized pipe is 
used many times in hooking up ex- 
ternal heaters with success. In fact, 
with some plumbers, this is almost 
established practice. 

















(Continued from bottom of preceding page) 
and Domestic ENGINEERING reserves the right to dis- 
continue this Contest at any time. 

It is hoped that this Contest will serve to encourage 
the exchange of technical information within the 
industry. Certainly, the experiences of men in the 
field, their innovations, their triumphs in overcoming 
difficulties of a technical nature, constitute an impor- 
tant body of knowledge. What this Contest really 
means to the individual reader is that by submiting 
his problem he will thereby obtain the invaluable 
assistance of a countless number of capable, experi- 
enced men. And to the reader who sends in a solu- 
tion to a problem, this Contest will serve as a means 


of spreading his ideas, thus contributing to a practical 
form of industry-wide education. 

There is little doubt that more is learned from one 
“trouble job” than from several worry-free, easy in- 
stallations. The reasons for this are various, but 
essentially, a “trouble job” informs because it forces 
the plumbing and heating contractor to question his 
own techniques, to consider both theory and practice, 
and often, to employ his creative intelligence in the 
working out of a practical solution. The Problem-of- 
the-Month Contest, then, by focusing attention on 
“trouble jobs” will serve as a clearing house for some 
of the best technical thinking of the industry as a 
whole. (Turn to Problem-of-the-Month above.) 





Febru 


| 
< 
j 


lem-of- 
br. An 
ptails. ) 








\LVE 


° TO 
ARD 





sid 


diators. 
imental 
circu- 
ankless 
okup? 
C. A. 


d pipe 
of the 
Unless 
ents or 
amage 
ipe is 
Ip ex- 
n fact, 
ilmost 





Ctical 


1 one 
y in- 

but 
orces 
n his 
tice, 
| the 
-of- 
1 on 
ome 
as a 
we.) 


February, 1952 DOMESTIC ENGINEERING 129 









AMERIVENT : 


ROUNDOROVAL , .|. 
DOUBLE Zuceé... DOUBLE Safe... DOUBLE: Wal 


FLUE PIPE and FITTINGS 


ROUND AMERIVENT 


For Better Venting ... faster, specify and use AMERIVENT. 
AMERIVENT is the “hotter inside —cooler outside” flue pipe that 
gives maximum insulation, minimum heat loss and condensation, 
provides ideal draft, reduces fire hazard. 
AMERIVENT coupler ends are die-formed into mated precision 
couplings that “snap-lock” lightning fast into rigid, secure 
gas-tight joints by simply pressing together. 

No screws, no mastic, no cement is required to install. 
With the complete line of AMERIVENT Pipe and Fittings, installations 
on any job are made simpler, easier and much 
faster. SAVES TIME...SAVES MONEY. 

























Dual-Purpose OVAL AMERIVENT 


Dual-purpose Oval AMERIVENT may be installed as a 
Type B gas vent or as a wall furnace vent. 
Oval AMERIVENT used in combination with Oval AMERIVENT 
Plate Spacers, is approved by Underwriters’ Laboratories as a wall 
furnace vent in a 2” x 4” stud wall. Plate Spacers provide automatic 
positive 3,” clearance from combustibles... strap ceiling plate 
securely...absolutely center and hold flue pipe firmly in place. 
Balance of wall furnace vent may continue with Oval AMERIVENT, 
or, by the use of an oval-to-round adaptor, with Round AMERIVENT. 
With patented precision coupler ends, Oval AMERIVENT “snap-locks” 
into secure joints by merely pressing together. 
No screws, no mastic, no cement, are required. 
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AMERICAP 
The Natural Draft Vent Cap 
The perfect vent cap that prevents back draft 
—reduces condensation and is guaranteed to 
provide maximum efficiency under all weath- 
er conditions. Available in all sizes—Round 
or Oval ... Installs on all types of vent pipe. 
Adjustable neck... assures a “stay put” fit. 


See your ‘whites plumbing and heating supplier for these and other 
American Metal Products — or write for complete information and catalog 


AMERICAN METAL PRODUCTS CO., INC. 












Makers of AMERICAP — the ‘‘Natural Draft'' Vent Cap 
2911 COMPTON AVENUE - LOS ANGELES 


DOMESTIC ENGINEERING February, 1952. 
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THEY’LL BE IN THE | 
DRIVER’S SEAT IN ’92! 


Despite expected cutbacks in appliance 
production, Mr. and Mrs. America—and 
not the appliance merchandiser — will 
be in the driver's seat in 1952. Indus- 
try leaders tell here how to contend 
with a possible buyer's market... 


Also in this Section... 
HOW TO MEET COMPETITION FROM THE CUT-RATE STORE .. . pages 132-136 
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ATERIAL cutbacks will put a 
definite brake on appliance 
production in 1952, but all indica- 
tions are that output will still be 
large enough to require aggressive 
selling at all levels of the appliance 
industry. This was the consensus 
among manufacturers, distributors 
and retailers attending the annual 
meeting of the National Appliance 
and Radio Dealers Assn. Jan. 14-16 
at the Conrad Hilton Hotel in Chi- 
cago. 

Raymond J. Hurley, chairman of 
Thor Corp., summed up the pre- 
vailing opinion pretty well in this 
statement to Domestic ENGINEER- 
ING reporters: “The American 
homeowner, and not the appliance 
merchandiser, will be in the driv- 
er’s seat in 1952, despite predicted 
cutbacks in the output of appliance 

(Please turn to top of page 159) 
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Today's Biggest Problem in Appliance 


stirs CUT-RATE COMPETITION 
The Problem .... 


N THE past few months we have 
seen a situation develop to the 
point where price cutting on ap- 
pliznces has reached an indiscrimi- 
nate stage. Consequently, we are 
now faced with the spectre of cut- 
rate competition—a practice which 
benefits no one, manufacturer, dis- 
tributor, retailer or consumer.” 

So stated W. A. Blees, vice 
president of Avco Manufacturing 
Corporation and general sales man- 
ager of its Crosley Division, in an 
exclusive statement to Domestic 
ENGINEERING last month. 


The Seller Loses 


Thus Mr. Blees effectively sums 
up one of the biggest appliance 
selling problems confronting do- 
mestic engineering dealers in 1952: 
competition from the  cut-rate 
store. The fact that no one, as Mr. 


Blees points out, ever benefits from 
indiscriminate price cutting is an 
axiom of sound business too often 
overlooked by many straight ap- 
pliance dealers’ in their haste to 
make a quick sale. 


The Buyer Loses 


The customer, who thinks he 
benefits from a low price, actuaily 
does not. Rather, he becomes the 
victim of haphazard installation 
and service methods and ultimate 
dissatisfaction with his purchase 
and his dealer. In order to assure 
proper customer satisfaction, in- 
cluding the necessary follow-up 
service and personal attention by 
the dealer, it is necessary for every 
sale to be made at a reasonable 
profit. Shaving profits for quick 
sales does not make for long life in 
business at the retail level, nor for 
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repeat sales to customers. The 
dealer, therefore, cannot benefit 
from inadequate profit margins. 

Unprofitable dealers, of course, 
affect the distributor and _ the 
manufacturer. Ultimately, the en- 
tire profit structure breaks down 
all along the line—hence, no one 
benefits from the practice. 

In discussing the background of 
the present situation, Mr. Blees 
said: “Some months ago when 
business slowed up a little, price 
became a feature of selling; in fact, 
entirely too much emphasis has 
been placed on the price factor. 
As a result, many so-called cut- 
rate dealers around the country 
have led the public into bad buying 
habits—they have been taught to 
buy on the basis of an attractive 
price alone and to ignore other, 
more important factors such as 
quality of goods, reputation of the 
manufacturer and the dealer from 
whom they buy, as well as the 
service rendered after a sale.” 

The problem of meeting cut-rate 
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Understanding the Cut-Rate 
Competitor's Methods... 


HE first and most important step in solving any problem is to have a 

good understanding of the problem itself. To provide this informa- 
tion for its readers, Domestic ENGINEERING reporters, posing as cus- 
tomers, went out and asked questions of 50 cut-rate appliance dealers 
to find out exactly what they offered in the way of price and services, 
The results are given on these pages. 

Over 50 percent of the stores would not make an installation and 
provided inadequate service for the products once they were sold. Many 
of the stores did, of course, provide for installation and service. How- 
ever, even in these stores, it was usually a case of divided responsibility 
wherein the customer would be dealing with three parties: the store, an 


installer and a service company. 


Given below is an actual interview with a cut-rate dealer. The ques- 
tions asked by the reporter and answers given by the dealer are typical 


of the majority of interviews: 


The scene: An outlying shopping 
district in a midwestern city. The 
store itself is much like every other 
store in the neighborhood except 
for large window banners advertis- 
ing “10 to 20 percent off on .any 
appliance,” and so on. Our reporter, 
armed with a “special discount” 
card which had been obtained 


through a newspaper advertise- 
ment. 

The dealer approaches: “Good 
afternoon. What can I do for you 
today?” 

Customer: “Well, my wife and I 
have been considering a new water 
heater and later on some other ap- 

(Please turn to top of page 135) 





competition is, of course, a tough 
one and it’s one most appliance 
retailers are not inclined to mini- 
mize. DomMEsTIc ENGINEERING, how- 
ever, feels that there is a solution 
and that the domestic engineering. 
dealer, by virtue of his type of op- 
eration, has the solution. It can be 
stated better, perhaps, in the words 
of a domestic engineering dealer. 
Contractor David Madsen, of Up- 
per Darby, Pa., has this to say: 


It's Tough, But Not Too Tough 


“Certainly, cut-rate competition 
is a tough problem and I'll be the 
first to say so. But it’s still just 
competition—a rough variety to be 
sure. Let’s not forget, however, 
that a healthy business thrives on 
competition. It’s been largely re- 
sponsible for the high position 
American business enjoys today. 
And it’s still a potent factor in 
spurring us all on to even better 
things. 

“It is my honest opinion that the 
plumbing, heating and appliance 


retailer has all the best of it in 
meeting this type of competition. 
For years I’ve been carefully 
building up a reputation for sta- 
bility, fair dealing and unqualified 
service and personal attention to 
the needs of customers in my trad- 
ing area. The public has been in- 
formed through newspaper and di- 
rect mail advertising, as well as by 
word of mouth (from satisfied cus- 
tomers) of my policy of not only 
selling, but installing, servicing and 
guaranteeing every product I offer. 
Since it is virtually impossible for 
cut-rate stores to offer a compar- 
able service, aggressive promotion 
of these factors has given me a big 
advantage over the competition. 

“T don’t forget, either, that I have 
an entree to the home of my pros- 
pects—an opportunity not enjoyed 
by the majority of cut-rate stores. 
Naturally, I make the most of it by 
training journeymen to watch for 
leads for individual appliance sales. 
Frequently, these leads can be built 

(Please turn to top of page 139) 
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WE ASKED 50 
OF YOUR CUT-RATE 
COMPETITORS 
THESE QUESTIONS 








Question No. 1 


How much can I get off on 
an automatic dishwasher— 
is there any discount? 


Typical Replies 


Yes sir, 20 percent off on a dish- 
washer or any other appliance in 
the store. 

To you .. . our price is 15 per- 
cent less than the regular retail 
price. 

Twenty percent off. And if you 
don’t believe it, I'll show you the 
regular list price. 


Interpretation 


This is, of course, the most 
important element and the 
biggest advantage of the cut- 
rate store. An attractive 
price is hard to resist at any 
time and, in the past few 
months, prospective cus- 
tomers for appliances have 
learned bad buying habits 
because of the emphasis 
placed on the price factor. 
Most retailers will certainly 
concede that low prices of- 
fered as salesbait are tough 
competition. 


Question No. 2 


If I buy the dishwasher, will 
you install it in my home? 


Typical Replies 


Well, we don’t do any installation 
work, but it’s pretty simple. .. . you 
could probably install this dish- 
washer yourself. 

We don’t take care of installa- 
tions. I’m sure you can get a 
plumber to do it for you. 


Yes, the man who delivers for us 
will help you install it. 


No, we don’t handle the instal- 
lation—that’s one reason our price 
is so low, but . . . I’ve got a friend 

(Please turn to next page) 























We Asked 50 of Your Cut-Rate 
Competitors These Questions ... 


(Continued from preceding page) 


who does that kind of work. It will 
probably be cheaper that way. 


Yes, we can make arrangements 
with a plumber to handle the instal- 
lation. 


Interpretation 


Everyone’s a “plumber” 
according to many cut-rate 
dealers. The installation 
factor was, in fact, not con- 
sidered a part of the sale of 


an appliance in the majority © 


of cases. And it’s not neces- 
sarily “cheaper that way” as 
stated by some cut-rate 
dealers. An actual check re- 
vealed that a cut price of 
$104 for a water heater 
amounted to $134 after a 
separate installation charge 
was figured in, while the 
same model offered at an 
installed price by a plumb- 
ing contractor came to $119. 

There’s no real competi- 
tion on the installation fac- 
tor; the fact that the domes- 
tic engineering dealer is 
prepared to handle the com- 
plete job from start to finish 
gives him all the best of it 
on this point. 





Question No. 3 


Do I get any guarantee with 
this automatic dishwasher 
or other appliances? 


Typical Replies 


It’s a good appliance; I'm sure 
you won’t have any trouble with it. 


Yes, we guarantee three months 
trouble-free operation and, of 
course, the manufacturer would take 
care of any unit which is actually 
defective. 


The savings you make on this low 
price will probably take care of any 
repairs for as long as you have the 
unit. 


interpretation 


The majority of cut-rate 
merchants did offer a guar- 








antee of sorts. The answers, 
however, were not conclu- 
sive. Vague references were 
made to manufacturer’s 
warranty, but the dealer’s 
responsibility in the matter 
was not clearly defined. A 
customer would certainly be 
in doubt as to the scope of 
his guarantee, according to 
the answers given. 


Question No. 4 


Well, suppose something did 
go wrong—would you serv- 
ice the appliance? 


Typical Replies 


Yes, we have an arrangement 
with a service company which spe- 
cializes in that type of work and 
does a fine job. 


Yes, we have our own service de- 
partment. 


Well, we don’t actually have a 
service department, but I’m sure 
something could be worked out. 


It’s generally just as easy for our 
customers to call a service company. 
They are listed in the phone book. 


Interpretation 


The chief characteristic of 
the type of service offered 
by the out-rate store is also 
its chief weakness—namely, 
divided responsibility. Only 
a few stores operated a 
service department. Most of 
them farmed out the service 
element of the business to 
independent firms or indi- 
viduals of one sort or an- 
other. Even where compe- 
tent workmanship and ade- 
quate service facilities are 
offered, the divided respon- 
sibility factor makes this 
approach to the service as- 
pect of questionable benefit 
to the customer. A few stores 
indicated they were in busi- 
ness to sell appliances, not 
service them. 

This is definitely a strong 
point for the domestic en- 
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gineering dealer who places 
as much emphasis on serv- 
icing appliances as he does 
on selling them. 


Question No. 5 


Getting back to the installa- 
tion—who are these men 
you have mentioned; are 
they licensed plumbers who 
know how to make a proper 
installation? 


Typical Replies 


Well, our man isn’t exactly a 
plumber, but | assure you he is an 
expert. 


Our men have been installing ap- 
pliances for years—they’ve had a 
lot of experience. 


This friend of mine has a general 
contractor's license—that way he 
can take care of any type of work 
that has to be done. 


Yes, we arrange to have a li- 
censed master plumber handle all 
installations on water connected ap- 
pliances. 


Interpretation 


This was a tough one to 
ferret out. Most cut-rate 
dealers are reluctant to say 
exactly what qualifications 
their installation men have. 
The inference is that most of 
them are unlicensed “handy- 
men,” hence, the reluctance 
to go into detail on the sub- 
ject. There was some evi- 
dence of cooperation be- 
tween contracting plumbers 
and stores for the installa- 
tion of appliances requiring 
a piping hook-up. This was 
particularly true in smaller 
towns. 

The domestic engineering 
dealer, of course, scores 
heavily on this point. 


Question No. 6 


How can you afford to offer 
such low prices and still 
stay in business? 


Typical Replies 


Volume and low overhead is the 
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answer. We buy in big quantities 
and keep the prices down. 


We sell a lot of appliances and 
can afford to operate on a narrow 
profit margin. 


There are 44 stores within a four 
block area around here that sell the 
same merchandise we do . . . so we 
have to sell at a low price to get 
the business. 


Our job is to sell appliances, and 
the only way to do that nowadays is 
to treat the customer right—with 
a lower price. 


Interpretation 


Volume buying and low 
overhead is the stock an- 
swer to this question. It is 
apparent that the narrow 
profit margin leaves the cut- 
rate dealer vulnerable to 
any slump in sales. In many 
cases the profit margin is so 
small that the store makes 
no pretense of offering even 
token services. 

The domestic engineering 
dealer, operating on ade- 
quate profit margins and 
with his diversified opera- 
tion, can easily ride out any 
slack periods in sales. 


Question No. 7 


I saw an ad in the paper 
that Jones Co. down the 
street is offering this wash- 
ing machine cheaper than 
the price you show. 


Typical Replies 


That’s just a come-on, you'll 
never actually get it at that price. 


He probably makes up that $10 
by offering you less on a trade-in. 


Maybe so, but we throw in a gift 
item that’s actually worth twice the 
ten dollars. 


Well, ordinarily we never try to 
match our competitor's prices, but 
in this case if you want that partic- 
ular model we can probably work 
something out. 


Interpretation 


This is it! Cut-rate com- 
petition in action. Once the 
dealer cuts his price to meet 
his competitor’s offer, he’s 
caught in his own web. And 
none of them are going to 
win the price war. 





Part 2: Understanding the Cut- 
Rate Competitors Methods... 


© Continued from center of page 133 ¢ 


pliances for our kitchen.” 

Dealer: “Oh yes. Good idea; 
we've got a complete line of nation- 
al brands. Be glad to show them to 
you.” 

Customer: “Well, uh, one thing 
I'd like to check on... how much 
can I get off on an appliance? I’ve 
got one of these special discount 
cards you mailed me.” 

“Oh, yes. Well, you certainly can 
get something off. We offer the 
lowest prices in town—yon can’t go 
wrong. You get from ten to twenty 
off depending on the appliance.” 

“I see. That sounds pretty good. 
Now about this water heater... .” 

“Right! C’mon in here to our 
stock room .. . I'll show you what 
we have. ... Now here’s a 30 gallon 
gas water heater... it’s a national 
brand, you know. We sell a lot of 
them and can give you a good 
price. 

“What is the price?” 

Let’s see now (turning his back 


and figuring on a crate) ... to you, 
the price would be $104 and that’s a 
dandy buy.” 


“Yes, sounds like a good price. 
Now, what about installation . . 
is that included in the price?” 

“Oh no. That’s one of the reasons 
you get such a low price. Actually, 
we don’t make any installations; 
that’s up to the customer. 

“IT see. Well, how would I go 
about getting it installed in my 
home. 


Install It Yourself 


“You could do it yourself .. . it’s 
pretty simple, or call someone in to 
have it done.” 

“I wouldn’t know the first thing 
about installing it myself.” 

“Well, if you’re up against it we 
can arrange for a fellow to do it. 
He does work for us now and then, 
hooks up ranges and dishwashers.” 

“Is he a licensed plumber? I 
wouldn’t want anything to go wrong 
or violate any codes.” 

“Well, he isn’t exactly a plumber 
but, as I say, he’s had a lot of ex- 
perience with that stuff. I don’t 
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think you’d have to worry about 
that.” 

“Now, what about service on the 
heater or on other appliances I may 
buy. Do you take care of that.” 

“No, we don’t have a service de- 
partment, but of course you have 
the manufacturer’s warranty. You 
could always call their local office 
if anything went wrong, or you 
could call us and we could put you 
on the track of someone who could 
take care of it. I don’t think you'll 
have to worry, though. This is all 
top quality merchandise.” 

“Yeah, you’re probably right. I 
see you handle dishwashers, dis- 
posers and all the kitchen appli- 
ances.” 

“You bet we do... do you have 
anything specific in mind?” 

“Well, after we get this water 
heater deal settled we'd sure like to 
get our kitchen remodeled. Do you 
sell complete kitchens.” 

“You can see for yourself that we 
have everything you need .. . and 
we can give you a good price on 
the whole thing.” 

“Yeah, but what about installa- 
tion. I don’t suppose you handle 
that.” 

“No we don’t; after all, we’re not 
in that end, of the game—our job 
is to sell appliances. However, we 
could make some sort of an ar- 
rangement for the work. It would 
have to be a separate deal though. 
I’ve got a friend who ddes that type 
of work and he knows his stuff . . . 
he’d give you a good price, too.” 

“Is he licensed to do that kind of 
work?” 

“Oh yes, as a matter of fact, he’s 
got a general contractor’s license. 
That way he can do all the work 
.. . lay the tile, install cabinets, 
take care of carpentry, electrical 
work, plumbing, get your stove 
hooked up properly and all that. 
He'll do it just the way you want 
it...and as I said before we'll 
see that you get a nice discount on 

(Please turn to top of next page) 






























(Continued from preceding page) 
the appliances.” 

“That’s something I’ve been won- 
dering about ... how can you afford 
to offer such low prices and still 
stay in business?” 

“Well, I'll tell you . . . volume 
and low overhead is the answer. 
We buy in big quantities, avoid all 
the fancy frills in store operation 
and that way we can afford to sell 


at a cut price. Of course, our profit 
margin is a narrow one, but after 
all, anything we can do to give our 
customers a break . . . well, we 
figure it’s worth while for them and 
for us.” 

“Yes, I see what you mean. Well, 
I don’t want to take up too much 
of your time this afternoon... . I 
have to talk over this whole deal 
with my wife before we decide 





anything definite. I certainly want 
to thank you for the information.” 

“That’s perfectly all right . . . al- 
ways glad to be of service and as 
soon as you and your wife come to 
a decision, stop in and see us. And 
don’t forget that we'll give you the 
best deal in town... in fact, I can 
guarantee you won’t get a better 
price anywhere else . . . we'll match 
anybody’s offer . . . Goodbye now.” 
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A Seven-Dealer Formula for Meeting Cut-Rate 


Competition... 


Promote 
Your 
Basic 

Advantage 


Says 
ED MELLWIG 
Philadelphia 


Sell the 
Complete 
Package 


Says 
DAVID MADSEN 
Upper Darby, Pa. 


Use 
Your 
Journeymen 


Says 
WALTER BENEDICT 
Pasadena, Calif. 


“Our four-point slogan, ‘We Sell, We Install, We Service and We 
Guarantee, pretty well sums up our formula for meeting the com- 
petition. The cut-rate dealer does not, in most cases, offer adequate 
installation, service or guarantee for the appliances he sells. He does 
not because he cannot. At best, his business operates on a narrow profit 
margin. When he shaves this margin further he’s in trouble and we are 
in the driver’s seat—provided that the basic advantages are aggresively 
promoted. It means stepped up advertising, stepped up selling; in short, 
stepped-up merchandising all the way. 

“Sure, it’s a tough proposition but I’m not forgetting the times in 
the past when seemingly adverse conditions were, by the application 
of some hard work, converted to opportunities.” 


“We endeavor, at every opportunity, to promote ‘package deals’ of 
complete kitchens, complete bathrooms and complete laundries. We 
are equipped to handle the carpentry, tile work and electrical connec- 
tions, as well as the plumbing required. Appliances are, of course, con- 
sidered an integral part of the package deal. 

“By promoting ourselves as the ‘complete’ dealer, we are successfully 
meeting competition from the cut-rate stores. Naturally, we do more 
than just say it; we’ve got a six-man outside sales force pushing plenty 
of doorbells, a regular sales training program, as well as a sales promo- 
tional program. Everything is a carefully planned effort designed to 
sell the package deal.” 


“We enjoy, in comparison with the cut-rate dealer, practically un- 
limited entree to the prospect’s home. Therefore, most of our prelimin- 
ary salesmanship is done by our journeymen while on service calls. 
They are carefully trained to “bird dog” for appliance prospects, and 
they reecive a bonus for leads that result in sales. Actually, whenever 
it appears that an appliance is needed or that one should be replaced, 
our journeymen start their low-pressure sales pitch—studied, learned 
and polished at both manufacturer and store training classes. I estimate 


that we make about 90 percent of (Please turn to top of page 139) 
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Nobody beats BENDIX Washers 


BENDIX was FIRST in the field! The GYRAMATIC—world’s finest washer 
at any price—uses less poe less soap than 
: ° any other automatic. No bolting down. Dyna- | || 
BENDIX is FIRST in sales—by far! Surge tumble-action washing and triple rinsing. | 
Water Rationer automatically meters water to 


BENDIX (believe us!) is going to be FIRST load size. Built-in Water Warden assures cor- 


rect amount of water for all fabrics, makes 
weighing unnecessary. 














with astonishing new features for 1952! 








The DELUXE—fully automatic—and an 
unbelievable value! New economy in wash- 
ing, new design, new beauty. Saves water, saves 
soap, with automatic Water Rationer and Water 
Warden. Dyna-Surge tumble-action washing. 
Triple-rinsing—automatic damp-drying—self- 
cleansing. 















The ECONOMAT—world’s fastest-selling 
fully automatic washer—with the new, ex- 
clusive Rins-Saver that saves up to 56 gallons of 
water each washday. Powerful Undertow agita- 
tor washing. Floataway-Flushaway draining. 
New porcelain top for extra work surface. Amaz- 
ing Wondertub (guaranteed 5 years in writing). 
Single dial control. No bolting down. 









The DIALAMATIC—with new dynamic 
engineering—the workless washer that fits 
anywhere, moves on casters. No plumbing, no 
bolting down, no wringer, no spinner. A single 
dial does all the work. Powerful Undertow 
agitator washing. Floataway-Flushaway drain- 
ing. Magic Wondertub (guaranteed 5 years in 
writing). 

















The BENDIX AUTOMATIC DRYER— 
with exclusive Pow-R-Vent system that blows ¢ 

hot, moist air outdoors. New dynamic engineer- | 

ing. New safety control—machine automati-| || 2 
. cally stops when door is opened. Suntronic lamp | | 
(optional) bathes clothes in artificial sunlight.| || 
Electric model (110 & 220v)...Gas model| | 


(LP., natural and manufactured gas). 




























isn’t it time you got the benefit of — 







BENDIX dominance in features and sales 
—the tremendous new promotional 


campaign for ’52. 






New dynamite-packed advertising in 
magazines and newspapers. 






New, Brilliant TV Show — “The Name’s 
the Same”’! 








New crowd-pulling sales-making 
promotions! 








BENDIX HOME APPLIANCES bDivisiON AVCO MANUFACTURING CORP., SOUTH BEND, INDIANA 
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“I’m the one the home-owner calls when 
there’s hot water trouble,”’ says 

Mr. Morlan, ‘so instead of just installing 
what someone else has sold, I do the 
selling, too. And I’ve found it’s just good 
business to sell Electric Water Heaters. 

It means not only the profit on a ‘big ticket’ 
appliance, but an easier sale. People 
want this kind of water heater. And 
because it gives them what they want, 
they remain satisfied customers, ready to 
call on me again when they need other . 
appliances, or plumbing service.” 





Be sure your customer buys a 
size that’s big enough to take 
care of any day's maximum 
needs! 


Are you taking advantage of Electric Water 
Heater features—the cleanness, the economy, 
the long life, completely automatic operation 
and freedom from trouble? Installation can be 
made anywhere that’s most efficient and con- 
venient, because there’s no flue or vent. Another 
Electric Water Heater advantage you can stress 
—the choice of either tank or table-top models 
which can be installed right “‘in line” with other 


kitchen appliances. 


SELL AND INSTALL 


ELECTRIC 
WATER HEATERS 


They’re what people want! 





ELECTRIC WATER HEATER SECTION 
National Electrical Manufacturers Association 
155 East 44th Street, New York 17, N. Y. 
ALLCRAFT + BAUER + BRADFORD + CRANE-LINE SELECTRIC + CROSLEY + DEEPFREEZE +» FAIRBANKS-MORSE + FOWLER «+ FRIGIDAIRE 
GENERAL ELECTRIC + HOTPOINT + HOTSTREAM + JOHN WOOD ~- KELVINATOR - LAWSON + MERTLAND + MONARCH «+ NORGE 
PEMCO + REX + RHEEM + SEPCO + A.O.SMITH + THERMOGRAY + TOASTMASTER + UNIVERSAL + WESIX + WESTINGHOUSE 












Som 





mer buys a 
ugh to take 
} maximum 


NSTALL 


RIC 
ATERS 


ole want! 


FRIGIDAIRE 
¢ NORGE 
TINGHOUSE 


ebruary, 1952 











The Problem... 


(Continued from bottom of page 133) 


up to the point where I handle the 
complete kitchen remodeling job 
for my customer—this is, in fact, 
our goal in every case: to talk up 
the complete kitchen or laundry 
at every opportunity. The fact that 
I am fully prepared to handle all 
the work for a complete kitchen 
and sell all the appliances, water- 
connected or otherwise, is perhaps 
the biggest selling point in getting 
my share of the appliance business. 
“Then, too, the fact that I’m not 
dependent on appliance sales alone 
is an advantage. I can fall back on 
my regular plumbing and heating 
operation to ride out any slack 
period in selling appliances. _ 
“All in all, I feel that these things 
I’ve been talking about provide a 
solution to all competition, cut-rate 
or otherwise. Naturally, I nor any 
other plumbing, heating and appli- 
ance retailer can sit back on our 
advantages and assume we're in 
the driver’s seat. However, by ag- 
gressively promoting each of these 
advantages to the limit, we'll not 
find it necessary to participate in 
any indiscriminate price cutting.” 








Industry Leaders Call 
For End to Cut-Rate 
Selling... 


To the Editor: 

“In the kitchen business, where 
real success is found in specialized 
selling, any indiscriminate price 
cutting would be suicide. The 
dealer who hopes to attain profit- 
able volume by this technique 
builds on quicksand. 

“Sooner or later he’ll go under, 
because cabinet sinks, automatic 
dishwashers and food waste dis- 
posers are not ‘plug in’ appliances 
sold on price. They are perma- 
nent additions to the value of the 
home; they are not subject to im- 
pulse buying, and consequently 
require high caliber salesmanship 
that can only be undermined by 
incentive-killing price slashing. 

“The dealer who plans to stay 
in the kitchen business will build 


(Please turn to top of page 221) 





/ Part 3: A Seven-Dealer Formula for 
Meeting Cut-Rate Competition... 


(Continued from bottom of page 136) our appliance sales in this manner, 
and the cut-rate store never gets a look-in. A number of our customers 
have told me that they have more confidence in the recommendations of 
our journymen than they do in ‘just a salesman.’ They apparently feel 
that a serviceman knows more about the product. 

“I’m of the opinion that these advantages more or less offset the price 
appeal of the cut-rate store. Entree to the home is the big factor in our 
appliance sales.”—Walter Benedict, Pasadena, Calif. 








Improve Your Service... 


“Specialized, personal and constant follow-up service . .. that’s our 
answer to the competition from the cut-rate store. People are interested 
in price, of course, but they are just as interested in good service and 
we see that they get it. Our three shops on wheels are completely out- 
fitted for one-stop work. Our journeymen are competent and thorough 
workers carefully trained in the art of selling—selling themselves, the 
company and the company’s services as well as products. They are 
trained to work as efficiently as possible with little or no waste motion 
—even to the point where the men do not smoke on the job. In addi- 
tion, they always wear clean uniforms—sometimes changing two or 
three times a day; they put on bedroom slippers before entering the 
house in order not to track in any dirt; full use is made of drop cloths 
on every job to assure cleanliness. Each shop-on-wheels carries a 
vacuum cleaner so that the job site is spotless when our men leave. 

It has been our experience that the cut-rate store is totally unpre- 
pared to offer any comparable service. Therefore, by aggressively 
promoting and ‘selling’ the service angle as well as the products we sell, 
we feel we are not only meeting the comptition but getting more than 
our share.—J. R. McKinley, Lubbock, Tex. 


A400NOEUdODONOEDEYEOONONEOOORNGeREOGOROTSRenen enayeregg oan 


Emphasize and Reemphasize Your Stability... 


“There is a certain basic strength inherent in an established plumb- 
ing and heating operation that reaches far beyond the so-called cut- 
rate store. The average contractor has been in business a comparatively 
long time. During that time he has progressed,in a logical manner from 
a straight contracting operation to a merchandising one; many of us 
have added appliances. In that same period of time the contractor has 
established a reputation for quality work and quality products; he has 
offered more than adequate service; he has stability and an established 
standing in his community. ; 

“The point I’m making, of course, is that the elements which have 
resulted in a successful business still provide the best means of main- 
taining that position, regardless of competition, cut-rate or otherwise. 
It merely means a re-emphasis of the basic advantages we have always 
had and a continuing program of educating our customers and prospects 
of the advantages of dealing with a company they know will give them 
a fair deal—and, more important, a company that’s not only here today 
when they buy . . . but tomorrow too.—W. O. Zimmerman, Madison, 
Wis. 


Diversify Your Operation... 


“The plumbing, heating and appliance retailer enjoys a definite 
advantage over the cut-rate store because of his diversified operation. 





If things get slow in appliances, as they (Please turn to top of page 221) 
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See this latest, greatest advance 

























Two exciting models: 
48” Electric Sink, 27” Automatic Dishwasher. 
The Food Waste Disposer and rinse spray are 
available at extra cost. 





NO OTHER METHOD CAN WASH 
DISHES SO CLEAN, SO FAST! 


| hy 4 / s 
® i 


MULLINS MANUFACTURING CORPORATION © WARREN, OHIO 

















Youngstown Kitchens are sold throughout the World 
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in automatic dishwashing! 


Youngstown Kitchens 1952 Jet-Tower Dishwasher 


ADVANCE SHOWING 


ROOM 1119 * Phone: SUperior 7-7388 
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with positive Hydro-Electric Control! 





ERE’S THE LATEST, greatest development in automatic 
dishwashing! It’s the new 1952 Youngstown Kitchens 
Jet-Tower Dishwasher with positive Hydro-Electric Control, 
which gets the utmost out of every second of time, every 
drop of water, and every bit of detergent. Just check these 
exclusive selling features: 


@ Hydro-Electric Control uses water weight, water pressure 


and electricity for perfectly timed Jet-Tower washing, flush- 
ing and rinsing. Its single-cam timer, positive gravity drain, 
carbon-sealed water pump and electric valve insure efficient 
service for years to come. 


@ Jet-Tower Dishwashing .. . the exclusive principle that has 


revolutionized automatic dishwashing ... that washes dishes 
faster and cleaner than is possible by any other method! 


Plus ALL these added features: porcelain-lined booster 
heater, water reflectivity (extra washing action) from round 
tub, filter screen that traps food solids, complete efficiency 
even when city water pressure is low . . . and dozens more! 


Find out how you can cash in on these great advances in 
this fast-growing market. See our Advance Showing at the 
Merchandise Mart. 







CHICAGO 
MERCHANDISE MART 










See Youngstown Kitchens units in 
lifetime STEEL. See how they can be 
planned to fit any space and cost 
requirement . . . how countless differ- 
ent combinations are possible — from 
the simplest to the most luxurious. 





See how Youngstown Kitchens Food 
Waste Disposer keeps’ kitchens modern 
for years to come. It’s 3 ways best: non- 
stop feeding, double-action shredding, 
self-cleaning action. 








See the most modern advances in kitchen 
efficiency and convenience . . . advances that 
have made sTEEL Youngstown Kitchens 
best-known by 5 to 1...! Preferred by home 
owners everywhere. See why Youngstown 
Kitchens sell faster, bring in faster profits! 
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Clark’s 
Window 
Before 
Promotion 


Clark’s > 
Window 
During 
Promotion 





How We Increased Range Sales 


60 Percent... 


HAT does it take to boost 

range sales nearly 60 per- 
cent above normal in a six-week 
period, when all other factors in- 
fluencing sales volume (availabil- 
ity of prospective customers, mar- 
ket conditions, etc.) remain the 
same? 

We asked this question of 
Thomas Clark, following a recent 
range promotion sponsored by his 
Clark Plumbing and Heating Com- 
pany in Washington, D. C. 

“Some dealers don’t like to spend 
the money for extensive range pro- 
motion because the market satura- 
tion factor is high and the benefits 





by THomas E. CLark 
Washington, D. C. 


of promoting the newer “glamor” 
appliances, such as dishwashers, 
disposers and dryers, are more 
readily apparent,” Clark replied. 
“However, we believe that local 
tie-ins with national range pro- 
motions offer excellent plus-profit 
opportunities and should be ex- 
ploited to the fullest extent.” 

As evidence of his company’s 
participation in such promotions, 
Clark cited his recent tie-in with 
the “Old Stove Round-Up”, the an- 
nual gas range merchandising 
event conducted nationally each 
fall by the American Gas Assn. 
Aim of this promotion is to hunt 
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PEP UP YOUR WINDOW DISPLAYS to take advantage of range pro- 
motions, suggests Thomas Clark of Washington, D. C. Clark dressed up his 
windows with banners, pennants, display cards and merchandise to carry out the 
western theme of “Old Stove Round-Up”. In this way he took advantage of a 
national promotion sponsored by A.C.A. 

















down and corral outmoded cook- 
ing appliances through the co- 
ordinated efforts of the nation’s gas 
utilities, gas range manufacturers 
and dealers. 

It is sparked by an extensive 
schedule of color and black and 
white advertising in leading na- 
tional women’s and shelter publi- 
cations, placed by the A.G.A., the 
“CP” division of the Gas Appliance 
Manufacturers Assn. and cooperat- 
ing manufacturers. 

Local support is provided 
through A.G.A. distribution to util- 
ities and dealers of window and 
floor display pieces, easels, stream- 
ers, pennants and jumbo price tags; 
publicity stories, radio commercials 
and spots and newspaper advertis- 
ing mats, and through placement 
of community-wide advertisements 
by local utilities. 

Last year’s “Round-Up” was 
staged from Sept. 3 to Nov. 30. 

(Please turn to top of page 216) 
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YOU be the Judge! Compare | 


Sidvubont 


With Any Other Products 











Your success - and ours - depends on 


the quality of the merchandise we sell. Pe 


Harrison has consistently set and main- 
tained the highest standards of design, ~_ 
materials and craftsmanship because it — my 


is the best insurance available for the 

continued success of both of us. Com- > 

pare these products with ANY others is 
anywhere, and keep in mind that real Ne Oh, 


profits come from quality merchandise. 




















Gas Hot Water Heaters 
For ANY Size Family S 


Two or Five Year Warranty 
Competitively Priced 
High Efficiency Rating 

















12 gauge zinc clad steel tank, 
high port burner, Fiberglass in- 
sulation, baked enamel finish. 
Deluxe and Economy Models 





















Harrison offers a 
complete line of oe 
Standard and Cus- ==: 
tom Steel Kitchen = : 
Cabinets and All 

Accessories 









Spring Hinges 
oe Heavy Gauge Steel 
“—Cabinets in 5 Colors or White 
Welded Construction 

Insulated Doors 
Roller Drawers 




















Complete Kitchens or 





e Modern Design 


e Rounded Corners 


Cabinets for 
ANY Sink 
















e Heavy Gauge Panels 


e Rounded Entrance Steps SEND COUPON NOW! 


e White Baked Enamel Panels To: Harrison Steel Cabinet Co. 
4718 West Fifth Avenue Chicago 44 





Please send further information on: 
Water Meatere: oe ck ere 
MN Ck 0x 0h po obs bees 
SMOWSY Biss. 6.csccacecace 

Please have representative call 


CTEEL CABINET COMPANY have representa 










































































Part Two of a Series 


on Automatic 
Washing Machine 
Promotions 


MAPPING STRATEGY: 


Tom Jones and George Detweiler 
are shown as they plan strategy for 
“Operation Glenn’s Ferry,” the 
company's highly successful auto- 
matic washer campaign, which was 
conducted during a 10-day period 
in a town 90 miles from Twin Falls, 
Idaho (see map at right). Details 
of the promotion, which sold 200 
machines, are given in the article. 
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AY MORNING 


ORE often than not, a good offense 

| VI is the best defense against opposi- 

tion—and it’s true regardless of 

whether the resistance is encountered in 

the field of sports or the field of merchan- 
dising. 

To prove the point, Detweiler Brothers 
of Twin Falls, Idaho calls attention to a 
$50,000 gross in a 10-day period as a 
result of a whirlwind “offensive” launched 
to spark the sale of automatic laundries. 
Sounds impossible? Here’s how it was 
done. 


First, while the campaign itself was of 
short duration, the effort was carefully 
planned from start to finish. It was de- 
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PECIAL 


cided to concentrate on a single 
product—automatic washers—and 
a single target-area. Glenn’s Ferry, 
a town of 2,000 population, 90 miles 
west of Twin Falls, was selected. 
The choice evolved from the fact 
that there was no franchised dealer 
in Glenn’s Ferry; it is a railroad 
town with much of its economy 
dependent on and concentrated 
around “payday” for the railwork- 
ers, hence, ideal for a well-timed 
“invasion.” 


Pre-invasion strategy consisted 
of a direct-mail, radio and -news- 
paper advertising barrage. Fifteen 
days before invasion day, a manu- 
facturer’s mailing piece on the 
home laundry was sent to 2,165 box 
holders in the town. Detweiler’s 
name was on each piece, but no 
mention of a house-to-house cam- 
paign was made. Five days later, a 
second full-scale mailing went out 
—this time a different piece on the 
home laundry. A day before sales- 
men descended on the town, a 
third mailing went to every citizen, 
again with no mention of a house- 
to-house campaign. 


The Salesmen Go to Work 


On a Thursday before the Mon- 
day that the sales crews were to 
arrive, a quarter-page ad on the 
home laundry was placed in the 
local weekly—still no mention of 
salesmen, or advance notice. 


The stage was now ready and on 
a Monday, crews of salesmen ar- 
rived at the town at 8:00 A.M. 
There was a calculated reason for 
arriving at the hour, the day, and 
the time of the month that they did. 
With 90 percent of the town’s 


(Please turn to top of page 219) 


Here’s how Detweiler Brothers, of Twin Falls, 


Idaho, went out of town to sell 200 automatic 


washing machines in a town of only 2000 pop- 





ulation, in just 10 days... 


The Washer Promotion in Brief 
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Careful planning far in advance of the actual cam- 
paign permitted adequate time to work out each step 
in complete detail from start to finish, thereby ruling 
out any chance of hap-hazard methods or “mixed 
signals” which might have tended to slow-up the 
campaign or render it less effective. 


Selection of the market area was given careful con- 
sideration. Preliminary research pointed to Glenn’s 
Ferry, a town 90 miles west of Twin Falls, with a 
population of 2,000. Since 90 percent of its people 
were railroad workers, traditionally stable and 
steady, they were considered ideal for prospects and 
customers. 


Timing was all-important. The actual “invasion” of 
the town by the salesmen was set for the Monday 
after a Saturday payday so there would still be some 
money around. This factor is doubly important in a 
town whose economy is largely dependent and con- 
centrated on “payday” for 90 percent of its popula- 
tion. 


A pre-invasion barrage of manufacturer’s literature 
with the Detweiler name printed on each piece paved 
the way for house-to-house calls. Separate mailings 
were made; the first 15 days before the invasion, the 
second five days later and the third the — before. 
Quarter-page newspaper ads were run the Thursday 
prior to the Saturday “payday.” 


With the groundwork laid, salesmen descended on 
the town, divided it into blocks, with each salesman 
assigned 60 homes to call on. Each man was armed 
with a bar of soap as a give-away, a book of signed 
testimonial letters from satisfied users, and a well 
rehearsed sales pitch. Ten days and 200 home laundry 
sales later the successful campaign ended. 
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AT HOME IN 
:. TIGHT SPOTS... 


















20 gallon capacity with 
exceptional heat recovery 
(31 gallons per hour) 


Easy-to-clean, durable, spark- 










ling Dupont Dulux finish 
v cify 
fo are spe : Grayson Unitrol Jr. Control 
eowners than ie economicd oa assures safe and thrifty auto- 
More hom ae for sates i keepin matic performance 
ing REPUBLIC . embef, REPUBLIC constantly! instant finger-tip temperature 
formance: ose le in hot iti } adjustment 
millions o peoP ¥ Amazing one-piece Banjo 
¥ Burner equalizes heat distri- 


bution 


"4 Lifetime Fiberglas insulation 


A.G.A. approved .. . also a 
5 Year Republic Warranty 
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HEATER CORPORATION 


2231 RANDOLPH ST. e HUNTINGTON PARK, CALIFORNIA 
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HOW MUCH 


APPLIANCE 
INVENTORY 


SHOULD | 
CARRY? 


NVENTORY CONTROL, im- 
portant at all times, is doubly 
important right now in view of 
fluctuating markets and the many 
uncertainties prevailing in to- 
day’s economy. There is, in fact, 
a seeming paradox in that, on the 
one hand, we have the threat of 
shortages of raw materials, pro- 
duction cutbacks, and other fac- 
tors adding up to fewer appli- 
ances to sell, while on the other 
hand many industry leaders ad- 
vance the opinion that a shortage 
of customers is the factor which 
will dominate industry planning 
in 1952 (see page 131). 
However, there are certain 
basic rules and principles of in- 
ventory control which can. be 
successfully applied to the prob- 
lem. These principles can best 
be emphasized by discussing 
three aspects of inventory con- 
trol: working capital, sales plan- 
ning and sales capacity. 
It is academic to state that 
some adequate method of rec- 


ord-keeping is essential. Whether 
the appliance retailer has an 
elaborate visual type perpetual 
stock control or employs his own 
method of record-keeping—there 
is no substitute for knowing ex- 
actly what is in inventory at 
all times and what unfilled or- 
ders are on hand with suppliers. 
However, it’s surprising how 
many appliance retailers do not 
know at any given time the act- 


By Harry Price, JR. 
Vice President, National 
Appliance and Radio 


Dealers Assn. 





ual condition of their inventory. 

Now, let’s tackle the subject on 
a broader basis: 

First—Working Capital. Re- 
gardless of all other factors, there 
must be a limit to an inventory 
investment. To a great extent 
this is determined by net work- 
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The answer can’t be stated in a simple 


ning and sales capacity, as shown here 









formula. However, a sound decision can 


be based on working capital, sales plan- 


ing capital. Many of us have 
never stopped and analyzed just 
how much money of the total 
monies invested in our respec- 
tive businesses are available for 
buying and selling. 

Money tied up in fixed assets, 
such as store improvements, fix- 
tures, equipment, trucks or real 
estate, represent net worth, but 
except to use as collateral when 
borrowing money, they are of 
little dollar help when, paying for 
inventory. : 

Net working capital is cash 
plus inventory and receivables 
that will be converted into cash 
in the normal business cycle— 
plus prepaid expenses—less total 
quick liabilities. 

There are certain hidden pit- 
falls to watch which might un- 
dermine working capital. 

If receivables are slow or un- 
collectible, they must be deduct- 
ed from net working capital. 

Poorly selected inventory that 
(Please turn to center of page 205) 
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demand 
ETROIT CERTIFIED 


THE NEWEST ADDITION TO A QUALITY LINE! 


Here’s brand new evidence of what most heat- __in solenoid valve design and is engineered for 
use on a wide variety of gas fired units. So 





ing men have known for years—it pays to 
demand DE®OIT! Why? Because DEO" Certified insist that your source of supply furnish DETROIT 
i Certified Controls with all your heating equip- 
ment. We guarantee you'll be doing yourself 
and your customers a lasting favor! For further 
facts, write for Bulletin No. 234. 


Controls are designed and built with one pur- 
pose in mind ... to make any heating unit better! 
And one sure way to make gas heating units 
better is to install DEROMS new V-541 Magnetic 
Gas Valve. Having many new and outstanding 


y ° ° ° 
e% s » V-541 is a truly significant advan 
f atures, the V o4 a8 @ omy Eg — | No. 411 Thermostat—A sensitive and 


accurate Timed Cycling thermostat for all 
types of heating systems. Provides close 


i if control of room temperature. Attractively 
j styled, easily installed and adjusted. Write 
‘ j for Bulletin No. 193 and Form No. 1545. 


RICATOR COMPANY 
DETROIT HEATING AND REFRIGERATION CONTROLS ¢ ENGINE 
5900 TRUMBULL AVE., DETROIT 8, MICHIGAN 1X SASETY CONTROLS © GAY Values Aaes On Memes Sou. 


Division of American Rapiator & Standard Sanitary corroration NSION EFRIGERATION 
RAILWAY & ENGINEERING SPECIALTIES, LTD. MENT ¢ OES EXPA VALVES AND R 
Canadian Representatives in Montreal, Toronto, Winnipeg. . ACCESSORIES e STATIONARY AND LOCOMOTIVE LUBRICATORS 


Senung home and industry 
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What's Ahead for Hot Water 


and Steam Heating in 92? 


Members of the Institute of Boiler and Radiator 
Manufacturers conclude that 1952 will not be a 
peak year, but will be a satisfactory one 


IN A SYMPOSIUM on current busi- 
ness conditions in the industry, 
members of the Institute of Boiler 
and Radiator Manufacturers—in 
their annual meeting at the Sea- 
view Country Club, Absecon, N. J. 
—expressed the opinion that 1952 
will not be a peak year, but will be 
a satisfactory one for the hot water 
and steam heating industry. It was 
pointed out that the demand for 
heating equipment has firmed up 
in recent weeks. The _ general 
opinion was expressed that there 
will not be as much inventory buy- 
ing in 1952 as there was late in 
1950 and early in 1951. 


Research to Seek Answers 

In reporting on the research pro- 
gram which the Institute sponsors 
at the University of Illinois, Pro- 
fessor Harris said that two major 
studies will be made during this 
heating season. 

One of these is a study of “effec- 
tive heat” for different types of 
heating units under actual use con- 
ditions and the other is a study of 
panel heating systems. 

Professor Harris reminded mem- 
bers of the Institute that some of 





the points covered in past reports 
and in Engineering Experiment 
Station bulletins originating from 
results of the I-B-R research pro- 


gram at the university are: 

1. Effect of radiator design and 
placement on room air tempera- 
tures and air motion. 

2. Heat losses through radiator 
recesses of different design. 

3. Pipe size reduction and the 
simplification of piping systems. 

4. Fuel savings resulting from 
night set back of thermostat. 

5. Fuel savings resulting from 
the closing of bedrooms. 

6. Availability of hot water and 
the cost of heating hot water with 
different types of indirect water 
heaters. 

Professor Harris explained in de- 
tail the results of a chimney study 


(Please turn to top of page 159) 








Attending one of the 1-B-R Schools of Modern Heating at the U. of Ill. were (I to r): 
Prof. N. A. Parker; Dean M. L. Enger; Robert E. Ferry, general manager of 1|-B-R; 
Prof. R. J. Martin, in charge of the meeting; and A. C. Willard, who started the work 
which has made the U. of Ill. a center of heating research and information. 


I-B-R School of Modern Heating Announces ‘52 Schedule 


Tue I-B-R Scuoot of Modern 
Heating is planning an aggressive 
program of instruction on new and 
improved methods for the design, 
calculation and installation of mod- 
systems (both conventional and 
ern hot water and steam heating 
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radiant panel) during 1952. 
Following is the latest schedule, 
announced last month by R. E. 
Ferry, general manager of the In- 
stitute: 
February 5-7: Williamsport, Pa., 
(Please turn to center of page 159) 
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Timken Silent Automatic 









Dealers can sell equipment 









for all three fuels under 
one famous name! 
CAN YOU? 












q 
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For more factory firepower in 
your local salespower...turn to 











e A complete line ... for oil, gas and coal ... 
spearheaded by the famous Timken Silent Auto- 
matic WALL-FLAME oil and gas burners e Oil 
to gas conversion kits e Year-’round factory-paid 
magazine and newspaper advertising e A 25-year- G 
old name the public knows and respects e Point- 
of-sale helps for every sales situation e Frequent 
calls by competent sales and service representa- 
tives e Time-tested business administration pro- 
grams e Factory help on finding, hiring, training 
and supervising sales and service personnel e Ex- 
pert plan and engineering service e PLUS that 
most priceless ingredient of all: A sincere and 
active interest in helping you succeed and prosper! 
Choice territories now open. Write today.” 
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Servel offers the webileot choice 
of energy source 


DOMESTIC ENGINEERING 


You’re ahead 4 ways when you 


_ SELL SERVEL 


AIR CONDITIONING EQUIPMENT 


EXCLUSIVE ADVANTAGES OF SERVEL “ALL-YEAR’’ 
AIR CONDITIONING OPEN NEW SALES POSSIBILITIES 
2 «e NEW TOP-PROFIT INSTALLATIONS TO YOU! 


With the addition of oil-fired units, 
Servel now has a line of air condition- 
ing units that enable you to sell your 
prospect an air conditioner that uses 
the most economical energy source 
available. Only Servel provides you 
with air conditioning units that oper- 
ate on gas, oil, LP gas, waste heat or 
steam from any source, any pressure. 


to fit your entire market 


The full range of Servel air condi- 
tioning equipment enables you to 
sell every prospect from the resi- 
dental and small commercial buyers 
to the large commercial, industrial 
and military type installations. The 
25-ton Water Chiller especially opens 
up new sales opportunities in the in- 
dustrial and military field where large 
equipment is needed for cooling and 
process work. 


SELL SERVEL . . . the air conditioning that offers low operating costs, 





dability in home, commercial or industrial installations. 


AIR CONDITIONING 


Made by the makers of the famous Servel Refrigerator 


SERVEL, INC. © Evansville 20, Indiana 


Servel ‘no moving parts” design 
cuts maintenance cost 


Operating on the famous absorption 
principle, Servel units require no mov- 
ing parts in their cooling systems. 
They deliver quiet, continuous, vibra- 
tionless operation at peak performance 
... year after year... and, because 
there is nothing in their cooling sys- 
tems to wear out, require a minimum 
of maintenance! 





Servels have a five year 
factory warranty 
The perfected Servel ab- 
sorption refrigeration unit 
is warranted for five full 
years! Five times as long 
- as all other air condition- 
ing units having compara- 
ble capacity. 
Servel air conditioning 
zi offers low operating costs, 
eT GERVEL, His Ee proven dependability, 
i ee ss vibrationléss operation— 
ms and an exclusive 5-year 
warranty. 


Get the full profit story today! 


Servel, Inc., Dept. DE-2, Evansville 20, Indiana 


Gentlemen: 
I’m interested in making more money selling Servel Air Condition- 


ing. Rush me additional information on the exclusive Servel sales 
and profit advantages! 

Name___— 

A) 
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How Would YOU Heat this 


House? Among the problems: Large glass areas, both small 
a 


and large rooms and a northern exposure 






















ODERN architecture, frequently insistent upon extra thin 

walls and large panels of glass, poses many problems for 
the heating contractor. And, as designs become more extreme 
in their emphasis on the more efficient utilization of all available 
living space—often at the expense of conventional heating areas, 
these problems are bound to increase. 

However, as the case history presented in this article illustrates, 
the heating industry is meeting and beating these problems. New 
and improved heating equipment developed by manufacturers, 
ideas tested and approved by the industry’s laboratories, and the 
practical innovations developed on the job by the heating con- 
tractor himself make up a combination difficult to dismay. 

The house illustrated above and at left looked good on paper 
. . . good and difficult. Perched high atop a sand dune on the 
shore of Lake Michigan (Beverly Shores, Indiana), the house 
presented a huge northern exposure of glass. And, as if one 
such wall were not enough, architect Otto Kolb had added one 
and a half more . . . over 60 feet of glass in one room alone. This 
was but one of several heating problems facing contractor Robert 
F. Becht when construction started. The reader is invited to 
consider the heating data and problem. analysis on the facing 
Top of page: Artist's drawing of the home with page and then answer the question posed by the headline. (Turn 
heating problems. Above: Photo of entrance way. to page 156 for the actual solution.) 
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PROBLEM “A room with a view” might 
well serve as a theme song for this room. 
It was, in fact, all view.’ Two and a half 
walls of plate glass: this was by far the 
most difficult heating problem. And then 
there was the matter of the fireplace. 
Constructed inside the room, it also 
served as a huge radiation panel. What 
part could it play in the heating system? 


PROBLEM Small rooms are intimate and 
cozy, but they often create circulation 
problems. With much built in furniture 
to complicate even further the location 
of heating fixtures, the tiny rooms in the 
two-story section (see floor plan above) 
called for ingenuity on the part of the 
heating contractor. Construction pe- 
culiarities prohibited the location of 
supply and return ducts in each room, 
and the placement of thermostats for 
proper balancing was a delicate matter. 


PROBLEM Located in Florida or in South- 
ern California, this house would have 
posed few heating problems. But in- 
stead, it was built on the shore of Lake 
Michigan, well-known for its cold win- 
ter winds. Gales coming off the lake 
sometimes reach fantastic speeds... 
30 mph are not uncommon, and 60 mph 
have been reported. And this house was 
located high above the lake on a sand 
dune. With but a few leafless trees to 
serve as an ineffectual wind-break, the 
northern exposure—all glass—would be 
forced to absorb all the punishment these 
frequently-below-zero winds had to offer. 
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Engineering and 


FACT tnstaliation data 
FILLED 


"TET ] FORCED CIRCULATING HOT WATER 


HERE'S valuable help for you! Designing and in. 
stalling forced circulating Thrush Flow Control Hot Water Heat is greatly simplified by the many diagrams 
and tables contained in this book. It has been improved and expanded to nearly double its previous size 
with a large section on radiant heating engineering. Various zoning methods are fully described. One- 
pipe and two-pipe flow control systems are illustrated and designed step by step for further simpli- 
fication. The book is in four parts. Boiler details are featured with appropriate wiring diagram shown 
for each installation. Capacity tables are presented in new form for sizing of mains, branches and selec- 
tion of Thrush Equipment. Domestic water installations, unit heater hook-ups and even snow melting 
applications are covered. Installation of the complete Thrush Flow Control System has always been simple 
and easy, but now you will find it easier than ever. The forty fact-filled pages of this new Thrush Manual 
will be invaluable to you on every hot water job you install. 


lf you are not now installing Thrush H.A.THRUSH AND COMPANY 


Equipment, it is time to get acquainted. 


See your wholesaler or ask for more in- 


Contnaiien an the seupen. Department A-2, Peru, Indiana 


O Weare using Thrush Equipment. Please send us your new, simplified 
& e Engineering and Installation Manual. 
m @ il th i S$ OO We have not been users of Thrush Equipment but would like to have 
your literature. 


coupon mame 


ADDRESS 
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Delco-Heat Cast Iron Boiler. 
Here’s the boiler that has the 
respect of everyone who has in- 
stalled it. Plumbers are quick to 
recognize its many quality features. 
It’s the only wet base type boiler 
powered by the exclusive Roto- 
power Oil Burner, and it has a 
separate copper heating coil to 
provide plenty of hot water for 
year ‘round household use. Its 
boiler sections have streamlined 
fins which are curved, tilted and 
arranged so that the heat travels 
58% further than if it went in a 


straight line. As a result more heat ' 


isabsorbed and put to work. Three 
models are available with E.D.R. 
capacities from 350’ to 800’ net 
steam and from 560’to 1290’ net 
hot water, 


Delco-Heat Steel Boiler. Low in 
cost, the Series “S’” Oil-Fired 
Boiler is ideally suited for radiant 
heating systems— or conventional 
steam or hot water systems—in 
popular-size homes. Burner and 
controls are located on front of 
the unit for easy installation in 
restricted areas, and to simplify 
servicing and adjustment, Capaci- 
ties: 300’ net steam, 480’ hot water. 


For a good deal 





DEAL WITH DELCO 
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You ean build a bigger, 
MORE PROFITABLE BUSINESS 


GENERAL MOTORS 


DELUO-HEAT 


Delco-Heat products are packed with selling features that ap- 
peal to all buyers. And because Delco-Heat has a complete line, 
the distributor is able to answer every heating need on a com- 
petitive basis. Hundreds of thousands of installations are proof 
that home owners recognize Delco-Heat quality and value. 

Advanced engineering techniques and General Motors’ ex- 
perience enable Delco Appliance to sell at prices as low as 
any in the industry. Delco-Heat units have complete flexibility 
of installation, too, which makes them easier to install. This 
means lower labor costs on the job. ‘ 

The unexcelled selling features of the Delco-Heat line—the 
competitive prices, and the wholehearted factory selling sup- 
port—all enable the Delco-Heat Retail Distributor to build a 
bigger heating business and make more money. Get all the 
facts now. For information on a Delco-Heat franchise, send 
the coupon below. 


Clip and Mail Today! 
DELCO APPLIANCE DIVISION 


General Motors Corp., Dept. DEH, Rochester 1, N. Y. 
Please send me information about a Delco-Heat franchise. 


Se a 
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How Would YOU Heat 


This House? 
(Continued from page 152) 


AFTER CAREFULLY weighing all of 
the problems involved—those sug- 
gested by the design data and those 
imposed by the locale, a decision 
was reached to install a forced 
warm air heating system with an 
oil-fired furnace. 

For the large living room, con- 
tractor Robert F. Becht ran five 
outlet ducts to the perimeter, thus 
replacing the heat loss at its source 
and neutralizing the fall of cold air 
down the glass radiation panels. 

The duct, located on the inside 
wall near the floor (see photo 
at right, below) is not strictly 
speaking, a cold air return. Serving 
primarily as a pressure release, this 
opening permits the cold air to 
empty into the wall space . 
there is no duct leading to the 
furnace area. 

The fireplace, in especially cold 

» weather, becomes an integral part 
of the heating system. The stone 
becomes a highly beneficial warm 
radiation panel, while the fire, 
drawing in air off the floor from 
the center of the room, serves to 
increase the rapidity of air circula- 
tion, thus assisting the furnace to 
do its job more efficiently. 

To heat the two-story section 
containing the small rooms, one 
outlet each was run to the kitchen, 
the bathroom and the bedroom. 

(Please turn to page 193) 























Above is a simplified blueprint 
of the actual heating installa- 
tion. This warm air perimeter 
crawl space duct system sup- 
plies heat to the areas of most 
severe heat loss. Limited budget 
also complicated the problem. 
(Second story is shown at right.) 





At right is the oil-fired warm 


air furnace (135,000 Btu) used An 

to heat this “problem house.” cor 
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ani 
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In 
Contractor Becht points to one 
of the five warm air outlets in 
the glass-enclosed living room. 
Above is the cold air pressure 
release and combustion supply 

to basement. (No ducts used.) FOR F 
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PROFITABLE SALES TIP FOR YOU... 


cl ~ homeowners 
want To stop 


> HOT-n-( 

















And homeowners everywhere are learning that real heating 
comfort... the kind of comfort they want ...can be theirs 
with modern, automatic heat cqntrolled by PENN’s beat- 
anticipating room thermostat. 

What does it mean to you? It means better-satisfied cus- 
tomers, more sales and higher net profits! 

O» your next heating job, use PENN controls. Remember 

.. they are available for every type of heating system with 
every kind of fuel. Ask your burner manufacturer, whole- 
saler or write Penn Controls, Inc., Goshen, Indiana. Export 
Division: 13 E. 40th Street, New York 16, N. Y., U.S. A. 


In Canada: Penn Controls Limited, Toronto, Ontario. 
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eT OUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, PUMPS, AIR COMPRESSORS, ENGINES, GAS RANGES 
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Centrifugal Refrigeration for the Small Job, Too 


Now air conditioning installations as small as 
45 tons can have all the advantages of centrifugal 
refrigeration. For years the flexibility, the safety and 
the economical operation of the centrifugal compres- 
sor were limited to the larger job. But Trane has 
changed all that with the CenTraVac. 

The CenTraVac is a completely self-contained, 
hermetically sealed water chilling unit. Light in 
weight—small sizes weigh under 15,000 pounds. It 
can be installed in basement or penthouse, in new or 
existing buildings. No special bases are necessary. 
Only simple water and electrical connections are re- 
quired. First costs are surprisingly low. Push button 
operation eliminates the need for extra attendants 
—thus, maintenance costs are kept at a minimum. 

Operating efficiently over a range from 100 to 
10% of rated capacity, the Trane CenTraVac is 


ideal for the small job—industrial offices, precision 
manufacturing areas, small theatres, post exchanges. 
Yet, the CenTraVac is equally at home on the larger 
installations. It is available in five sizes to 190 tons. 
Single or multiple installation may be made. For 
more details, contact the Trane representative in 
your area or write for CenTraVac Bulletin S-399. 


Trane Builds Both! 


For applications in the 10 
to 50 ton range, Trane man- 
ufactures a complete line of 
reciprocating compressors 
and condensers. These 
smooth, quiet operating 
units pack maximum capac- 
ity in a minimum of space. 




















TRANE 


MANUFACTURING ENGINEERS 
OF HEATING, VENTILATING AND 
AIR CONDITIONING EQUIPMENT 
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ANY, 1S. 
Saves Power—The exclusive Trane No Sheft Seals—Impellers mounted High * ccacagaee, True radial blade we ee Comps » A CROSSE, 7 
capacity control feature. Variable in- on a double extended shaft motor impellers produce flat characteristic  Fastern Mfg. Division . . . Scranton, Po. 
let guide vanes permit the unit to are hermetically sealed in this unit. curve—so desirable in centrifugalcom- Trane Company of Canada, Ltd., Toronto 
operate down to 10% of its rated Air, enemy of capacity, is sealed out. pressors. Curved buckets at each 
capacity by regulating the flow of Maximum effectiveness is maintained blade entrance also contribute to OFFICES IN 80 U. S. AND 
cokigarant into the impeller. at all times. high efficiency. 14 CANADIAN CITIES 





They'll Be in the Driver's Seat in 52! 


(Continued from page 131) 


labor-savers. We see no appliance 
seller’s market arising from pro- 
duction restrictions announced for 


this year.” 

Actually, Mr. Hurley said, alter- 
nate materials programs and man- 
ufacturing ingenuity will permit 
all divisions of the appliance in- 
dustry to produce a “highly satis- 
factory” number of units in 1952. 

Mr. Hurley said he believes the 
public thinks so too. This belief, 
plus the fact that income taxes and 
high living costs have cut into the 
buyer’s spending money, he in- 
sisted, “spells one thing: in 1952 
we will have to sell our production 
of merchandise, whatever it may 
be, harder, more vigorously and 
more intelligently than in the im- 
mediate past.” 

Other speakers at the meeting 
said that to meet this challenge, the 
appliance merchandiser will have to 
throw off his addiction to the nar- 
cotic of crisis. This was defined as 
the dependence on artificial stimu- 
lants to send a scared public 
streaming into his store, demanding 
merchandise. 

Contending that the public has 
been “needled to death” and just 
doesn’t scare anymore, Mr. Hurley 
warned dealers: “Please don’t 
stand complacently in your place 
of business, smoothly shaven and 


well-pressed, and expect Mrs. 
America to wear out the hinges 
on your doors. She has become an 
old-fashioned housewife again. She 
wants to be sold; she wants to be 
told why, and she wants to ask 
questions. You’d better have the 
answers.” 

Some of the answers to 1952’s 
competitive problems were given 
by other notable speakers at the 
convention, among them: Walter 
F. Muhlbach, president of The In- 
stitute of Cooking and Heating Ap- 
pliance Mfrs., who spoke on stove 
promotion (page 142, this issue); 
E. L. Hinchcliff, sales manager of 
Amana Refrigeration, Inc., who 
spoke on freezer promotions; R. M. 
Mitchell, sales manager of Whirl- 
pool Corporation, who spoke on 
automatic dryer promotions; R. E. 
Snyder, economist consultant for 
NARDA, who discussed facts as the 
foundation of sales; H. B. Price, Jr., 
vice-president of NARDA, who ad- 
dressed the group on the subject of 
inventory control (page 139, this 
issue); Glen McDaniel, president 
of the Radio-Television Mfrs. 
Assn., who spoke on the outlook 
for television in 1952; and Mort 
Farr, president of NARDA, who 
discussed servicing. 

Additional reports will be pre- 
sented in forthcoming issues of 
DomEsTIc ENGINEERING. 





I-B-R Annual Meeting 


(Continued from page 149) 


made in the I-B-R Research Home. 
The purpose of the study was to 
determine the amount of heat ob- 
tained by the house from the inside 
masonry chimney. 

It was found that for average 
winter weather (about 34°F. 
indoor-outdoor temperature dif- 
ference) the heat recovered by the 
house from the chimney in the re- 
search home accounted for from 
14 to 17 percent of the heat loss of 
the house. These percentage values 
decreased slightly at higher indoor- 
outdoor temperature differences. 

Studies indicate that it is de- 
sirable to compensate for the gain 
of heat from a chimney in esti- 
mating the radiation requirement 


for rooms. 

R. E. Ferry, general manager of 
the Institute, said that over a 
period of 14 years members of the 
Institute have provided $1,074,- 
679.00 in furthering the hot water 
and steam heating industry through 
I-B-R. 

This amount of money, Mr. 
Ferry further explained, is divided 
roughly: 

17 percent for research; 30 per- 
cent for publicity and promotion; 
6 percent for educational work with 
the trade and wholesalers, and 
47 percent for operating the Insti- 
tute so that the engineering, re- 
search, promotional and educa- 
tional activities may be conducted. 

Mr. Ferry summarized the out- 
standing major achievements of 
I-B-R as the development of a 
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boiler rating code, the I-B-R re- 
search program, the preparation 
and publication of six I-B-R in- 
stallation guides, the distribution of 
boiler operating instructions, the 
consumer advertising campaign, 
I-B-R baseboard ratings, fin tube 
ratings, the work which has been 
done on an indirect water heater 
code, the short courses, and the 
School of Modern Heating. 

In referring to the installation 
guides, Mr. Ferry urged all mem- 
bers of the Institute to see to it 
that their customers figure jobs by 
I-B-R methods. 

“The I-B-R method reduces the 
cost of materials alone by $400 or 
$500 as compared to rule-of-thumb 
methods,” Mr. Ferry said. 

The following officers were re- 
elected: Stanley K. Smith, presi- 
dent of the H. B. Smith Company, 
Westfield, Mass., chairman; Wes- 
ley J. Peoples, president of the 
United States Radiator Corporation, 
Detroit, vice chairman; and R. E. 
Ferry, general manager. 


Schools of Modern Heating 
(Continued from page 149) 


YMCA Social Hall; February 13- 
15: Buffalo, N. Y., Hotel Buffalo; 
February 18-20: Cleveland, Cleve- 
land Engineering Society; Febru- 
ary 26-28: Chicago; 

March 4-6: Milwaukee; March 
11-13: Ames, Ia., Iowa State Col- 
lege; March 18-20: Indianapolis, 
Ind.; March 25-27: Louisville, Ky. 

April 1-3: Richmond, Va.; April 
16-18: Baltimore, Md.; April 22-24: 
Greensboro, N. C.; April 29-May 1: 
Charlotte, N. C.; 

May 6-8: Birmingham, Ala.; May 
13-15: Jacksonville, Fla.; May 19- 
21: Atlanta, Ga.; May 26-28: Pitts- 
burgh; 

June 3-5: Rochester, N. Y.; June 
10-12: Binghamton, N. Y.; June 17- 
19: Newark, N. J.; June 24-26: 
Hartford, Conn. 

The I-B-R School of Modern 
Heating is a practical, three-day 
course which provides instruction 
in the design and installation of 
hot water and steam heating. 

Tuition for the three days is 
$23.00. Students wishing further 
information may obtain it from The 
Institute of Boiler and Radiator . 
Manufacturers, 60 E. 42nd St., N.Y. 








Oil Burner Servicing 
(Continued from bottom of page 99) 


contractors and their mechanics still use black 
asphaltum. Before the advent of these new paints it 
was the accepted practice of heating men to use this 
material for everything paintable. Now, however, 
with more attractive covering materials readily 
available, it appears wise to make use of them. 

Housewives are women, and it would be difficult 
to find a woman who actually likes black asphaltum, 
especially in the house. The housewives, when they 
have clean automatic heat, frequently hang their 
washing in the basement. They brush against the 
tank and some of the black stuff comes off occasion- 
ally. Servicemen hear many complaints about this 
covering. Also, it is difficult to paint over if a new 
color is desired. 

Why not try a standard type paint on tanks, one 
that hardens to a decent finish coat? Some contractors 
have found that floor paint is good, some paints come 
ready to spray from their containers. Aluminum is 
good looking; it makes the whole job more attractive. 
It may easily sell another 


Steel barrels or other rugged containers should be 
delivered to the job with the materials. All incidental 
dirt is placed in them, instead of being left in corners 
to be kicked around while the work is in progress. 

When a twin-tank installation is made, twice the 
space is taken from the basement. This may place a 
severe limitation on the plans of the owner. He should 
be consulted as to the placement of the tanks and 
shown various positions of the two before the instal- 
lation is made. Fig. 1, page 98, illustrates three 
methods. 

Other Tank Locations 

There are other combinations. It is not even neces- 
sary that the tanks be located together as long as 
regulations are satisfied, and the correct connections 
can be made. However, they should be at exactly the 
same level, even though variations exist in the cellar 
floor. When placed together, care must be taken to 
keep the sides and ends plumb, so that there will be no 
“skew” to mar the appearance of the completed job. 

A problem that presents itself on a certain per- 
centage of conversion jobs is that of preventing the 
burner from blocking an important passage in the 

cellar. As arranged for 








burner for you. Occasion- 
ally a customer may re- 
quest that the tank be 
painted one certain color. 
If at all possible, this re- 
quest should be respected. 
It will probably cost little, 
and for the price much 
good will may be pur- 
chased. 

In setting up the tank 
there are often a lot of 
cellar goods to be moved. 
Some house owners will 
move them before the in- 
stallation men get there if 
they are informed before- 
hand when the installation 
is to be made. Others will 














hand-firing, there was no 
such problem, and there 
was far less use of the 
basement than can be ex- 
pected after the oil burner 
is installed. Fig. 2-A, page 
98, illustrates a burner 
poorly installed from this 
viewpoint. Side-firing 
would be a solution to such 
a problem. 

Some contractors might 
go to the trouble of cutting 
a hole in the side of the 
boiler-base to provide 
side-firing when necessary. 
This is a time-consuming 
operation when done with 
a drill. Great care must be 











consider it the installer’s 
job to move them. In any 
case, this property should 
never be handled as if it is 
junk, even if it is. Good will is based on respecting 
the other person’s sense of values, however ridiculous 
they might appear. 

When installing a complete unit, it is usually neces- 
sary to remove an old boiler or furnace. It is good 
practice to clean it thoroughly before disassembling 
it, scraping it clean of asbestos at the same time. The 
mechanics will keep themselves much cleaner 
throughout the installation if these things are done 
first. The basement will remain cleaner, and there will 
be less dirt to be tracked or blown around the rest of 
the house. It is also good practice to set the old boiler 
aside, far from operations. If the contract calls for 
removing it from the premises this should be done as 
early as possible, thus providing more and cleaner 
working space. 


“You will note from my costume that a 
new sales drive is getting under way.” 


exercised to prevent crack- 
ing the cast-iron base. It 
would also be hazardous to 
try to do it with a torch. 

It is possible, however, to turn the base of most 
round boilers to any desired position without disturb- 
ing the boiler itself, or the connected piping. The 
result will look as shown in Fig. 2-B. Notice the 
amount of space gained. 

After cleaning down the boiler and removing the 
grates and front base-plate, the boiler is raised about 
Y in. above the base by means of a strong automobile 
or construction jack. Heavy lumber, no less than 4x4, 
is used as shown in Fig. 3, page 99, for this process. 
If it is difficult to secure a good lifting surface on the 
crown-sheet, additional 1-in. pieces of lumber are 
used at this point to distribute the weight. 

While there is practically no danger of damage to 
the boiler when this is done, the operation should 

(Please turn to top of page 170) 
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If you're interested in 
selling a great nationally advertised line 
Complete Units and of equipment with unusual factory help it will pay you to 


Conversion Burners rYs¥ale Mh de] ae all -hdd-i-e olole) ot 


for Gas and Oil 


TORIDHEET Division, Cleveland Steel Products Corp. 
7320 Madison Avenue, Cleveland, Ohio 


4 
c ae ae A ND I'm interested in how TORIDHEET helps its dealers make money. 


@ Please send free book “The ABC's of Making Money with TORIDHEET”. 
2 
Name 


AUTOMATIC HEATING 
Company 





The Cleveland Steel Products Corporation Speer 


7320 Madison Avenue + Cleveland 2, Ohio 
Affiliated Canadian Manufacturers City Zone State 
nroy Mtg. Company, Ltd., Catherine St., St Catherines, Ont 
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I. EXTRA CAPACITY 


(on smaller sizes ) 


"4" 
FULL 11/2” CAPACITY FoR ALL SIZES { ne hii 
Taco circulators have that extra Capacity needed for 


today's modern small pipe radiant heating jobs (panels, 
convectors, radiators or baseboards). 
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wrench, screw driver and 
allen set screw wrench. 
Taco's carbon seal runs 
Ogainst a stainless steel 
seal eliminating any wear 
in bracket, 

















Self-Siphonage of Fixture Traps 


(Continued from bottom of page 103) 


in detail in article one of this series), an investiga- 
tion of the effects of rate of discharge, and of the 
length, slope, and diameter of the fixture drain, in 
particular on self-siphonage, a number of tests were 
made with the system shown in Fig. 3, page 103, in 
which trail discharge was prevented from occurring. 
This was accomplished by producing a constant flow 
through the supply pipe and then stopping this flow 
abruptly by means of a quick-closing valve. The 
results of these tests (shown in terms of the maximum 
permissible unvented lengths of drain for two traps 
when there is no trail discharge from the fixture to 
which the trap is attached) appear in Fig. 4, below. 

The lavatory tests were made, for the most part, 
on the single-story stack and wet-vented systems 
shown in Figs. 1 and 2. Except for a relatively small 
number of tests made with the transparent plastic 
traps and drains, conventional metal lavatory traps, 
fixture drains, vent fittings, and horizontal branches 
were used in order that there might be no possibility 
of the relatively smooth plastic surfaces affecting 
the test results adversely. 

The basic purpose of the investigation was to 
determine the physical and geometrical factors that 
affect self-siphonage and, more specifically, to de- 
termine the maximum unvented lengths of lavatory 
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Fig. 4: Above are the curves giving maximum permissible un- 
vented lengths of drain for two traps when there is no trail 
discharge from the fixture to which trap is attached in operation. 


drain that might be installed without resulting in 
excessive trap-seal losses. The tests were made by 
installing a lavatory with a given trap and with a 
given length, slope, and diameter of fixture drain, 
and then observing the trap-seal loss caused by 
discharging the lavatory. 

The amount of trap-seal loss was measured by 
means of a glass manometer tube connected to the 
lower bend of the trap. In the tests, the lavatory was 
filled to the overflow outlet. The data in Fig. 5, above 
right, show the effect of filling the lavatory to different 
depths. 

It was felt that this information would be useful, 
since in ordinary service the lavatory is filled to 
the overflow only rarely. The data indicate that 
the trap-seal loss will be approximately the same 
if the lavatory is filled to any depth of more than 
3 in. and discharged. For this reason, the use of a 
full lavatory in the self siphonage tests cannot be 








Trap-scal loss 





Depth of 
water in 


Maximum | Average lavatory 


of 5 test of 5 test 
runs runs 





Inches Inches 
1.75 0. 69 


85 3% 


Inches 
Lavatory filled to overflow 436 
Water surface 1 inch below overflow . . 


‘ 
1.75 
Water surface 2 inches below overflow. 0.00 -00 246 




















Fig. 5: Shown above is a table illustrating the effect of the depth 
to which the lavatory is filled on the self-siphonage of its trap. 


considered an excessive test load and one that would 
not be likely to occur in normal service. 

The length of drain was altered systematically, 
along with the slope of the drain and the diameter 
of the trap and the drain. The results for these dif- 
ferent tests were plotted, the resulting data calcu- 
lated, and the following conclusions obtained. 

Fig. 6, below, summarizes the results for slopes of 
%4-in. per foot and 12-in. per foot. In this table it has 
been assumed that the permissible length of drain 
is such as to leave a remaining trap seal of 1 inch. 
Inasmuch as the venting system is ordinarily de- 
signed so that the positive or negative pressures in 
the system do not exceed 1 inch of water, the use 
of a remaining trap seal of 1 inch as a design criterion 
provides a safety factor of 2, since a pressure 2 inches 
of water in excess of atmospheric pressure in the 
drain will be required to force sewer gas through the 
trap into the building. 

It has been argued in the past that such a safety 
factor is necessary to provide, among other things, 
for corrosion and fouling of fixture drains, which 
previous investigations have reported will cause 
increased trap-seal losses. It is believed that the 
safety factor thus provided is ample to take care of 
the possible increased trap-seal losses caused by 
corrosion or fouling. 

The conclusions in Fig. 6 as to the maximum per- 
missible unvented length of lavatory drains are 
based, as has been stated, on the assumption that 
the line of demarcation between satisfactory and 
unsatisfactory trap performance is a remaining trap 
seal of 1 inch. As has been noted previously, this 
criterion contains a safety factor to provide, among 
other things, for the possibility that positive pres- 
sures in the stack may be caused by the discharge 
of fixtures above the lavatory in question. However, 
in the majority of installations in service, in which 
the lavatory is the topmost fixture on the system, it 
is obvious that the trap will not be required to resist 
positive pressures of any magnitude. Therefore, it 


(Please turn to top of page 192) 
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Fig. 6: Maximum permissible unvented lengths of drain for a re- 
maining trap-seal of 1 inch. (Consult article, above, for all details.) 
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News of 


the Month 





Trends in Air Conditioning 


The Air Conditioning and Re- 
frigerating Machinery Assn. is now 
in the process of organizing a Home 
Air Conditioning Section. The new 
group, under the chairmanship of 
J. A. Gilbreath of Servel, Inc., will 
be a part of the association’s Self- 
Contained Air Conditioner Section. 
This move comes as a- result of the 
increasing trend toward year- 
round air conditioning of resi- 
dences utilizing central station 
equipment of the packaged type. 
It is expected that the new ACRMA 
group will cooperate with other in- 
dustries interested in residential 
air conditioning in the development 
of application and other standards. 


1951 LP-Gas Summary 

The LP-Gas Assn. recently pub- 
lished a summary of sales for the 
LP-Gas industry for 1951. Sales 
reached an estimated 4.1 billion 
gallons, a gain of 25.9 percent over 
1950. These figures indicate a con- 
tinued increase in demand in the 
future. It is also indicated that pro- 
duction will have difficulty in keep- 
ing pace with demand during peak 
winter months. This unbalanced 
supply versus demand condition is 
influencing larger storage at all 
stages of the distribution channels. 


A. J. Eichler Heads Walworth 
Alfred J. Eich- 


ler was elected 
president and 
chairman of the 
executive com- 


mittee by the 
board of direc- 
tors of the Wal- 
worth Company. 
The election of W. B. Holton, Jr., 


as chairman of the board was also 
announced. Mr. Eichler has been 


vice president in charge of sales 


for a number of years. Mr. Holton 
has been on the board of directors 
since 1925. 


Peerless Pump Sales Meeting 

District sales managers and cer- 
tain engineering and administrative 
personnel of Peerless Pump Di- 
vision of Food Machinery and 
Chemical Corporation recently at- 
tended a sales meeting in New 
Orleans. The meeting was directed 
by G. F. Twist, vice president of 
the company and divisional general 
manager, and B. A. Tucker was 
chairman. A review of 1951 accom- 
plishments, the introduction of 
several new pumps, and defense 
preparation difficulties were cov- 
ered on the agenda. 


American-Standard 
Reorganizes Sales Force 

A general expansion of the field 
sales force of American Radiator & 


Standard Sanitary Corporation has 
gone into effect which involves the 
establishment of two additional 
supervisory sales districts, six new 
sales offices and promotions of 13 
men. The move is being made to 
provide more thorough coverage of 
territories and to bring field man- 
agement in closer contact with cus- 


tomers. 


Perfex Promotion Campaign 
A semi-humorous, twenty-page 
booklet trimmed in the shape of an 


animated thermostat is the spear- 
head of a national promotion cam- 


paign opened by the Perfex Cor- 
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poration. The booklet bears the 
title, “The Lady Who Loved a 


Thermostat”, and gives a compre- 
hensive explanation of how the 
modern thermostat works through 
a romantic theme, deft drawings 
and light-hearted copy. A self- 
service display based on the same 
theme is also being made available 
to wholesalers and dealers. 


Timken-Detroit Sales Meeting 
Using the slogan, “More Man- 


At left: District 
sales managers, and 
personnel of Peerless 
Pump Division, who 
recently attended a 


company sales meet- 
ing in New Orleans. 


power Means More Sales Power!”, 
the Timken Silent Automatic 
Division of The Timken-Detroit 
Axle Company held its annual 
year-end sales meeting recently at 
its general offices. Regional man- 
agers and district sales managers 
from coast to coast, including 
Canada, gathered for the four-day 
session conducted by R. M. Mar- 
berry, Merchandising Manager. 
Ways and means of expanding and 
strengthening the retail 
sales force, including various in- 
centives and stimuli, were outlined 


by Mr. Marberry. 


dealer 


Quiet Automatic Adds Space 
Quiet Automatic Burner Cor- 

poration has completed construc- 
(Please turn to top of page 166) 
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You Cau Sell | 


a premium tool 
without a premium price 


Year after year, a greater percentage of plumbers’ 
tools sold are DELAWARE. The plain facts are 
that DELAWARE has definitely created a pref- 
erence among plumbers with a better tool 
line, and among plumbing wholesalers 
with a sound selling program. 


Why don’t you investigate 
the DELAWARE Plumb- 
ing Tool Line? Com- 
plete data will be 
sent upon 
request. 6 considerations 


for you in the 
Delaware tool line 


Definitely better tools 


} Competitively priced 
€> DELSTEEL ALLOY, 


the finest alloy steel made 


rsh ek tools. 


(Ive mer 


WT rt 
/p{ 


DELAWARE TOOL STEEL CORP. 


WILMINGTON 99, DELAWARE 
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KENCO 
service man using 
scientific testing 
apparatus 
to check a 
KENCO pump. 








SUBMERSIBLE 


Ito-Lloal 
SUMP PUMP 


IMMEDIATE DELIVERY 


@ Handle KENCO Sump Pumps and you're dealing with 
a company that backs its equipment all the way. KENCO 
. . . FIRST in Submersible NO-FLOAT Sump Pumps, now 
FIRST to bring you near-by service centers completely 
equipped and staffed. At 16 carefully selected points, 
KENCO trained experts are ready to help you give fast, 
efficient service to your customers. You'll win friends . . . 
make more profits. 

* e . e 

@ Specify and install the fastest growing line in the 
business . . . the only one backed by a complete service 
program ... the one with the guarantee that sticks . . 
KENCO! Check these features .. . everyone a money-maker 
for you: NO FLOATS or electrodes to fail. Sealed motor, 
failure proof, running in an oil bath. Big capacity... up 
to 3300 GPH. Easy to install. Guaranteed. PLACE YOUR 
ORDER TODAY FOR IMMEDIATE DELIVERY. 


KENCO, INC. 
1125 North Ridge Road, Lorain, Ohio 
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Company 





Address 
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tion of additional factory and office 
facilities at its New Jersey plant. 
The expansion is intended to ac- 
commodate business developments. 


Chicago Dinner Dance 

Members of the North and West 
Side Master Plumbers Pleasure 
Club of Chicago held a dinner 
dance at the Fine Arts Club re- 
cently with 150 in attendance. The 
annual installation of officers took 
place. Ludwig H. Koepke, presi- 
dent of the Plumbing Contractors 
Assn. of Chicago served as toast- 
master. 

Officers elected were: Edward J. 
Collins, president; Ed Quilici, vice- 
president; Paul Grosse, financial 
secretary; L. J. Devlin, recording 
secretary; and Harold Stift, treas- 
urer. 


Aid to Control Sales 

A portable lecture board for au- 
tomatic electric controls has been 
designed by Barber-Colman Co. 
to aid their sales representatives in 
making forceful representations 
before contractor associations and 
other groups. This board gives the 
illusion of an actual fan system and 
ducting. Realistic equipment photo- 
graphs are moved about the board 
and held in place by a backing 
which clings securely to a flannel- 
covered diagrammatic background. 
The unit weighs 28 lbs and folds 
compactly into a carrying case. 


Water Systems Book 
Available from Myers 

The F. E. Myers & Bro. Co. has 
announced that its book, “Water— 


Above: Employees of Robertson Heating Supply Co. held their annual Christmas Party 
at the Elms Mansion in Alliance, Ohio. Employees from all branches attended. After din- 
ner the group adjourned to the lodge room where an entertainment program took place. 


Giver of Life” has reached a dis- 
tribution of nearly one million 
copies. The book, prepared through 
the cooperation of National Assn. 
Domestic and Farm Pump Mfrs. 
tells a story of man’s attempts to 
procure water down through the 
ages. 


Above: Eric C. Ninnemann, foreman in the 
enameled iron inspection department of 
Kohler Co., receives watch and congratula- 
tions from H. V. Kohler, president. 


Quarter Century Club Meets 
The Kohler Quarter Century 
Club inducted) 113 members re- 
cently at a dinner held in the com- 
pany recreation hall. The club now 
has 805 living associates, 703 of 
whom are still active with the com- 
pany. Special tribute was paid to 


Above: Mid-West salesmen, district managers and home office sales personnel of The 
F. E. Myers & Bro. Co. attended the first of a series of regional sales conferences 
recently at the Conrad Hilton Hotel in Chicago. The meeting was conducted by J t 
Simmons, assistant sales manager with other members from sales, advertising and man- 
agement participating. Greatest emphasis was placed on increased sales through adver- 
tising and merchandising program featuring the theme, “More Buyers Buy Myers.” 
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three members who achieved 50 
years of active service. They are: 
O. A. Kroos, A. G. Kroos and Ras- 
mus Nelson. 


Heil Company Celebrates 
Golden Anniversary 

The Heil Company of Milwaukee 
climaxed its 50th anniversary cele- 
bration by mailing an attractive 
booklet to its customers and 
friends. The booklet, consisting of 
twenty colorful, profusely illus- 
trated pages, covers company his- 
tory, policy, facilities and has seven 
pages devoted to product lines. 


Ohio Heating Meeting 

The Northern Ohio chapter of 
the American Society of Heating 
and Ventilating Engineers was ad- 
dressed by Mr. L. S. Reagan at a 
recent meeting. Mr. Reagan lec- 
tured on “The Gas Firing of Steam 
Boilers” and discussed problems 
encountered in converting from 
coal to gas burners. 


Rust and Scale Program 

A rust and scale program provided 
on a service basis for water used in 
aid conditioning equipment has 
been proposed by George Klumb, 
director of the Culligan Soft Water 
Institute. This program consists in 
treating the water used in the unit 
with a food grade phosphate. The 
phosphates coat the metal surfaces 
of the air conditioner with a micro- 
scopic-thin protective film that 
permits continous operation of the 
unit at maximum efficiency. Ac- 
cording to Klumb’s plan, the phos- 
phate unit would be installed and 
maintained by a water treatment 
expert for a small monthly fee. 

(Please turn to top of page 169) 
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A fully equipped laboratory, staffed by experienced 
metallurgists and chemists, controls the manufac- 
ture of all “U” Brand pipe fittings from the raw 
materials to the finished product. Constant check- 
ing and rigid inspections at every stage of manufac- 
ture insure the finished products for your protec- 
tion. The superior “U” Brand line of pipe fittings in 
both malleable iron and cast brass solder joint 
type is recognized and used throughout the world. 


The U-Brand line includes: Malleable Iron Pipe Fittings and Unio 


— Plugs, Bushings and Floor Flanges — Steel Pipe Nipples — Ci 
Brass Solder Joint Fittings — Wrought Steel Couplings. 


DISTRIBUTED THROUGH WHOLESALERS ALL OVER THE WOR 
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AUTOMATIC 
GAS 
WATER HEATER 











Style sells. In spring bonnets or automatic gas water heaters, if your 





line has the edge in smart design, good looks, you have the jump on 
sales. That is only one of many reasons why bragging is just telling the 
truth about your SAF-T-HOT Automatic Gas Water Heaters. 
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SELL SAF-T-HOT is designed so that when you install it in 
DESIGN: a corner or line of kitchen appliances, water pipes 


moa. ee ee 


don’t show. Streamlined, beauty-lined . . . to make 






any owner proud of a new SAF-T-HOT. 
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SELL Scientific electrostatic spraying, infra-red baking, give 
FINISH: SAF-T-HOT that glowing, velvet smooth, tough wear- 
ing finish . . 










. so good looking! 









SAF-T-HOT Automatic Gas (and Electric Water Heaters, too) are built 
as good as they look . . . and 






SOLD ONLY THROUGH THE PLUMBING TRADE 





M. M HEOGES MANUFACTURING CO., INC 
cea stt ANOOGA, TENNESSEE 
WATER HEATER SPECIALISTS 
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Above: J. V. Dean (right), newly appointed 
assistant to the president of Sequoia Manu- 
facturing Company discusses national sales 
aspects with President Robert Kramer. 


Expansions 
Tay Holbrook Expands 


Tay Holbrook Inc. recently cele- 
brated the opening of its new offices 
and warehouse in Stockton, Cali- 
fornia. The new plant includes 25,- 
000 sq ft of warehouse space, as 
well as a 65,000 sq ft storage yard. 
A complete stock of furnaces, 
plumbing fixtures and accessories, 
pipe, valves, fittings and steel will 
be maintained by the branch. 





Sid Harvey Forms New Firm 

Sid Harvey has announced the 
formation of a new firm with head- 
quarters in Arlington, Va. The 
store, scheduled to open Feb. 1, will 
be headed by W. C. Archer and 
managed by John Walencis. This 
marks the 14th store in the Sid 
Harvey group. The expansion has 
been prompted by the demand for 
rebuilt and replacement oil heat- 
ing parts in the South Atlantic 
states. 


Dunham Increases Space 

C. A. Dunham Company officials 
predict a 25 percent production in- 
crease in the Marshalltown, Ia. 
plant with completion of a 20,000 
sq ft addition, now under construc- 
tion. Although originally intended 
to increase warehouse and storage 
facilities only, the modern, one- 
story addition has brought about a 
complete reorganization of the fac- 
tory’s working arrangement with 
the goal of increasing production. 


Buys Water System Line 

Red Jacket Manufacturing Com- 
pany of Davenport, Ia., announces 
the purchase of the domestic water 
system line of A. D. Cook, Inc. of 








Lawrenceburg, Ind. This will not 
affect the sale and distribution of 
Red Jacket Products as the new 
line will continue to be offered to 
Cook distributors. No changes are 
contemplated. 


Eclipse Expansion 

Eclipse Fuel Engineering Com- 
pany recently moved into a new, 
factory and office building with air 
conditioned offices, auditorium and 
employee cafeteria. The new one 
story building occupies 95,200 sq 
ft and combines all activities under 
one roof. A feature of the structure 
is the flexibility of operation af- 
forded by long, deep bays and a 
system of overhead cranes. 


New Glauber Brass Plant 
Construction of a new $440,000 


At right: New fac- 
tory and office build- 
ing of Eclipse Fuel 
Engineering Company 
which combines all of 
the company’s activi- 
ties under one roof. 


plant at Tyler, Texas has been an- 
nounced by Glauber Brass, Inc., as 
part of the company’s program to 
increase production. The first build- 
ing will have 37,600 sq ft of floor 
space on a 5.2 acre site, and will be 
monitor type construction at a cost 
of $190,000. This expansion will 
more than double present produc- 
tion of the company. 





Above: 


The new $440,000 plant under 
construction at Tyler, Texas by Glauber 
Brass, Inc. will be an important factor in 
the company’s plans to increase production. 


Obituaries 


James A. Cunningham, 65, heat- 
ing and plumbing contractor of 
Richmond, Va. 

Philip D. Fowler, vice-president 
of the Lovekin Water Heater Co., 
at the age of 65. 

George H. Cross, Sr. of Bloom- 
field, N. J., at the age of 67. He had 
been partially retired for 10 years, 
but did bookkeeping for his sons, 


169 





manufacturers of water heaters. 

Alfred Polland Brill, 71, who had 
retired in 1945 after serving a ten- 
ure as president of Ruud Mfg. Co. 

Charles A. Smith, 86, former 
owner of the John D. Smith Co., 
Buffalo, N. Y. 

Fred Fleishauer, 74, executive 
secretary of the Master Plumbers’ 
Assn. of Buffalo, N. Y. for 39 years, 
after an illness of several months. 


Retirements 


F. A. Porth, Detroit plumbing 
and heating contractor has retired 
from his business to become execu- 
tive secretary of the Michigan 





Assn. of Master Plumbers. 
Edward W. Hanson announced 





his retirement after 59 years in the 
heating and ventilating industry. 
G. B. Strausner recently retired 
after serving 40 years with the 
Youngstown Sheet and Tube Co. 


Coming Events 





Feb. 15-16—Kansas—Annual conven- 
tion of the Kansas Master Plumbers Assn.; 
to be held at the Jayhawk Hotel, Topeka. 


Feb. 18-20—Wisconsin—Annual con- 
vention of the Wisconsin Master Plumbers 
Assn.; to be held at the Schroeder Hotel, 
Milwaukee. 


Feb. 21-23—Iowa—The 63rd annual 
convention of the Iowa Master Plumbers 
Assn.; to be held at the Savery Hotel, 
Des Moines. 

Feb, 28-Mar. 1—Minnesota—A nnual 
convention of the Minnesota Master 
Plumbers Assn.; to be held at the Hotel 
Nicollet, Minneapolis. 


Mar. 13-15—Oklahoma—The Golden 


Posen tig d convention of Associated 
Plumbing Heating Contractors of Okla- 
homa, Inc.; to be held at the Biltmore 


Hotel, Oklahoma City. 


April 14-18—O H I—29th Anniversary 
Oil Heat Exposition and 29th annual con- 
vention of the Oil Heat Institute of 
America; to be held at the Commercial 
Museum, Philadelphia. 


April 15-17—California—The 5lst an- 
nual convention of the Associated Con- 
tractors of California; to be held at the 
Biltmore Hotel, Los Angeles. 


April 17-19—North Dakota—The 3lst 
annual convention of the State Association 
of Master Plumbers of North Dakota; to 
be held at the Dacotah Hotel, Grand Forks. 


April 21-22—Virginia—Annual conven- 
tion of the Virginia Assoc. Plumbing & 
Heating Contractors, Inc.; to be held at 
the Chamberlin Hotel, Old Point Comfort. 

May 2-4—Louisiana—Annual conven- 
tion of the Associated Plumbing Contrac- 
tors of Louisiana; to be held at the Bentley 
Hotel, Alexandria. 

(Please turn to top of page 173) 
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Oil Burner Servicing 
(Continued from bottom of page 160) 


never be attempted without the consent of the owner, 
and his acceptance of responsibility. In fact, it is to be 
considered an extra, to be paid for in addition to the 
cost of the burner installation. 

The space between the firepot and the base should 
be sealed with furnace cement before letting the 
boiler down. A tight joint will then be made, reducing 
the possibility of air-leakage to impair the quality of 
the flame. Often this operation can be performed 
without damage to the insulation of the boiler. 

While this cannot be done with a rectangular 
boiler, such a type can often be rear-fired, if space 
is to be saved at the front of the boiler. If it is neces- 
sary to remove the entire rear-plate of the base, 
proper strengthening of this part of the base will be 
required so that the boiler will be well supported. 

In installing a complete modern heating unit there 
are often many possibilities for improving the base- 
ment from the viewpoint of space or other conveni- 
ence. Too many contractors and mechanics feel 
themselves bound to set the new equipment on 
exactly the same space occupied by the former hand- 
fired plant, and in exactly the same position. The 
piping job looks easier, even though in the end it 
may turn out to be more difficult because of the 
shorter, stiffer runs to be made. : 

Very often the installation turns out to look some- 
thing like position A in Figure 4. The passage be- 

















“We have that clever new paragraph you 
slipped into our sales contracts 
to thank for this!” 


tween the unit and the stairway becomes very narrow, 
and will be an obstacle in the owner’s basement. 

It would require only a little imagination for the 
installer to visualize the space-saving that might be 
brought about by locating the unit as in position B, 
but such ingenuity is all too infrequently exercised. 

The latter has an additional advantage if the in- 
stallation is made during the heating season. The old 
boiler can be fired while a large part of the new work 
is in progress, providing comfort to the household 
and to the mechanics. 





Vertical shaft 
propeller-fan 
type unit heater— 
especially suited to 
buildings with high 
ceilings —up to 50 


feet. 


Horizontal 
shaft propeller- 
fan type unit 
heater —the most 
generally useful 
ofallspace 


heaters. 


Centrifugal-fan 
type unit heat- 
er —/for effi- 
cient heating 
and ventilat- 
ing of large in- 
dustrial spaces. 


De Luxe unit 
heater—an at- 
tractive, quiet 
operating unit 
designed for 
stores, offices, 
churches, etc. 
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Write for detailed informa- 
tion about any type Herman 


Nelson Unit Heater to: 
Dept. DE-2. 


Division of AMERICAN AIR FILTER COMPANY, INC, 


MOLINE, ILLINOIS 


Febru 
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N the church shown above,. 30 

Herman Nelson De Luxe Unit 
Heaters maintain comfortable tem- 
peratures for all services. These 
versatile units are equally effective 
for heating stores, offices, markets, 
display rooms and similar buildings 
where compact, attractive, quiet- 
operating heating units are needed. 


.-- FROM 


HERMAN 
nELSOn 


There are eight models of these 
unit heaters available for floor, wall, 
ceiling or recessed installation. All 
models have an improved ‘“combina- 
tion type” heating element suitable 
for either steam or hot water opera- 


ALUMINUM CENTRIFUGAL FAN WHEELS have slow 
tip speeds for quieter operation. 


ADJUSTABLE PULLEY permits varying performance to 
meet exact requirements of job. 


CONTINUOUS, NON-FERROUS FINS are formed with 
extra wide flange to provide efficient contact between 
expanded tubes and fins. 


LOOP in each tube of heating element absorbs difference 
in expansion and contraction between individual tubes. 


PATENTED, EXTRA HEAVY, RED BRASS STAY TUBE 
maintains proper relationship between headers without 
increasing strain on loops and allows entrained moisture 
to drain directly from supply to return header. 


ENTIRE TUBE AND LOOP is fabricated of red brass 
with no connecting joint to weaken construction. 




























tion. The De Luxe Unit Heater cabinet 
contains modern styling obtained 
through superior designing. The ab- 
sence of projecting parts and its 
rounded ends contribute to its grace- 
ful appearance. The unit is finished in 
satin-smooth, tan, baked enamel so 
that it enhances the setting in any 
application. 


Herman Nelson Unit Heaters are 
ahead of the field because constant 
engineering development and re- 
search plus functional design have 
earned this position—the result of 45 
years of experience in the production 
of heating and ventilation equipment. 





mt 


HERMAN Nelson 


Division of AMERICAN AIR FILTER COMPANY, INC. 
MOLINE, ILLINOIS 
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Speed up Aasally! 


BLACK & DECKER 





BLACK & DECKER HOLGUN* drills holes to 14” 
diam. in steel, to 4%” diam. in hardwood. 
Perfectly balanced, light in weight, compact, 
easy to handle, accurate. Famous ‘‘Pistol 
Grip and Trigger Switch.” 


SCRUGUN* drives machine 


BLACK & DECKER 
screws and nuts to 14”, self-tapping screws 
to #12, wood screws to #10 x 2”. Positive 
or adjustable clutch available. Same design 
features as B&D Hotcun! 


SEE YOUR NEARBY B&D DISTRIBUTOR for de- 
monstrations and full details on this famous 
team of assembly tools. They’ll help your men 
turn out more work, with less fatigue and less 
spoilage. And you have nearly 50 other B&D 
Drill and Screw Driver models to choose from 
to fit your needs on heavier work! Write for 
free catalog to: THE BLack & DECKER Mra. 
Co., 634 Pennsylvania Ave., Towson 4, Md. 


*Trade Mark Reg. U. S. Pat. Off. 


RTE co 

Ss Ble = 
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SHEARS SANDERS BENCH GRINDERS HAMMERS 
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LEADING DISTRIBUTORS EVERYWHERE SELL 


()) Black&O er 


portasie evectric TOOLS 
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Saves Service Expense and Calls 
to Customers — Appliance Service 
Manager Approves Klixon Protectors 


BALA CYNWYD, PA.: Robert P. Mecke, heating, air 
conditioning and appliance service manager, cuts motor 


service costs with Klixon protected motors. 


“Klixon overload Protectors have helped us make a 
large savings on heating and air conditioning equip- 
ment. On motor-driven appliances, they save service 

, Calls and expense. This means the customer saves money 
because motor service calls are greatly reduced. We 
would like to see Klixon used on all motors that 
run unattended.” 


Klixon Protectors Reduce 
Service Calls and Repairs 
by Preventing Motor Burnouts 


The Klixon Protectors illustrated are 
built into the motor by the motor manu- 
facturer. They keep motors in such equip- 
ment as refrigerators, oil burners, 
washing machines, etc., working by 
preventing the motors from burnin 
out. You can reduce service calls an 
minimize repairs by requestin 
equipment that has motors wi 
Klixon Protectors. 










Automatic 
Reset 


Kiko 


SPENCER THERMOSTAT 


Division of Metals and Controls Corp. 
1804 FOREST STREET, ATTLEBORO, MASS, 
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News of the Month 


(Continued from bottom of page 169) 





May 9-10—Oregon—Annual convention 
of the Oregon State Association of Master 
Plumbers; to be held at the Pilot Butte 
Inn, Bend. 


May 12-14—LPGA—The 1952 conven- 
tion and trade show of the Liquefied 
Petroleum Gas Assn.; to be, held at the 
Palmer House, Chicago. 


June 2-5—NAMP—Annual convention 
and exposition of the National Assn. of 
— < aaa to be held in Atlantic 
City, N. J. 


June 13-15—New Jersey—22nd annual 
convention of the New Jersey State 
League of Master Plumbers, Inc.; to be 
held at the Hotel Claridge, Atlantic City. 


Jan. 26-30, 1953—IHVE—The 1lith In- 
ternational Heating & Ventilating Exposi- 
tion; to be held at the International 
Amphitheatre, Chicago. 


Appointments 





Aldrich Company, Wyoming, III. 
—Phillip M. Stephenson elected 
president. 


Affiliated Gas Equipment, Inc., 
Cleveland—James N. Crawford as 
assistant to the president. 


Torrington Manufacturing Com- 
pany, Torrington, Conn.—Dudley 
B. Robinson elected vice-president 
in charge of sales. 


John Wood Company, Heater 
and Tank Division—William T 
Briggs elected vice-president and 
Eastern sales manager. 


Delta Heating Corporation, 
Trenton, N.J.—Roy C. Hauck as 
vice-president of manufacturing 
and new product planning. 


The Trane Company, La Crosse, 





WwW 


E. C. Oldach 


R. C. Hauck 





R. W. Hyde R. B. Evans 


Wis.—Herbert S. Hopkins as con- 
troller. 


C. A. Dunham Company, Chicago 
—E. W. Cardiff as advertising 
manager. 


Schaible Company, Cincinnati— 
R. W. Hyde as manager of product 
research ind development depart- 
ment; and M. M. Garvin as mana- 
ger of the process research depart- 
ment. 


Evans Products Company, Ply- 
mouth, Mich.—R. B. Evans as head 
of aircraft and new products de- 
velopment; and Georges Faurie as 
manager of the heating and ap- 
pliance division. 


The Wessels Company, Cleve- 
land—Edward C. Oldach as repre- 
sentative in Western New York. 


Sepco Corporation, Pottstown, 
Pa.—George M. Cheston as vice- 
president in charge of sales; The 
W. H. Lassiter Sales Company of 
Richmond as sales representative 
for Virginia and the Carolinas; and 
Hairston & Co. of Atlanta as repre- 
sentative for Georgia, Florida, 


Alabama and central Tennessee. 





D. B. Robinson P. M. Stephenson 





E. W. Cardiff 


H. S. Hopkins 
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M. M. Garvin 


G. Faurie 


D. J. Murray Manufacturing Co., 
Wausau, Wis.—John Cosper & As- 
sociates of Birmingham as repre- 
sentative for Murco Grease Traps 
in North and South Carolina and 
Georgia. 


Price-Pfister Brass Manufactur- 
ing Company, Los Angeles—Steven 
J. Boldvich as assistant production 
manager; and John H. Stacey as 
chief engineer of the War Con- 
tracts Division. 


General Controls Company, Los 
Angeles—John R. Ferguson as dis- 
trict manager of the Denver 
branch; and Herb Lindstrom as 
district manager at the Minneapolis 
branch. 


Smith Pipe & Steel Company, 
Phoenix, Ariz—Hugh J. Fox as 
a member of the Plumbing Sales 
Department. 


Frost Company of Kenosha, Wis., 
has been represented in Texas and 
Oklahoma by Pat O’Brien and As- 
sociates of Dallas since December 1. 


J. A. Zurn Mfg. Company, Erie, 
Pa.—W. Calvin Jolly as sales repre- 
sentative to handle plumbing drain- 
age products in Arizona; J. C. Eg- 
gers as salés representative in New 
Mexico; and N. H. Yates & Com- 
pany as sales representatives for 
Maryland and Delaware. 


Brown Products Company, For- 
est Hills, N. Y—Oliver & Brink 
Inc. as manufacturer’s representa- 
tives for the states of Maine, New 
Hampshire, Massachusetts and 
Rhode Island. 


Kewanee’ Boiler Corporation, 
Kewanee, I]_—Walter P. Peterson 
as sales representative in the Des 
Moines branch territory. 


Gerity-Michigan Corporation, 
Adrian, Mich.—D. Scott Hager as 
director of public relations and 
Thomas O. McCullogh as manager 
of the merchandising division. 

(Please turn to top of page 174) 
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(Continued from bottom of page 173) 


Timken Silent Automatic Divi- 
sion, Timken-Detroit Axle Co., 
Detroit—Felix Huber as regional 
manager for Iowa, Illinois, Mis- 
souri, Nebraska and Kansas; W. J. 
Chappell as regional manager for 
Michigan, Ohio, Indiana, Tennessee, 
Kentucky and West Virginia. 

The National Radiator Co., 
Johnstown, Ohio—Robert B. 
Haarde as northeastern New Jersey 
sales representative. 

Bryant Heater Division, Affili- 
ated Gas Equipment, Inc., Cleve- 
land—H. W. Wise as director of 
sales. 

The Grabler Manufacturing Co., 
Cleveland—John N. Hankey in 
charge of the Pittsburgh branch 
warehouse and office. 

White Rodgers Electric 


pany, St. Louis—Richard H. Ewert 
as general manager of the office 


Com- 


sales division. 

W. B. Connor Engineering Corp., 
New York City—Jchn H. Bartol as 
vice-president. 

Duo-Therm Division, Motor 
Wheel Corporation, Lansing, 
Mich.—W. G. Thompson as district 
manager for the central northwest 
U.S.; Arthur Kretschman as mid- 
west district sales manager in 
charge of trailer heater sales; R. W. 
Leu and A. R. Beebe as field engi- 
neers. 

Glauber Brass Inc., 
Ohio—Don Caldwell as sales repre- 
sentative for North and South 
Carolina and Southern Virginia; 


Guy Hairston for Georgia and 


Kinsman, 


Florida; and Walter Heinkel for 
Missouri, Kansas and Southern 
Illinois. 


N. O. Nelson Company, St. Louis 
—Q. F. Depperman as first vice- 
president and general manager; W. 





W. J. Chappell F. Huber 





W. R. Scanlan 


D. F. Coones 


Graves 


M. McKinney as vice-president and 
manager of branches; George W. 
Hoffman as supervisor of Missouri 
and Illinois branches. J. V. Mc- 
Donald as manager and F. A. Rick- 
ly as assistant manager of the St. 
Louis branch; and M. L. Taylor as 
manager of the Memphis branch. 

Mullins Manufacturing Company, 
Warren, Ohio—Herbert H. Horn, 
Inc., Distributors, Inc. and South- 
ern Appliances, Inc. as distributors 
for Los Angeles, San Diego and 
Charlotte, N. C. and Charleston, 
S. C. areas, respectively. 

Ford Steel Products Corporation, 
Tarrytown, N.Y.—Alfred Davidson 
Associates as public relations 
counsel. 

The Murray Corporation, Scran- 
ton, Pa.—Ralph L. Dabe as regional 
sales manager in Michigan, Ohio, 
West Virginia and western Penn- 
sylvania; John R. Kennedy, Wm. R. 
Scanlan and Dennie Swan as dis- 
trict sales managers. Kennedy will 
cover western Pennsylvania, Ohio 
and W. Virginia; Scanlon will 
operate in Illinois, Indiana, Minn- 
esota, Wisconsin, North and South 
Dakota; and Swan will be active in 














J. A. Hickman 





D. P. Wilson B. E. James 
Kansas, Missouri, Nebraska, and 
Iowa. 


American Radiator and Standard 
Sanitary Corporation, Pittsburgh 
—J. A. Hickman as sales manager 
for the new East Central District: 
L. L. Graves as district sales man- 
ager for the new South Central 
District; Donald E. Sandor as man- 
ager of the New Orleans sales 
office; George W. Palmer as man- 
ager of the Cleveland sales office; 
Robert F. Henderson as manager 
of the Omaha sales office; L. R. 
Graves as manager of the Long 
Island sales offices; A. J. Ellison as 
manager of the Jacksonville, Fla. 
sales office; R. G. Holmes as man- 
ager of the Salt Lake City office; J. 
E. Huey, K. H. Smith, F. R. Dan- 
nies, R. E. Bishop and H. A. Steiger 
as administrators in Atlanta, Den- 
ver, Milwaukee, Minneapolis and 
Newark offices, respectively. 

McQuay, Inc., Minneapolis—D. F. 
Coones as_ assistant treasurer; 
Byron E. James as vice-president 
in charge of engineering and re- 
search; and D. P. Wilson as vice- 
president in charge of manufactur- 
ing. 

The Permutit Company, New 
York City—C. R. Poore as assistant 
sales engineer for the Charlotte, 
N. C. sales office. 

The Chicago Pump Company, 
Chicago—Kenneth L. Holmes as 
purchasing agent; and E. C. Mit- 
chell as assistant purchasing agent. 

Chicago Pipe Fitters Assn, 
Chicago—M. J. Ward as business 
manager. 
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Fine flush Valves 
for tine Buildings 






For complete information on Watrous Flush Valves write for catalog No. 449. 
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KENNESTONE HOSPITAL 


Marietta, Ga., one of the many fine buildings 
equipped with Watrous Flush Valves. 


Silence without Penalty ROTHWELL AND NASH 


Watrous Silent-Action Flush Valves P 
Architect 


eliminate unwanted noise by em- 


Re el tts: ead cae E,W. KLEIN & C0. 


turbulence. In contrast with the 
Engineer 


SOCKWELL CD. 


Plumbing Contractor 


COWAN SUPPLY CO. 


Plumbing Wholesaler 


Among Watrous Fine Features 





screens, Watrous Silent-Action re- 
fains its high efficiency without 
danger of clogging—stays silent 
without requiring frequent clean- 


ing, replacement or adjustment. 





ADJUSTABLE FLUSH VALVES 
BOTH DIAPHRAGM AN D PISTON TYPEs 


at 

Wa: —————_ 
This Watrous Flush Valve Com- 
bination for hospitals is especially =, 
adapted for bedpan cleansers. Elim- 
inates need for special type bowls. 











THE IMPERIAL BRASS MANUFACTURING COMPANY 


1231 W. Harrison St. ° Chicago 7, Ill. 
Distributed Through Wholesalers of Plumbing Materials 
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CHATTER 


The newlyweds boarded the train at the start of 
their honeymoon. The embarrassed groom tipped the 
porter not to let out that they were just married. 
Everything went along fine for an hour or two and 
then laughter and pandemonium broke out. 

“T thought I told you not to tell these people we 
were just married.” 

“Wal, suh,” replied the porter, “One gentleman 
asked me if you all is jes’ married, and I told him no, 
that you all is jes chums.” 

—X-L Couplings 

We know of a playboy who spent so much on his 
girl in two years, he finally married her for his 
money. 

X-L Couplings 

You can always be sure of safe, tight joints when 
you use or specify Pipe Couplings with the “X-L” 
trademark. “X-L” Pipe are precision engineered. 

-X-L Couplings— 

Oscar came to the city and got a job as janitor 
in a girl’s dormitory. As the house mother handed 
him the pass key to every room in the house, the 
question of wages presented itself. 

“Would ten dollars a week be all right with you?” 
she asked timidly. 

Oscar was silent a moment. “I don’t know if I can 
pay that much or not. lady,” he said finally. 

—X-L Couplings— 

Then there was the girl named “Checkers” because 

she jumped whenever anyone made a wrong move. 
—X-L Couplings— 

No need for you to shop around when you can 
supply all your Pipe Coupling needs from one 
source. “X-L” Pipe Couplings are made in all sizes 
from 1%” to 12”, for every purpose. 

—X-L Couplings— 
Seasonal Poem: 
I sneezed a sneeze into the air, 
It fell to earth, I know not where. 
But hard and froze were the looks of those 
In whose vicinity I snoze. 
X-L_ Couplings— 

An intrepid hunter was asked by one of the boys 
round the cracker barrel to recount his most hair- 
raising experience. 

“It was deep in the woods back yonder,” he began 
with no particular reluctance. “I was plodding along 
minding my own business when suddenly a huge 
grizzly bear sneaked up behind me. He pinned my 
arms to my sides and started to squeeze the breath 
out of me. My gun fell out of my hands. First thing 
you know the bear had stooped down, picked up the 
gun, and was pressing it into my back.” 

“What did you do?” chorused the audience on cue. 

“What could I do?” sighed the hunter. “I married 
his daughter.” 

—X-L Couplings— 

If you have a favorite story you'd like to share 
with others, send it in to Couplings Chatter. We'll 
pass it along . . . Thanks. 


Every Size and Type PIPE 
COUPLING From One Source 


WHEELING. MACHINE 
PRODUCTS COMPANY 


WHEELING, WEST VIRGINIA 
FACTORY PHONE: WOODSDALE 3296 
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“HEY, DOC! THIS 


1S JUST WHAT 
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RDERED!” 
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\ ANEW SINK € 


WITH THE 


tL | 


pat. 2,440,741 








a Ideal 


SYSTEM 


Yes, HUDEE is the answer to your customer's request for a 
sink cabinet with a bowl that is 100% watertight and 100% 
sanitary. A sink frame without grease-catching, water- 
seeping, vermin-breeding crevices, HUDEE does the kind 
of job your customers will appreciate. 

Hudee is just what you've always wanted, too! A sink 
frame easy to install—NO Rabbeting, NO Scribing, NO 
Special Tools—installed after all top-covering material 
has been applied. And the bowl can be removed at any 
time without damage to the top covering. You can confi- 
dently guarantee every installation when you use Hudee. 

Hudee Frames are available for all sizes of flat rim sinks 
with round or square corners for use with any top-covering 
material—linoleum, rubber, or plastic. 


Cross-section shows how the sink top 
covering, sink frame, and sink bowl 
are efficiently combined to make a 
self-sealing unit. Interlocking lug and 
frame serve as sink hanger. Tighten- 
ing screw forces bow! securely under 
the inside flange of frame and pulls 
outside flange tightly over the sink 


top covering. 


DISTRIBUTORS IN ALL TRADING AREAS 


Wali, ES2kR and bor 


or write today to 


MANUFACTURERS AND DISTRIBUTORS 
225 WEST HUBBARD ST. e 


CHICAGO 10, ILLINOIS 
IN CANADA— WALTER E. SELCK AND CO. LTD. — TORONTO 
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For complete details see Sweets Architectural File, No. 24-20 
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New Products 


(Continued from bottom of page 122) 


Heating and Ventilating Unit 

A heating and 
ventilating unit 
is being added to 
the present line 
of the Kennard 
Corporation. The 
unit, available for 
heating and fil- 
tering recircu- 
lated air, fresh air, a mixture of both or for ven- 
tilation only, can be used for heating large spaces or 
as a central station to heat many small rooms. For 
wall, floor or ceiling installation, the unit is offered 
with air volumes from 400 to 21,000 cfm and 1.1 to 
32.5 sq ft face of pre-heat and re-heat coils. Among 
optional equipment available are: mixing box and 
dampers, face and bypass dampers, throwaway, clean- 
able or high velocity filters, target, grid or pan 
humidifiers. 

Manufacturer: Kennard Corporation, 1819 S. Han- 
ley Rd., St. Louis 17. 





Adjustable Roof Drain 
sii By raising or lowering the 
adjustable top of the Josam 
roof drain, extensive altera- 
tions because of miscalcula- 
tions in roof levels are 
avoided. In this way the drain 
can be adjusted should the 
roof level be changed at any 
time. Another feature of the 
- unit is that the body can be 
installed in the rough slab to act as a drain for rain- 
fall during construction and prior to finishing the 
roof and insulation. After insulation is down the 
adjustable collar can be fitted to meet any thickness 
and so provide finished roof drainage. Other features 
are the combined dome strainer and sediment cup, 
non-puncturing flashing clamp device and gravel 
stop. 
Manufacturer: Josam Mfg. Co., Dept. X4, Michigan 
City, Ind. 





Gas-Fired Winter Air-Conditioner 

Recognizing the importance of 
space utilization in modern home 
construction, Norge Heat and 
Borg-Warner Corp. engineers 
have designed the Series F500 
gas-fired air conditioning fur- 
naces to provide high standards of 
heat transfer in limited space. A 
new type Vee-Sectional heat ex- 
changer of one-piece, 12-gage 
steel is a unique feature of the 
units. Progressively narrowed 
passages for the hot flue gases 
permit thorough wiping action 
over the full surface of the extensive heat transfer 
area. A built-in draft-diverter, as an integral part 
of the heat exchanger, reduces the necessity of an 













external diverter. The units are available in both 
hi-boy and basement models with input capacities 
ranging from 62,500 to 125,000 Btu. 

Manufacturer: Norge Heat Div., Borg-Warner 
Corp., Detroit 26, Mich. 


The new Marley 
Double-Flow Aqua- 
tower is a water cool- 
ing tower for use 
wherever intermedi- 
ate capacities of cold 
water are required 
and air conditioning 
and refrigeration are 
; used. The tower is 
offered in seven sizes, beginning with a 50-ton model 
and including a 150-ton unit 7% ft high. Models 
are available in all steel or wood with asbestos 
cement board casing. All units are designed for 
minimum height in order, not do detract from the 
appearance of a building. The tower employs the 
double-flow principle of one fan utilizing air from 
two completely open sides. 

Manufacturer: The Marley Co., Inc., 
Gregory Blvd., Kansas City, Mo. 


Oil Burner Valve 


Water Cooling Tower 


= Oe trie 





222 W. 


A single valve unit used in 
conjunction with checking 
flow rates in oil burners has 
been developed by Guardian 
Products Corporation. The 
new valve is inserted in the 
line between tank and con- 
stant level valve where it 
does the work of four fittings 
and a globe valve. It directly connects the constant 
level valve to the fuel oil tank and with the gage port 
for temporary usage of a flow rate gage. The posi- 
tioning of the outlet spout of the valve (#1909-CL), 
when drawn into “tight” connection in the tank 
makes possible its use with either side or top entrance 
constant level valves. The valve can be used as an 
accessory to the installation, of any “wall flame” 
burner which has a single inside tank connection. 

Manufacturer: Guardian Products Corp., 1215 E. 
Second St., Michigan City, Ind. 





Oil-Fired Heater for Trailers 

An oil-fired heater designed for 
installation in large mobile dwel- 
lings has been introduced by the 
Motor Wheel Corporation. The 
heater (Model 530) measures 14 
ft high; 14 by 22 in. in depth and 
width and is built to counteract 
the problem of condensation from 
high humidity which sometimes 
exists in trailers. Among the fea- 
tures of the unit are: 1) double- 
wall construction on the left and 
rear sides to provide a free flow 
of fresh air through the heater 
and to serve as an_ insulating 
(Please turn to top of page 178) 












































| vd FIND OUT WHY 


| Tl CENTURY 
HEATING 


DEALERS MAKE SUCH 


BIG MONEY 


| WRITE NOW 


Gentlemen: Please send me details on the 
famous Century Automatic Heating line 
(full line, gas and oil, 44 units), which your 
dealers sell with an exclusive franchise. 


TEAR OUT AND MAIL THIS COUPON TO fj 
CENTURY ENGINEERING CORP., A 
(( 405 Third Street, Cedar Repids, lowa 
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agent; 2) a 9% in. dual chamber burner with six 
stages of air injection; 3) adaptable to under-fioor, 
over-floor or combinations systems. 

Manufacturer: Duo-Therm Div., Motor Wheel 
Corporation, Lansing, Mich. 


New Literature 


Plumbing Fixture Catalog 
Twenty-five plumbing fixtures for home installa- 
tion are illustrated and described in a folder avail- 
able to plumbing contractors. A number of brass 
fittings are also included in the folder. Below each 
photograph is a brief description of each unit. 
Issued by: Eljer Co., Ford City, Pa. 





Perimeter Heating Booklet 
Perimeter heating is described and illustrated in 
a comprehensive manner in a new 20-page book- 
let, “How to Heat a Basementless Home.” The book- 
let is designed as a complete primer on the subject. 
Issued by: Conco Engineering Works, Mendota, III. 


Moderator Controls Bulletins 

A group of five bulletins issued by Warren Webster 
and Co., give complete information on Webster mod- 
erator control systems and equipment, including (1) 
electronic pressure differential control system for 
continuous steam flow embodying metering orifices, 
automatic outdoor thermostat, manual adjustments 
for scheduled control and automatic equipment for 
pressure difference control; (2) pulsating flow con- 
trol embodying metering orifices, automatic outdoor 
thermostat and manual adjustments for scheduled 
control, fixed time cycle with automatic variation of 
“on” interval; (3) motor-operated throttling type 
main steam control valve in 1144” to 12” sizes; (4) 
motor-operated valves for shut-off service; (5) ten 
principal types of metering orifices for use in Moder- 
ator System. 

Issued By: Warren Webster & Co., Camden, N. J. 


Draft Regulation Bulletin 

The results of research into the regulation of draft 
on gas-fired boilers having burners with inputs of 
400,000 Btu/hr and over are published in a new engi- 
neering bulletin. Pointing out the effect of draft on 
various stypes of burners and the difficulties some- 
times experienced when a diverter is used, the report 
presents actual graphs covering various phases of 
the research, along with recommendations for cor- 
recting the operating troubles encountered. Informa- 
tion on the regulation characteristics of the new field 
type barometric draft control is included. 

Issued by: Field Control Division, H. D. Conkey Co., 
Mendota, III. 


Kitchen Ventilation Catalog 

“The Best Way to Ventilate a Kitchen” is the 
title of a four-page catalog giving details of the newly 
redesigned Stanthony ventilating hoods. The cata- 
log shows photos of the two new styles, gives range 
of colors available and complete specifications of 
the hoods and blower units. Roughing-in details 
(Please turn to top of page 181) 
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to TRAP SELECTION 
for UNIT HEATERS 


For efficient Unit Heater drainage you need a 
steam trap assuring high starting load capacity to 
deal with cold air and low steam pressure resulting 
from peak load. 

You need continuous discharge of condensate 
and incondensables at or near steam temperature to 
prevent hot and cold air blasts. 

SARCO FLOAT-THERMOSTATIC STEAM TRAP 
—Type FT, is unequalled for this service. The float 
operated main valve can be sized to handle the con- 
densate loads from the lowest pressures up to maxi- 
mum design pressure. 

€ action is instantaneous; no waiting to cool 
or for buckets to empty. The thermostatic air vent 
makes air binding impossible. 


SARCO comvany, ine. 


EMPIRE STATE BUILDING, NEW YORK 1, NW. Y. 
Represented in Principal Cities 
SARCO CANADA LTD., TORONTO 5, ONTARIO 































10 KVA-20 KVA 
PORTABLE SPOT WELDERS 










~ | 
















Here are spot welders that will 
definitely assist you on your job... 
models to handle the vari- 
ous phases of your work. 

Model 10 KVA-20 KVA 
equipped with ball-bearing 
suspension ring so that you : 





—veweh MODEL 
can “spot” weld from any position . . . will LMSW-52 


handle all sheet metal work 
manual or pneumatic operation. 

Model LMSW-52, also light in 
weight . . . it weighs only 31 
pounds. Both models provided with 
a “natural” position handle so that 
operator can hold welder easily right 
or left handed. 

Model MSW . . . new concept in spot welder MODEL MSW 
design . . . this handy welder weighs only 23 pounds, and is the original 
light weight portable spot welder—the leader in its field. 

Write today for complete information on these MILLER Spot Welders. 





QP> muller tecraic MANUFACTURING (0. 37.5552". 


JAVLE 19 
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. Je) VVneb? 


TAPPED and THREADED 
CAST IRON SYSTEM 


A Quality Product of the 
SOMERVILLE IRON WorKs 





or | 
PERMANENT and 
PROFITABLE 


llations 


<a 


insta 













d drains and 
aloy, like all 
pmerville Iron 









can be soldi 
confidence. 
new literat 






application d 
, New Castle, 








SOMERVILLE IRON WORKS 
600 S. Mill Street * New Castle, Pa. 
Please send data on SOMALOY. 


NAME 





ADDRESS 





CITY STATE | 
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“tts qood trade 


SWAPPING COMPLIMENTS 
FOR COMPLAINTS” 





\ 








It’s typical of human nature to yell when some- 
thing goes wrong —and keep quiet when things 
are fine. A fellow in business can count on hearing 
all the complaints— but very few compliments. 

Well, Chicago Faucets (according to our mail) 
seem to cause that rarest of customer reactions — 
we mean the one where people say something nice 
about Chicago Faucets, and the man who sold 
them. Could be the easy, money-saving, leak-free 
operation of Chicago Faucets that gets them. Or 
their quality of year-in, year-out dependability. 
Whatever it is— it sure makes folks speak up — 
and in a way it’s good to hear. 

Little wonder, Chicago Faucets are today’s most- 
wanted faucets. 


THE CHICAGO FAUCET COMPANY 


CHICAGO 39, ILLINOIS 






Last As Long As the Building 
as 





Chicago Faucet Products are distributed 
through the plumbing trade exclusively. 
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and dimensions are provided for under-cabinet in- 
stallation with standard venting through one half 
of cabinet. 

Issued ‘by: Stanthony Corp., 6900 San Fernando 
Rd., Glendale 1, Calif. 


Product Line Catalog 

The Trane Company has recently published its 
first complete, condensed catalog of its full line of air 
conditioning, heating, ventilating and heat transfer 
equipment in five years. The 36-page catalog, PB-290, 
presents terse descriptions of each line, supplemented 
with cutaway drawings, product and parts photo- 
graphs, construction features, and condensed tables 
summarizing the range of capacities, sizes and dimen- 
sions. 

Issued by: The Trane Company, La Crosse, Wis. 


Adjustable Port Valve Catalog 

A line of adjustable port valves is described in a 
new catalog. Sketches and drawings of a number of 
models are included with specification data. The 
principle of operation is also explained, along with 
cutaway photographs showing the parts of the valves 
and their functions. 

Issued by: Minneapolis-Honeywell Regulator Co., 
Industrial Div., Wayne and Windrim Aves., Phila- 
delphia 44. 


Steam Generator Booklet 

A new steam generator booklet gives information 
on Orr & Sembower, Inc.’s Powermaster units for 
steam or hot water use. High and low pressure units 
from 15 to 500 hp are described. Full details are given 
on special burner design and the units’ ability to be 
changed from oil to gas firing in a matter of minutes. 

Issued by: Orr & Sembower, Inc., Morgentown Rd., 
Reading, Pa. 


Temperature Control Bulletin 

An indoor-outdoor temperature control is de- 
scribed in a new 4-page bulletin. Details of construc- 
tion and operation of this control and instructions 
for adjusting and installing are given. A sketch 
shows how the control is installed. 

Issued by: Automatic Devices Co., Inc., Western 
Springs, III. 


Heat Machine Bulletin 

A 6-page bulletin describes with photographs and 
line drawings a line of heat machines employing a 
principle of spraying heated air out at floor level 
to form a blanket of warm air. This principle as well 
as the operating procedure of the machines is ex- 
plained and outlined with sketches. 

Issued by: Fageol Heat Machine Co., Detroit, Mich. 


Unit Heater Bulletin 
Selection and application of Trane Torridor blower 
type unit heaters are explained in a revised 56-page 
bulletin. The new bulletin provides complete capacity 
- information and performance data on Torridors with 
capacities from 100,000 to 1,500,000 Btu. Models that 
deliver heat from floor, wall or ceiling, directly or 
through ducts are described in the publication. 
Issued by: The Trane Company, La Crosse, Wis. 
(Please turn to top of page 183) 
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No. 4132 





2° 


BATHROOM CABINETS 


help the sale! 


Few other conveniences in the 
home are used more or afford the architect, 

builder or contractor greater reward than when 
Lawson cabinets of adequate size are installed. 





Suggested specifications 


Lawson 4132 Bathroom Cabinet or equal/or— 


e ONE-PIECE DRAWN SEAMLESS STEEL BODY 
—BONDERIZED AFTER FORMING for rough 
opening 14 x 18 x 314”. 

e@ Mirror shall be 16 x 22” Plate Glass conforming to 
National. Bureau of Standards Specification CS27-36, 
with Polished Stainless Steel Frame. 


@ Door shall be supported by full Iéngth White 
Enamel Piano Hinge. 


@ Cabinet shall be supplied with 2 Glass Shelves and 
Stainless Steel removable and adjustable Shelf Sup- 
ports. Bar Type Door Stop. Razor Blade Disposal 
Slot. 

e Finish—Baked White Enamel. 


Write for catalog of Lawson Bathroom Cabinets, 
Lavatory Mirrors and Chrome Accessories. 


THE F. H. LAWSON CO. 
804 Evans Street 
Cincinnati 4, Ohio 
Est. 1816 
WORLD'S LARGEST BUILDERS 
OF BATHROOM CABINETS 
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| 
VERTICAL 
ADJUSTMENT 


OR ANY OTHER 


ANGLE 


ADJUSTABLE 
TO EVERY ANGLE! 


Econo circulators are instantly adjustable, by loosening one clamp 
entire pump assembly may be set for any direction of flow ... any 
point on a 360° adjustment. Nothing to take apart, ne bolts to re- 
move, no gaskets to replace, no leakage. 


@ Open fin impeller design 

@ Will not overheat 

@ Provides aoe head pressure 

@ Exclusive Neoprene vibration dampers 
reduce noise transmission 





See your jobber or write 


MFGS. of CIRCULATING PUMPS, LOW WATER CUTOFFS 
FLOW VALVES HEATING SPECIALTIES 


ECONO PRODUCTS COMPANY 
17 State Street New York, N.Y 


FACTORY: EAST HADDAM,CONN. 
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Model 200 Pressure Contra 
and Relief Vaive 


FLOW FITTINGS BY Saf 


Available in Cast Iron or Copper 


SALL Fittings 
greatly improve 
the efficiency of 
the entire hot 
water system. 
One fitting on the return line is 
all that is needed. This directs 
the free flow of the water through 
the radiator. SALL Fittings are 
applicable to both cast iron and 
copper radiation. 


SALL one pipe fittings are avail- 
able in either cast iron or cop- 
per. Sweat type for use with 
copper tubing. 


All sizes1” to 2” upfeed return 
or down-feed return. 


ANGLE FLOW CHECK VALVE 


Designed for one and two pipe 
systems, the SALL Flow Check 
Valve performs its function un- 
failingly. Automatic in opera- 
tion, but when necessary can 
be locked in position for gravity 
circulation. Small %” port at 
top permits installation expan- 
sion tank, preventing air-bind- 
ing. Learn more about the 
complete SALL Line... get in 
touch with your SALL repre- 
sentative. 
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Pump Line Catalog 

A 64-page catalog with full information about 
general pumps and newly released data on a new line 
of submersible pumps is being issued by The Lan- 
caster Pump and Manufacturing Company. Durably 
bound, tab-indexed and profusely illustrated, the 
catalog contains capacity tables for the complete line 
of pump equipment and accessories. 

Issued by: The Lancaster Pump and Manufacturing 
Company, Lancaster, Pa. 


Chrome Plumbing Fixtures Catalog 
Lavatory fittings, drains, specialties, bath and show- 
er fixtures, diverters and kitchen fixtures made of 
chrome plated brass are illustrated with accompany- 
ing specification data in this four-page catalog. 
Issued by: Melard Manufacturing Corp., 37-25 32nd 
St., Long Island City 1, N.Y. 


Ceiling Outlet Catalog 

Several models of surface and recessed type ceiling 
outlets and accessory equipment are covered in a new 
catalog issued by Barber-Colman Company. Specifi- 
cation tables and illustrations accompany the de- 
scriptions of the models in the first 12 pages. Perform- 
ance data charts and throat velocity charts compose 
the latter section of the catalog. 

Issued by: Barber Colman Company, Rockford, III. 


Fan and Blower Catalog 

This catalog lists a wide range of ventilating fans, 
air circulators, belt driven exhaust fans and floor 
and window fans for office, home and industry. 
Spray booth fans, pressure and volume blowers in 
types and capacities for industrial applications are 
also covered. Illustrations and, specifications for all 


‘models make up the 24-page catalog. 


Issued by: Standard Electric Mfg. Co., West Berlin, 
NJ. 


Waste Disposal Folder 

The sales and installation story of a food waste dis- 
posal unit is contained in a six page folder distributed 
by the National Rubber Machinery Company. With 
photographs to show operating procedure as well as 
the unit’s controls and features, the catalog has in- 
stallation data for the contractor and gives engineer- 
ing specifications of the unit. 

Issued by: Plumbing Equipment Division, National 
Rubber Machinery Company, Akron 8, Ohio. 


Radiation Bulletin 

This bulletin is intended as a guide for the con- 
tractor in the solution of heating problems of in- 
dustrial, commercial and institutional buildings. The 
bulletin explains the use and construction of a fin 
type radiation unit, and has pictures and drawings to 
describe the sloping top, flat top and expanded metal 
enclosures. In addition to explaining the design, 
material and construction features of expanded tube 
finned heating elements, the bulletin discusses a new 
Patented adjustable hanger assembly. Dimensions, 
Capacity tables, specifications and ordering instruc- 
tions are included. 


Issued by: C. A. Dunham Co., 400 W. Madison. 
Chicago 6. 


(Please turn to top of page 184) 
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the BIG NAME 





in 
HEATING 






Gas 
Boilers 
for Domestic 

Heating 


=. With a complete line to ger 
g you the business on any heating job! 


Here’s the line that pulls in the 
business for you — backed by a 
name famed for leadership since 
1857 — supported and pre-sold 
by a strong national advertising 
program -throughout the year. 
Ges Boilers for Commer. , \€it’sthe Big Name in Heat- 
ciol Heating, Hot ing. That’s why the Mueller 
Woter Supply Climatrol boiler line gives you 
the edge on hot water and steam 
jobs .. . the Mueller Climatrol 
gas conversion burner is an out- 
standing money-maker in the 
replacement market . . . and the 
eascdee te Mueller Climatrol unit-heater 
Heaters, propeller fon line is a natural for profitable 
or blower types == commercial business! 
© Choose your heating line for 
profits, Sell Mueller Climatrol, 
the Big Name in Heating. Write 
today for full details... L. J. 
Penee Mueller Furnace Co., 2033Y W. 
Oil Conversion Oklahoma Ave., Milwaukee 15, 
— Wisconsin, &49 


Mueller Climatrol 
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CONTINENTAL 


PASADENA AVE 
OIL FIRED WATER HEATERS 
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Jirectly into the 
the tank stays 
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ELECTRIC water heaters 


TWO inside 
salesmen in 
every heater 


National's “matched pair” keeps right on 
selling after the heater is installed. 
Their long, dependable, trouble-free serv- 
ice gives you double assurance of 

customer good will. NATIONAL’S water 
heaters, the complete line of round and 
table-top models, are fitted with these two, 
exclusive hard-working INSIDE SALESMEN: 





A SNAP to | 
tank stays 
with 


efficient Immersion 


transfer 


Sold 


1@ 


DOUBLEX ELECTRI 


NATIONAL STEEL CONSTRUCTION CO. 
STREET 
STREET 


SEATTLE 8 
LOGANSPORT 


WATER HEATER CO. 
LOS ANGELES 31, CALIF 
¢ RANGE BOILERS 


WASHINGTON 
INDIANA 
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Horizontal Tank Capacity Chart 

A handy chart for quickly figuring the number of 
gallons of liquid in any horizontal tank without the 
use of tables, formulas or computations is available 
from Armstrong Machine Works. The chart and ex- 
planation is printed on a 8% by 11 in. card suitable for 
hanging on the wall for quick reference. 

Issued by: Armstrong Machine Works, 
Rivers, Mich. 


Three 


Regulating Valve Bulletin 


A large cutaway illustration of a typical pilot- 
operated regulating valve with detailed explanations 
of design is featured in a bulletin (700) offered by 
Spence Engineering Company. A panel is devoted to 
showing how the control function of a regulator can 
be changed by using a different sensitive pilot. 

Issued by: Spence Engineering Company, Inc., 
Walden, N.Y. 


Snow Melting Film 

“A Winter Wonder” is the title of a new sound 
film being made available to technical and professional 
societies and trade associations. The nine minute 
presentation is reported to be the first motion picture 
ever made on the subject of concealed snow melting 
systems. It traces their development, telling what 
they are, how they are installed, and what they do. 

Issued by: A. M. Byers Company, Clark Bldg, 
Pittsburgh. 


Cabinet Unit Heater Catalog 

A line of cabinet type heating units are displayed 
and discussed in a new bulletin published by The 
Trane Company. The bulletin covers the firm’s 
“Force-Flo” unit, giving specifications, typical instal- 
lations, performance data and roughing-in dimensions 
for a variety of floor, ceiling and wall types. 


Issued by: The Trane Co., La Crosse, Wis. 


Heat Exchanger Bulletin 
A new bulletin contains a series of charts and 
nomographs which simplify the calculation of heat 
transfer requirements. Data is also given for a newly 
designed cascade type heat exchanger. Two pages are 
devoted to methods of determining requirements. 
Issued by: Corning Glass Works, Corning, N.Y. 


Residual Fuel Bulletin 

The problems of storing and handling residual fuels 
are explained and suggestions for overcoming them 
are covered in this bulletin. Diagrams and charts 
supplement the discussion. Electric heating of fuel oil 
piping systems is another topic treated at some length 
in the bulletin. 

Issued by: Preferred Utilities Mfg. Corp., 1860 
Broadway, New York City 23. 


Thermostat Bulletin 

A selection of neoprene coated bimetal thermo- 
stats is illustrated and described in a bulletin pub- 
lished by The Stevens Manufacturing Company. The 
bulletin offers suggestions for applications and sup- 
plies schematic drawings of the operating principles. 

Issued by: The Stevens Manufacturing Company, 
Inc., 69 S. Walnut St., Mansfield, Ohio. 


(Please turn to top of page 187) 
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Now its the Time fo 
i WeYe (Vaile 4-) 


with Qutl Lone Stainless Steel Equipment 


Never before has QUALITY been so important as to- 


day. In their modernization programs, hospitals, schools, 


institutions and industrial plants specify JUST LINE 
Stainless Steel equipment. They know that it not only 
assures them the utmost in sanitation, but gives a lifetime 


of service at lowest maintenance cost. 


PLUMBERS: Regardless of what your modernization contracts 


may call for, send us your specifications. 


We'll cooperate 


with you in develuping plans and furnishing estimates. 














TELL CITY 
INDIANA 


Millions of Knott 


seats have been sold 


in the past 39 years 





For Neat, Modern Bathroom Refinement 
SELECT THE KNOTT TOILET SEAT! 


KNOTT Seats are the last word in modern bathroom re- 
finement. They speak of quality . . . smooth, streamlined 
design... beauty . . . color. They are strong, long-lasting 
and dependable. They do not warp, slit or chip. Because 
great care is taken in their manufacture, KNOTT Seats 
are guaranteed by replacement against unforseen flaws. 
Enduring finishes look like new 
throughout the years. Choice of either 


closed or open front. IMMEDIATE 








10 BEAUTIFUL 
Mother-O-Pear! 













SHIPMENT! Booklet upon request. COLORS 
White 
Black 
Blue 
MANUFACTURING CO. cor 
TELL CITY, INDIANA Cue Teter 





PRICE $385.00 
1/2 to 2-Inch 


BEAVER | 


MODEL “E” 






pire and bolt machine 


@ Cuts, threads and reams all kinds 
of pipe from Ye to 2-inch. With a drive 
shaft and geared tools cuts and threads 
pipe up to 8-inch. Cuts off bolts and 
rods up to %-inch. Threads bolts and 
rods to 1'- oi in one cut; up to 2-inch 


in two cuts. 


Write Beaver for detailed bulletin—or 
order through your supply house! 
“Over 50 Years of Friendly Service” 
BEAVER PIPE TOOLS 


264-300 Dana Ave. 
Warren, Ohio, U.S.A. 





Baa) |} , 


THE BEAVER WAY —— ELIMINATES 


ssscoo/—( 


SPINOLE “wrth” AMD WORN BEARINGS 














gBe 
pe it \\ 





















































RUGGED STAND 
AVAILABLE 























NO SPINDLE WHIP 


SAFETY SWITCH 
LOCK 





RENEWABLE 
BRONZE BEARINGS 
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3-speed Milwaukee Y" drill bores up to 3° in wood] c 





Head swivels full 
360°. Locks in any 
Position. 

$-412 Drill with “2-speed 


Daven $7400 





For straight drilling, $-412 14” 
HOLE-SHOOTER (above) has a 
chuck speed of 450 R.P.M. With 
the 2-speed ‘‘Right-Angle Drive” 
attachment, speeds are 300 R.P.M, 
or 675 R.P.M, 
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Now used by thousands of Plumbing, 
Heating and Air Conditioning Contractors J of ( 

. Milwaukee %2” HOLE-SHOOTER § Dep 
combines straight and right angle drilling the 


. unmatched time-saver, works in close 4 
quarters, uses wood bits up to 3” diam, tilat: 
Suitable speeds for drilling metal, ma. Is: 


sonry, concrete and tile. Ball and roller} Gov 
bearings for extra long service life. 


COMPLETE KIT CONTAINS Exp 

1 —$-412 44” HOLE-SHOOTER, Jacobs chuck. Al 
2 — *Two-speed ‘‘Right-Angle Drive” attachment, ruga 
3 —3 wood bits — 4%”, 14%”, 2%”. Flex 
4 — Special wrench. *Pat. Pending spec: 
joint 


MILWAUKEE ELECTRIC TOOL CORP. § extr 


5350 W. STATE STREET @ MILWAUKEE 8, WIS. bala 








See your 
Distributor 




















Whateve if QF you want in 
‘Hose Fittings- your best bet is 









Couplings 
Nozzles 
Fusible Plugs 
Valves, etc. 


Established 1887 


W.D. ALLEN 


MANUFACTURING CO. 
CHICAGO 6 - NEW YORK 7 


Proved by Performance 
in thousands of installations 


First in Interior 
Fire Protection 














NEW famous-make 


heating unit even 


Majestic |& 
automatic 
forced-air dep! 


UTILITY [Re 
FURNACE [EB 


for perin 
OIL o GAS* Bes 


only 7; 


yo 


_ © UP TO 80,000 BTU OUTPUI 
© DRAWER-TYPE BURNERS yo 
© UP-FLOW or DOWN-FLOWD Prodi 


smallest, low-cost 





homes can afford! 










Model UF-22 Model DF-22 
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Commercial Standards Bulletin 

A periodic guide for buying, selling and specifying 
products is available to contractors through the use 
of Commercial Standards published by the U. S. 
Department of Commerce. The bulletin describes 
the characteristics of the article and covers the ac- 
cepted methods of testing and rating. A recent bulle- 
tin now available deals with testing and rating ven- 
tilating fans. 

Issued by: Superintendent of Documents, U. S. 
Government Printing Office, Washington 25, D.C. 


Expansion Joint Catalog 

An illustrated catalog describing all types of cor- 
rugated expansion joints has just been released by 
Flexonics Corporation. This catalog gives complete 
specification and installation data for free-flexing 
joints, for greater amounts of traverse, and joints for 
extremely high pressure applications. Dual, hinged, 
balanced and bulkhead units are also covered. 

Issued by: Flexonics Corporation, 1391 S. Third 
Ave., Maywood, III. 


Fuel Gases Report 

“Study of Combustive Characteristics of Fuel 
Gases” is the title of Interim Report No. 1 in con- 
nection with a project being carried out in cooperation 
with the U. S. Bureau of Mines. The report explains 
in simplified form the concept of critical boundary 
yelocity gradients in gas combustion as developed by 
the U. S. Bureau of Mines; discusses the use of a new 
type diagram representing flame stability limits; and 
points out some possible applications of the method. 
-Issued by: American Gas Assn., 420 Lexington 
Ave., New York City 17. 


id 


Perimeter Heating Bulletins 

A condensed manual and worksheet’ and a photo- 
graphic story on perimeter radiant warm air heating 
Were issued recently by the Mor-Sun Furnace Div., 
Morrison Steel Products, Inc. 

The condensed manual and work sheet (Bulletin 
51-7-A) contains suggested design procedure and 
construction details for radiant warm air heat— 
perimeter or spider systems—for single story slab-on- 
ground houses of not more than 60,000 Btu heat loss. 

The procedure is based on information gathered 
from the National Warm Air Heating & Air Con- 
ditioning Assn. and from the experience of Mor-Sun 
engineers in the field and in the laboratory. It con- 
tains typical heating system layouts, charts for mea- 
suring heat loss, warm air register sizing, return air 
branch and intake sizing, floor edge loss factor, 
and register delivery in Btu per hour plus other facts. 

Issued By: Mor-Sun Furnace Div., Morrison Steel 
Products, Inc., Buffalo, N. Y. 


Oil Burner Supply Catalog 
This 142-page catalog is intended for use in service 
departments of dealers engaged in the installation 
servicing of oil or gas-fired burning equipment. 
Its illustrated pages offer a thorough coverage of 
equipment, including order numbers and sizes avail- 


able. Its up-to-date trade prices, for both new and 
rebuilding or exchange of parts, should prove to be 


(Please turn to top of page 188) 
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Don’t let nuisance calls eat up your time and 
profits! . 

You can easily assure years of trouble-free serv- 
ice with Rochester DUAL-DIAL Gauges. No fumes 
can get out to bother your customers. The solid, 
pressure-tight head construction provides posi- 
tive leakproof protection—even under * pressure. 

You can make tank checking and filling a snap, 
too ... the easy-to-read “dual-dial” can be seen 
from both front and back. 

Featuring permanent magnetic indication, 
Rochester DUAL-DIALS are Underwriters’ listed. 
More than 214 million are now in use. They’re 
easy to install and stocked by leading wholesalers 
everywhere for all standard basement oil burner 
storage tanks. Rochester Manufacturing Co., Inc., 
19 Rockwood Street, Rochester 10, New York. 
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MANUFACTURING COMPANY, INC. QuisF, 
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*Available at present 
in commercial 
sizes only. 


SAFETY SWITCH 


Optional auxiliary 
switch will close main 
gas valve or sound 
alarm in case of 
blocked flue or pro- 
longed down-draft, 
preventing escape of 
carbon monoxide into 


building. 


Now there’s a Field for gas, too! And the 
same accuracy and sensitivity that have 
made Field first for coal and oil-fired 
heating plants make the new Field 
“M-G” first for gas-fired heating plants. 
It’s the first and only barometric draft 
The Draft Control 

.- that’s advertised 


nationally in BETTER 
HOMES & GARDENS 


control engineered exclusively for gas. 


Write today for complete details. 


CONTROL 


DIVISION 
MENDOTA, ILL 


field 


H DO CONKEY & CO., 


AFFILIATES 


Conco Building Products, Inc 
Brick - Tile Stone 
Conco Materials Handling Division 
Cranes - Hoists 
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helpful to the trade in estimating job costs, obtaining 
specification details and making price comparisons 
of various products and services. 

Issued by: R. E. Michel Co., 1011-17 Greenmount 
Ave., Baltimore 2, Md. 


Blower Parts Catalog 

Curves showing air delivery against static pressure 
and brake horse-power are featured in the new Mor- 
rison Products Inc. catalog (Bulletin 503) for blower 
manufacturers. It’s a 28-page book of engineering 
data that will aid manufacturers of original heating 
and ventilating equipment in designing and develop- 
ing their own blowers. The release suggests methods 
by which blower manufacturers may standardize 
blower parts, simplify and economize production 
techniques. 

Issued by: Morrison Products, Inc., 16816 Waterloo 
Road, Cleveland 10. 


Boiler Protector Circular 

Recently published is a two-page circular entitled 
“Protect the Seam and Save the Boiler.” How? By 
a refractory tile that is attachable in sets by means 
of bolts and hangers to the seams of riveted HRT 
boilers to insulate the lapped edges of the plates from 
fire-cracking and oxidation. The release contains il- 
lustrations of the tile, installation data and manufac- 
turer’s statements. 

Issued by: National Boiler Protector Co., Dayton 
2, Ohio. 











ppive does what no 


other tool can do! 


AT LAST! AN OPEN-END RATCHET 
WRENCH — the world’s first true 
universal wrench. A patented design 
for connections on tubing, rods, 
piping, conduit, studs, etc. Sixty-four 
socket sizes from %” to 4” Smallest 
effective ratcheting arc yet — 5° to 
7%°. TAC will also do every job 
any ordinary ratchet wrench will do: 
one TAC set replaces literally doz- 
ens of single-purpose hand tools. 


makers of 
advanced tools 
| for industry 


4) TUBING APPLIANCE CO. 


= 1112 South Victoria» 10321 Anza Ave + Los Angeles, Cali! 
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TURNER 
Cuality Strce /F// 


See 
Your 
Jobber 






TORCHES 


@ Turner’s complete line of blow torches 
... from the top-quality Double-Jet burner 
to a handy little half-pint model for the 
home craftsman... gives you a range of 
torches ideally suited for every use and in 
every price classification. Several models 
feature Turner’s exclusive ““Carburetor Con- 
trol”... each one is built to exacting speci- 
fications for quality and performance... 
each one is actually burn-tested before final 
check-out at the factory. Reasons a-plenty 
why you can always look to Turner torches 
(and fire pots, too) for the acknowledged 
product leadership that wins money-making 
sales and satisfied customers for you! 


THE TURNER BRASS WORKS 


Since 1871 





GAS WALL 
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HEATER 


25,000 BTU Size, single unit 


50,000 BTU Size, dual unit, (heat outlets for two rooms 
on opposite sides of wall) 


Easy to install. Fits between studs on 16” center. 
Entire unit above floor level for easy cleaning below. 
Entire burner and control assembly easily removed. 
Adaptable for use with Robertshaw or General controls. 
Royaltex finish blends with any color. 


Has famous lifetime Royal cast iron burner with drilled 
raised parts. 


Ask for name of NEAREST DISTRIBUTOR. 
AGA approved for Nat., Mfg., or LP Gas. 


CHATTANOOGA IMPLEMENT & MANUFACTURING CO. 


CHATTANOOGA 6, TENNESSEE 


Quality... Since 1891 
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res Completely sanitary 





Makes fine fixtu 








rh 
® os . ‘ 

“DUO” Principle of Sanitary 7 
Draining. ee The cutaway view -illus- 
trates how the patented SANITARY WALL 
construction prevents drain water of one 
compartment from backing up into the j 
other compartment — and it drains fast! 


Manufactured only by 
” 





THE M. S. LITTLE MFG. CO. HARTFORD 6, CONN. Write for “Duo Waste” Catalog 


Wlurvec GREASE TRAPS When You Think of 
SOIL PIPE 


They Thoroughly Ca 7 
a By Inoependen” _ tig think of 
Ne LABoRATOR! y, SANIT A RY 


COMPANY 
AMERICA 


: Cast Seon Soil Pipe and 
MURCO Grease Traps have always been tested Sail Fittings 2 Plumbing 


by independent laboratories—not our factory tests. 
It is harder to pass independent laboratory tests 


than tests established by the manufacturer's stand- Specia lies and Grey 
_ ards. The efficiency ratings. claimed for MURCO 
Grease Traps are ratings established by inde- I c r 

pendent laboratories after the most rigid methods ron astings 


of testing and approval. You can be sure of 
MURCO efficiency. Where a dependable Grease 


siete Tk ae tal ie ae eee SANITARY COMPANY of AMERICA 


use in thousands of installations. No grease trap is sim- 


pler in construction . . . in design than MURCO.. . 
important reasons for every MURCO Grease Trap function- f, A bf 
ing as it was intended. inpleta, a. 
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Write today for the latest catalog . . . 


order from your wholesaler. al 





Whatever you require write, 


D.J, MURRAY MANUFACTURING CO. onc] | | phone ot wite SANITARY COM- 








MANUFACTURERS SINCE 
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* 
| 
Bath Enclosure oe | 
a , be A bath enclosure wall dis- | S 0 [ 1 AR F 5 3 0 0 F 
& play that permits the pros- | 


pect to examine at first hand 
the operation of the Cascade 
Bath Enclosure is available 
to contractor dealers by Fiat 
Metal Manufacturing Com- 
pany. The display fits flush 
against a wall and consists 
of a full scale model of the 
bath enclosure. The en- 
closure is installed in the 


: mmm «display in the same manner 














in which the unit is installed in the home. | 
“ Available from: Fiat Metal Manufacturing Com-_ | 
4 pany, Franklin Park, IIl. 


litary . Blower Package Display 











w -illus- E Adding a touch of light 
Y WALL 4 humor to showroom and 
e counter displays featuring Vik- 
of one : ing’s new 7-in. blower package 
nto the 4 is a red-haired, loop-nosed a. pars, 2,210,046—2,916,088 
e “ye ° ° AGHNIDES Ue 
ins fast! pixie. This cartoon-like char- 
| a acter serves as an attention 
& getter for Viking displays. The 
log 3 sales aid was first introduced 
A at the Air Conditioning show 
last year and its effectiveness has resulted in 


requests for duplicates available to dealers. 
Issued by: Viking Air Conditioning Corp., 5601 
Walworth Ave., Cleveland 2. 





Specialty Display Stand 
The creation of a new specialties FAUCETS WITH 


display stand for traps and valves SPRING-FLO° AERATORS 


is announced by C. A. Dunham | 
Company. The stand is designed 
to push the line in contractor | 
showrooms. Each trap and valve | 
displayed is a specially made cut- 
away model to show inside work- 
| 
| 
| 
| 





do wonderful things to water. These patented 
aerators give oxygen-enriched water that tastes 
better — a bubbly stream that washes and 
rinses faster, saves soap and won't splash. 
Just tell your customers about them. See 
how much easier it is to sell faucets with the 
Spring-Flo. And remember that every Spring- 
Flo sale means sales of other plumbing goods 
because a satisfied customer buys from you 
again. Spring-Flo Aerators are supplied with 
Match Pad Merchandising the lavatory and sink faucets of all leading 
Dealer matches, packed in min- faucet manufacturers. 
iature furnace cartons, are a fea- 
ture of the L. J. Mueller Furnace 
Company merchandising cam- 
paign for 1952. The cartons, which 
contain 10 pads of matches, are | 


Hoelicns of Mueller Highboy Gas-Oil Winter Air g po { N Ge & L | 3 i 4 AT fo} 54 


Conditioners. Aside from the packaging, the entire 


ing parts. The cut-away feature 
of the display is designed to catch 
the eye of the “browsing” customer. 

Issued by: C. A. Dunham Company, 400 W. Madi- 
son St., Chicago. 








front cover of each pad is available for dealer im- 
print. As an opportunity for dealer advertising, 
the dealer can leave one behind when making a_ | 


sales call, or have his service man leave one behind | : : ao ucels 
| the gfe atest thing nae fa 


=] 





after a service call. 
Available from: The L. J. Mueller Furnace Com- | 
pany, 2005 W. Oklahoma Ave., Milwaukee. | 
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TURNS SENSE INTO DOLLARS 





Fully wired and equipped for 
quick installation—no lost 
time 


Compact and beautiful 
Occupies the smallest space 





Two sensitive aquastats — 
plenty of hot water 


/ 
Bee 
ng 


aT <e) 


Low cost heat and hot water 
Fuel bills down — savings up 















‘Today—people want lots o 
quick low-cost heat and hot 
water. Well, VENKO enables me 
to fill that bill. 
Customers don’t want to be bothered with 
expensive repairs. But KOVEN engineers took 
care of that with tested, selected controls and two 
sensitive aquastats that really avoid heat and 
hot water troubles. 
And most important — VENKO 
comes fully wired and assembled 
from the KOVEN factory for 
quick installation. And when 
there is no waiting time—it 
saves me money. Speedy 
installation makes sense 
to customers, too. And 
when I say speedy 
—| mean speedy.” 














WATERFILM BOILERS, INC. 
KOVEN & BRO., INC. 


a division of L O 


154 Ogden Ave., Jersey City 7, N. J | 


Plants: Jersey City, N. J * Dover, N. J 
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Self-Siphonage of Fixture Traps 


(Continued from bottom of page 163) 


appears reasonable in this case, or in any installation 
in which the venting system is loaded considerably 
under capacity, to permit greater trap-seal reduc- 
tions than those used in obtaining the permissible 
values upon which the recommendations in Fig. 6 
were based. 

In practice the drain is sometimes made one 
nominal size larger than the trap. For this reason, 
among others, tests were made to determine the effect 
of changing the drain diameter when a given trap is 
used. A 1%-in. tubing trap was used (depth of trap 
seal, 3% in.; trap diameter, 1% in.) and connected 
to a 1%-in. drain and with a 1% by 1%-in. short- 
turn vent fitting. 

The tests were made with the wet-vented system 
shown in Fig. 1, with the exception that the hori- 
zontal branch was 2 in. in diameter. The system 
was constructed of conventional metal pipe and fit- 
tings, with the exception of the 3-in. stack, which was 
made of transparent plastic pipe. The average rate 
of flow from the lavatory was 11.5 gal. per minute. 

Similar tests were made with the lavatory drain 
increased to 1% in. in diameter with a rate of 
flow of 11.4 gal. per minute from the lavatory, and 
no trap-seal loss was observed in any of the tests, 
even when the length of drain was increased to as 
much as 104 in. on a %-in. slope and to a drain 
length of 93 in. on a %4-in. slope. 


Effect of Decreased Drain Diameter 

It is obvious that, for a given rate of flow, decreas- 
ing the diameter of the lavatory drain will cause 
increased trap-seal losses. Or, stated differently, a 
lavatory installation in which the drain is larger than 
the trap will be subject to smaller trap-seal losses 
































“Government's ordered a 25 percent cut 


in our aluminum consumption— 
paint out the smoke in one stack!” 


than a similar installation with the same trap but 
with the drain the same diameter as the trap. 

It seems reasonable to believe that the amount of 
trail discharge from a lavatory will bear some rela- 
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tion to the area and shape of its bottom surface. 
For this reason some of the tests were made with 
two different sizes of lavatories. With the 1%-in. 
trap and drain, trap-seal losses were found to be 
practically the same whether the 18 by 20-in. or the 
20 by 24-in. lavatory was used. 

However, for the 1%4-in. trap and drain this was 
not the case. Tests made on the wet-vented system 
shown in Fig. 1 indicated that the smaller lavatory 
gave appreciably larger trap-seal losses than did 
the larger lavatory. 

As an illustration, tests made with the 20 by 24- 
in. lavatory gave an average trap-seal reduction of 
0.075 in. for a drain 123 in. long on a %-in.-per-ft. 
slope, while tests on the 18 by 20-in. lavatory gave 
an average trap-seal loss of 1.86 in. for a drain 23 
in. shorter and on the same slope. The above test 
results are for a long-turn vent fitting and the 114-in. 
tubing trap. It would be expected that a similar 
situation would hold for the short-turn vent fitting, 
back-vented or stack-vented lavatories, and for 
other types of traps. 

No tests were made during this investigation to 
determine the effect on the trap-seal losses of vary- 
ing the vertical distance between the lavatory and the 
trap. (This discussion will be continued in a forth- 
coming issue of Domestic ENGINEERING.) 


How Would You Heat This House? 
(Continued from bottom of page 156) 


Like the outlets in the living room, the outlet in the 
bedroom was located on the perimeter, in this case, 
near the north wall. 

In the case of the bathroom, however, for purposes 
of economy, the outlet was placed on the inside wall. 
The same was true of the kitchen, only the outlet 
(in the inner wall) fed out to a grille through the 
intervening cabinet space. 

One return, direct to the furnace, was placed on 
the east wall of the bedroom. With the bathroom and 
kitchen doors usually open, circulation is adequate in 
this portion of the house. 

Individual room thermostats enable occupants in 
different parts of the house to obtain heat as de- 
sired. The various settings thus made possible assist 
in the balancing of the system. 

Already this year, the home’s heating system has 
been well tested under adverse operating conditions. 
Winter commenced early in November with a record- 
breaking storm. Temperatures dropped to below 
freezing and the winds blowing off Lake Michigan 
reached fantastic speeds. Damage to housing, roads 
and retaining walls in the Beverly Shores area was 


estimated at $500,000. 


Proper Insulation Helps 

But the house high atop the sand dune weathered 
the storm without a scratch. And the heating system 
performed to the satisfaction of all concerned. 

Proper insulation also helped to solve this difficult 
heating problem. Both perimeter and heavy ceiling 
insulation was-used. Also, all walls are wood paneled, 
another important item in heat conservation, says 


contractor Becht. 
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ell the BEST so you can 
fh the MOST 


automatic 


e 350 Ib. Test-Tank thorough- 
ly Galvanized By Hot-Dipped 
Process 


Satie Unitrol Controls 


e For Any Type Of Gas 


e Smart Looks Plus Sturdy 
Construction 





The best protection any 
automatic Safety Pilot 
can give. The most abun- 
dant supply of rapid, low- 
cost hot water. Trouble- 
free service for what amounts to a few pennies 














a day. 
You sell all this plus advanced design and pre- 
cision engineering when you sell a KOVEN 


Automatic Gas Water Heater. And the rec- 
ommendations of Builders and Architects 


back you up. Your customers are satis- 
fied and so is your cash register. IT 


So suggest a KOVEN Automatic Wig 
ff f f' 
a 


















Water heater today. 


L. O. KOVEN & BRO., INC. 


154 Ogden Ave., 


Jersey City 7, N. J. 


Plants: Jersey City, N. J. * Dover, N. J. 





DOMESTIC ENGINEERING February, 1952 


UTOMATIC GAS 


The pure copper tank has been man- 
ufactured by a special and exclusive 
Allcraft process and individually 
tested to 300 Ibs hydrostatic pres- 
sure. It cannot rust or deteriorate 
and there is a ten year warranty on 
the tank. 

Every desirable feature known in 
the manufacture of gas water 
heaters is embodied in each 
Allcraft unit including completely 
automatic operation, AGA ap- 
proved Robertshaw Unitrol, drain 
valve at bottom of tank non- 
absorbent spun Fiberglas: Insu- 
lation and a dozen others 


ye sell the finest gas water 
set VIG heater made in America 
pune ctoF today when you handle 


cont at! Allcraft. 
T 


Ep RM THE REICHERT FLOAT & MFC, C0, 


ASK YOUR JOBBER FOR 








You recommend, stock and 








WHEN ORDERING 
SUPPLIES. 


TRIED, TESTED AND 
APPROVED BY THE 
MASTER PLUMBERS 


COPPER TUBE CHROME 

L prone rnnagl ..» Effective immediately, all Alberene sinks will 

SUPPLIES be special sinks, built to order to fit any space, in 

PLUS FITTINGS any dimensions. Manufacture of production-run 
AND STOPS laundry trays has been discontinued. 

ANGLE AND Just send us complete dimensions (ask us for 

STRAIGHT our easy-to-use order forms). There are nine 

types you may choose from. If you have any 


trouble in design, phone our local representative, 





MANUFACTURED BY or write to — 


Peerless | ALBERENE STONE CORP. 
INDUSTRIES OF VIRGINIA 
: PLYMOUTH, MICH 419—4th Ave., New York 16, N. Y. 
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We Cut Tool Replacement Costs 


(Continued from bottom of page 107) 


sharp edges or breaks, and so on. Incidentally, this 
one phase of the inspection alone has cut down on 
the number of accidents . . . just another benefit 
obtained from the system. 

All tools receive a weekly oiling, greasing, or what- 
ever ad,ustments or service they need to keep them 
always in a functional condition. 

Each journeyman plumber, steam-fitter, air con- 
ditioning mechanic, etc., is required to report in full 
on each damaged tool, and to make certain that it 
reaches the repair shop by the end of the day. This 
is his responsibility. He fills out a simple form 
noting the nature of the damage, its cause, if known. 
Each tool has a number, and by the use of these forms 
reporting damage or total failure the life of each 
tool can be accurately recorded. 

With a minimum of paper work, Mr. Mintzer now 
has an invaluable record of the life history of many 
different types of tools. Aside from being helpful in 
determining what lines to re-order, this system also 
helps keep track of “wayward” tools, those occa- 
sionally reported lost in the past. With each man 
responsible, the losses have diminished considerably. 

The steady stream of broken tools are inspected 
by the tool repair department. If salvage can be made 
at a worthwhile saving over the price of a new tool, 


the essential repairs are made. An assembly line has | 


been set up to facilitate working over any one type 
(Please turn to top of page 197) 













HERE IT IS! 


THE NEW 


MODERN 
prutomatte 
Electric 
WATER SOFTENER 


@ Flick a switch—for complete, auto- 
matic regeneration. 

@ Sealed electric power unit—elim- 
inates field service and adjustment. 

@ High capacity—210,000 te 420,000 
grains weekly if desired. 

@ Fully guaranteed—10 year war- 
ranty on softener—1 year war- 
ranty on electrical parts. 

© Triple-acting: softens—removes 
iron—filters sediment. 

© Easily installed—plugs into any 
110-115v A.C. outlet. 

© Remote control optional, extra cost. 


WRITE FOR DETAILS AND PRICES 


MODERN 


WATER EQUIPMENT COMPANY, WEST CHICAGO, ILLINOIS 





WATER SOFTENERS * FILTERS * WATER HEATERS 
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DELCO WATER SYSTEMS 
Hye Le8y 10 Sel. 


—and profitable, too—because there’s a type and size to 
meet any domestic water system requirement. A complete 
line of both Shallow and Deep Well Jet and Reciprocating 
types with capacities to 1,620 gph and depths to 325 feet 
makes this possible. It will pay you to look into the quality, 
completeness and profit possibilities of Delco Water Systems! 





Delco Jet Convertible 
Pumps-— available in 14 hp, 
14 hp, 3% hp and 1 hp 
models with capacities up 
to 1,620 gph. The Delco 
Jet Convertible is easily 
converted from shallow 
to deep well operation, thus 
requiring less inventory to 
meet all requirements. 





Delco Model C12 Shallow 
Well Pump (right) with 225 
gph capacity. This is just 
one of the many models 
of the complete line of 
Delco Reciprocating Shal- 
low Well Pumps with ca- 
pacities to 600 gph. 





Delco Reciprocating 
Deep Well Pump - (left) 
furnishes from 100 to 410 
gph for lifts up to 325 feet. 
Available in 14 hp, 4 hp, 
34 hp and 1 hp models. 
Just the right pump to sell 
when the water table is way 
down deep. 





To learn more about the complete line and to get the 
facts on the profit possibilities in a Delco Water System 
franchise, write Dept. DEW, Delco Appliance Division, 
General Motors Corp., Rochester 1, N. Y. 


GENERAL MOTORS 


For a good deal 
DEAL WITH DELCO 





DELCO ee 
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(Continued from center of page 195) 
of tool that may be needed in quantity. 

Thus, if a job which will require many wrenches 
is coming up, the tool shop concentrates on repairing 
wrenches, dropping all other repairs until an adequate 
supply of the critical tool is established. Each man 
on the assembly line does one particular job; and in 
a minimum of time the job is finished. 

All broken or damaged parts are repaired or re- 
placed, if possible; and if a worthwhile saving will 
be effected, new parts are machined and fitted into 
place. Broken handles—in the past a frequent cause 
of discarding a tool—are welded, polished down, and 
thus the tool continues its useful life. 

Savings have been astonishing, according to Mr. 
Mintzer. The annual tool bill of something like $3,000 
a year which the firm had grown accustomed to pay- 
ing fell to a very small percentage of that amount. 
During the first year of operation, the tool repair 
department saved nearly $2,500. Also, there has never 
been any expensive delays because of a crew being 
out of tools since the system has been installed. This 
is another saving—intangible, but important. 

Other economies effected by the Fixzit firm include 
a scrap salvage plan whereby any piece of metal 
which seems to be potentially useful is brought back 
into the yard where the firm maintains its own 
smelting equipment. Odds and ends re-used for 
various purposes have helped to rush several jobs to 
completion. 

The firm also wipes all lead in the second-floor shop. 
Foremen on the jobs send in sketches of what is 
needed; often, they even telephone in their orders. 
And lead wiping in the shop does away with expen- 
sive loss in the field, and most important of all, delays. 

The firm has also set up a tightly scheduled truck 
routing program whereby it is no longer necessary 
for trucks to shuttle back and forth from the yard to 
the job site all during the day. A half-ton pickup 
truck is always ready in case of emergencies, but the 
regularly scheduled runs take care of the bulk of the 
tonnage moved to the job. 

“Planning pays,” says Mr. Mintzer, “not only in 
avoiding profit leaks, but it also pays off in increased 
efficiency and better morale among the men.” 


This Contractor Is Looking for Trouble! 


(Continued from bottom of page 102) 
is too expensive, the prospect is told that he has 


it all wrong. “It’s your old ‘pickpocket furnace’ 
that is expensive. Not the new one.” And he goes 
on by fact and figure to prove his point . . . that 
a faulty or inefficient furnace can often waste 
enough money to pay for a good new one. 
Stamping out the “heating crime wave” in 
Poughkeepsie, N. Y. has proved an extremely suc- 
cessful venture. Says Mr. Strain, “Year after 
year, we are selling more heating units. For 
example, we can point to one six week period 
in which we sold 33 complete heating jobs as a 
result of this special promotion.” 
His sales program takes this form: 
(1) Salesmen are trained in “crime detection,” 
(Please turn to top of page 198) 
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Every Adjustable Vent-Rite Valve Has 
Wide Range Of Venting Rates 


Every Adjustable Vent-Rite Valve 
has an exceptionally wide and com- 
plete range of venting rates ... to 
help assure Balanced Radiation on 
every one of your installations. 


Adjustment of the venting rate is 
easily accomplished. Each individ- 
ual Adjustable Vent-Rite Venting 
Valve has a streamlined, conven- 
ient, inconspicuous adjusting but- 
ton. Once the valve is adjusted, 
you can be sure of even, uniform 
distribution of heat ... when you 
use Vent-Rites. 











When the job calls for 
vacuum vents, ask your 
wholesaler for Vent- 
Rites Nos. 2, 62, 4, or 
6A. Vent-Rite #2 (il- 
lustrated), for radia- 
tors, has 4%” side con- 
nection with siphon. 
3/32” Diam. Vent Port. 
Overall height 3”. 





Pha 








Regie oe 


ANDERSON PRODUCTS INC. 
Cambridge 39, Massachusetts 
Makers of a Complete Line of 
VENT-RITE VENTING VALVES 
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THE OUTSTANDING SHALLOW 
WELL PUMP OF THE DECADE 


THE PEERLESS 


ater Ring 


ONE OF THE COMPLETE LINE OF 
PEERLESS WATER SYSTEMS 


Manufactured under 
R. Moineau’s patents, Robbins 
and Myers, Inc., sole USA 

and Canadian licensee. 


-FOR CONVENIENCE si LONG LIFE 


1. The Water King is Self-Priming! 


2. The Water King operates at half 
the usual pump speed! 





Sell the operating convenience and the 


; CAPACITIES: 
extra life afforded by these two of the Up to 860 gallons 
many features of the Peerless Water per hour. 


King system and you'll make your cus- 

tomers Water King boosters for life. LIFTS: 
Water King’s positive displacement Up to 20 feet. 
method of water lifting is silent in 
operation, positive in action. Suitable 
even for wells pumping some sand in 
suspension. Write today for details of 
the complete Peerless line of water 
systems, cellar drainers, general utility 
pumps. Ask for Bulletin B-588-1. 


PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


Address Inquiries to Factories at: 

| TT Los Angeles 31, California and Indianapolis 8, Indiana 

rot i Offices: New York, Atlanta, Fresno, Los Angeles, Chicago, 

\ q luis ps St. Louis, Phoenix; Dallas, Plainview and Lubbock, Texas; 
Albuquerque, New Mexico 


PRESSURES: 


Up to 40 pounds 
or more. 


MOTOR SIZES: 
Va, V3, V2 h.p. 





FILL ALL YOUR CUSTOMERS’ NEEDS WITH 


— 
— | 
— | 
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E PEERLESS 


WATER SYSTEMS 


THE COMPLETE LINE 
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(Continued from bottom of page 197) 
that is, in discovering faulty heating systems. 
They are also instructed in the technical details 
of the lines of boilers and furnaces carried by the 
firm, and they are given pointers in closing a sale. 

(2) Newspaper advertising calls attention to 
the fuel waste caused by faulty or inefficient heat- 
ing systems, and stresses the point that the Strain 
firm can save the homeowner money by installing 
a new system. 

(3) Prospects are sold on the merits of the new 
heating plant by a demonstration and sales talk 
in the store. 

(4) The prospects are informed of the various 
ways in which a defective heating plant can cost 
them money. 

(5) Sometimes, they are taken to the home of 
a previous heating customer and shown the in- 
stallation. 


Don’t Put All Your Eggs in One Basket! 


(Continued from bottom of page 109) 
salesmen have an excellent calling card in that 


very fact. 

“From past experience, we’re convinced we’ve 
got the right formula to meet any of today’s prob- 
lems,” states Mr. Poppenheimer. “If serious short- 
ages do develop in some lines, we'll just shift 
emphasis and go into high gear on something else. 
There are no slack periods with our set-up. And, 
if worse comes to worse—which we don’t antici- 
pate, well, people always seem to find time and 
money to buy a boat and go fishing—and we can 
build the boats!” 




















































Sales Organization 

(Continued from center of page 113) 
interest the prospect in a refrigerator or a washing 
machine. Once we have established a need for service 
which the homemaker wants, and once we have per- 
formed that service to her satisfaction, we are in far 
better position to sell merchandise, though our men 
are always alert for the tip-off that indicates interest 
in merchandise. 

“I am constantly surprised,” continues Mr. Mellwig, 
“at the number of times a simple question leads the 
prospect into a discussion of major needs. As soon as 
the salesman gets a flicker of interest, he reports it. 
If a service job is called for he can either report it as a 
job, or tell the prospect he will have the sales manager 
or myself call to give her complete details and esti- 
mates on costs.” 

Mellwig salesmen are forbidden to use any high 
pressure tactics. They do not, of course, have to, be- 
cause they are paid not for sales but for leads and for 
building prospect good will. 

Leads are filed on 3 x 5 cards and turned into the 
sales manager daily who follows up on them immedi- 
ately. Where plumbing or heating contracting is in- 
volved, Mr. Mellwig usually handles these calls him- 
self because of his long experience in the work. 

The sales manager, in addition to his salary, is paid 
(Please turn to top of page 201) 













Februz 


Te 


SHOV 
and 1 
F-236— 
Chrom 
device. 
4inch : 
DRAIN 

Ou 


and ou: 
with th 


Co. 
copy 0: 





The 


STE 


All 


Dispel 
It’s goc 
water 

STEVE! 
Unit. 
calls ar 
this ur 
on all 

recipro 
wells, 

or floa 
of orde 








ruary, 1952 
) 


systems. 
al details 
ed by the 
ng a Sale. 
ention to 
ient heat- 
he Strain 
installing 


f the new 
sales talk 


e various 
, can cost 


home of 
n the in- 


Basket! 


) 
1 in that 


ed we’ve 
'y’s prob- 
us short- 
just shift 
ning else. 
up. And, 
’t antici- 
time and 
1 we can 


washing 
or service 
lave per- 
are in far 
our men 
s interest 


Mellwig, 
leads the 
s soon as 
eports it. 
ort it asa 
manager 
and esti- 


any high 
re to, be- 
s and for 


into the 
immedi- 
ng is in- 
alls him- 
rk. 
y, is paid 





February, 1952 





~ PLUMBING SPECIALTIES 
~ GRAY IRON CASTINGS 


a 








SHOWER DRAIN 


F-230—Furnished complete 
with flashing ring unless 
otherwise specified. Thread- 
ed and caulked types are 
carried in stock at all times. 








SHOWER DRAIN 
and TRAP 


F-236—Adjustable Brass 
Chrome Top, with clamping 





device. Made in 2, 3 and 
4inch sizes. 
DRAINS and TRAPS of ALL TYPES , ill 


Our products are distributed through the Plumbing Jobber 
and our centrally located position enables us to serve all areas 
with the least possible delay for deliveries. 


Consult your Jobber about our products and request a 
copy of our latest catalog. 


Tae WILMINGTON CASTING Co. 


WILMINGTON, OHIO 








STEVENS & MILLER 


AIR INDUCTION UNIT 


... for all Suction Pumps 
Air Troubles 


It's good-bye to air volume troubles in 
water systems when you install the 
STEVENS & MILLER Air Induction 
Unit. You will sharply reduce service 


ooo err 
-* we 


Dispels Volume 





calls and gain customer good will with Possoasiny 

this unit. Works with full efficiency [tf | s 

on all types of pumps; jet, turbine or Kommed coo. 

reciprocating; for deep or shallow , Th \ HH 
‘ 


- 
ee 
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j Reparexed » 





wells. No valves, diaphragms, springs 

or floats to wear, corrode or get out ee! 

of order, r ~ sos 
UNIT CAN BE INSTALLED 
ON OR AWAY FROM TANK 
Simplicity of installation is 
a prime factor with the 
STEVENS & MILLER Air 
Induction Unit. Can be 
quickly installed on either 
the pump or the tank, 
or any place which may 
be most convenient. Your 
Jobber has it or can get 
it for you. 


STEVENS & MILLER, INC. 


GENERAL OFFICES 
127 E. PRAIRIE ST DECATUR, ILL 

















Patents Pending 
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CHAIN PIPE 
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CUTTER! 


5 Bucks 


Subject To Trade Discounts 





No. 1 Cuts C.I. Pipe 2” to 4” List Price $15.00 
No. 2 Cuts C.l. Pipe 2” to 6” List Price $20.00 
Other heavy duty models for pipe up to 24” dia. > 


FACTS—NOT fairy tales—YOU can cut 4” 
cast iron pipe in less than 1 minute. YOU can 


cut 4” DURIRON pipe in 15 seconds—and we 


mean seconds. 


JUST OUT—get the NEW JRS-TALON 
catalog, showing the 1 minute C.I. pipe cutters, 
the NEW 15 second Duriron pipe cutters, vises, 
copper tube flaring and swedging tools, including 
all JRS specialties. 


ems amclip to your letterhead a,, 


MAIL TO 


TALON 


77 River Rd. 





>TOOLS 


N. Arlington, N. J. 
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THE CONNECTICUT STAMPING & BENDING CO. 


NEW BRITAIN 


CONN 


Complete 


Line 
of 
Plumbers 
Tubular 
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Industry — 


AEROFIN rw-rvee 

HEAT-TRANSFER UNITS 
do the job Better, 
Faster, Cheaper 





AEROFIN 


410 South Gedd 


S 
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ww! "HANDBOOK 
N OF OIL-BURNING” 


the most authoritative text ever 
compiled on Oil-Burning 


e Information about oil burners, 
combustion, atomization, vaporiza- 
tion, crude oil, fuel oil, refining, 
transportation, delivery systems, 
heating, heat losses, tanks, piping, 
combustion chambers, controls, wir- 
ing and other subjects. Over 950 
pages of facts and data, more than 
500 illustrations, some 90 tables and 
charts. 


ye) 


PER COPY 


Deluxe leather edition 
$16.50 per copy 


JUST LOOK AT THESE SUBJECT TITLES 
COMPILED BY 48 TOP MEN IN THEIR FIELDS 


Oil As a Fuel 

It Combustion of Fuel Oil 

itt Preparing Oil for Combustion 
1V Oil Burning Equipment 

V_ Elements of The Heating System 
VI Controls 
VII Selection of Equipment 


VIII Application, Installation And 
Maintenance of Oil Burners 


IX Standards 


Order Your Copy Today 
OIL-HEAT INSTITUTE OF AMERICA, INC. 








6 E. 39th St., New York City, N. Y., Dept. D 
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CLEAN FUEL OIL 


« « « means less burner trouble 


- « « fewer call-backs for you 









Boost your profits, 
keep your customers 
happy, and save need- 
less work for yourself 
by installing a Spark- 
ler Fuel Oil Filter on 
every oil burner you 
service, 

The Sparkler Model 
OB is a positive filter 
because oil cannot by- 
pass the filtering ele- 
ment. When oil 
reaches the burner 
nozzle, you know that 
all sediment (even 


micro-size particles) ° - 
and water have been every installation 


aiienadh: “Wie taiadadie Write for complete details 


works more efficiently and your customers need not worry 
about emergency calls. 

And whenever you service a Sparkler-equipped burner, 
don’t take chances by leaving the old discs in the unit, Install 
a new cartridge. It takes less than a minute, gives you a 
profit-making sale and protects your customer. 


SPARKLER MANUFACTURING CO. 
Mundelein, Illinois 


Manvfacturers of precision filtration equipmen? 
for more than a quarter of a century. 


There's a size for 
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-—THE SPARKLER WAY— 

























APTHORP True Alignment NOZZLES 








BOTH ARE PERFECT ——— 
but one may be BETTER 
for a PARTICULAR BURNER 
than the other 











HOLLOW SPRAY 


SOLID SPRAY 


Every burner has a certain air pattern that is gov- 
erned by the design of its particular head. Either 
an Apthorp Hollow Spray or Solid Spray Nozzle 
will mate best with this air pattern. By use of the 
right type, CO? will increase from 2% to 4%. 


















sreente WRITE FOR 
BY LEADING COMPLETE 
DISTRIBUTORS BosAcO NOZZLE 

EVERYWHERE BULLETIN 





BOSTON MACHINE WorKs COMPANY 


Oi! Heating Supplies Division, Manufacturers Lynn, Mass. 
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(Continued from bottom of page 198) 
a 2 percent over-ride on all business he secures. 

“To keep salesmen interested in their work,” Mr. 
Mellwig says, “it is necessary to pay them a worth- 
while salary. Since our men have only to develop and 
qualify leads, they are not under pressure and they 
work better that way, with more satisfactory results 
for us.” 

The idea of selecting certain territories for intensive 
sales cultivation is, Mr. Mellwig believes, a good one. 
It helps keep salesmen interested by giving them a 
constant change of pace and scenery. They are not 
likely to go stale or build up psychological limitations 
as is the case when a man works a single territory all 
the time. 

Thus Step No. 1 in good sales organization is sim- 
plified. Contacting new customers by plan is paying 
off in solid day-to-day business and building good 
will. New business keeps coming from territories 
which have been “campaigned” long after the cam- 
paigning is over. 

Step No. 2, keeping a record of work done for cus- 
tomers, is what Mr. Mellwig calls customer control. 
Every time a job is done, no matter how small, a “Job 
Record” form is filled out, giving all the details neces- 
sary to a complete picture on the job. 

“A contractor’s success is built on reputation and 
repeat business,” says Mr. Mellwig. “Records of every 
service job performed or merchandise sold will soon 
give him a picture of his customers’ needs that is cer- 
tain to make it possible for him to do better work and 
sell more of it.” 


Customer Control Method 

The Mellwig method of customer control begins 
with the original telephone call, salesman’s report, or 
store call by the customer. Each such contact is re- 
corded on a sheet of paper and as much information 
as can be secured at the time of this contact is set 
down. Aside from the name, address, and telephone 
number of the customer, the exact nature of the 
immediate need or trouble is noted, together with as 
much additional information about the plumbing, 
heating and appliance situation in the customer’s 
building as can be secured. 

This sheet is given to Mr. Mellwig who makes out 
the Job Record form. As work progresses, this form 
becomes a case history of the job, showing the nature 
of the work, the labor required, the material list, a 
cost recapitulation, and any pertinent remarks by any 
Mellwig employee, including notations about any 
additional work, requests for estimates, whether the 
customer might be a prospect for merchandise, etc. 

Each Job Record sheet is numbered and numbers 
are entered in a permanent book with the customer’s 
name, address, and work information taken from the 
sheet. Sheets are then placed in the dispatcher’s box 
and from there are assigned to the employee who will 
do the work. 

When the employee returns from the job, he imme- 
diately fills in the details of the job: time and mate- 
rial record, work done, etc. Mr. Mellwig then prices 
the job on the sheet which is passed to the book- 
keeper for billing. The Job Record sheet data, in 
brief, is transferred to a 3 x 5 card by the book- 
(Please turn to top of page 202) 
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Announcing 


THE GREAT NEW 


SHO 


PIPE & BOLT THREADING MACHINE 


hs 
Built like a 
fine machine tool 


Full of typical Fe! <1 improvements 


@ Range %” to 2” pipe; 4%" to 2” bolts. 

@ Cutting, threading and reaming tools operate 
independently and right up to chuck, swing 
up out of way when not in use. 

@ New RIGID quick-opening quadritype, 
dualtype and monotype die heads save time 
and work. 

@ Concealed oil system, reversible pump, no 
priming. 

@ More than 20 other efficiency improvements— 
see this remarkable new RIGAUD ‘500’ at 
your Supply House 


THE RIDGE TOOL CO. e@ ELYRIA, OHIO 
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The built-in quality in Welsbach-Ki 
s is, like the results achieved by the medi 
gained by painstaking attention to 
manufacture. The growing list of sati 
ch-Kitson customers is proof of the que 
y and dependability of Welsbach-Ki 


s. Write now for catalog and price list. 
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(Continued from bottom of page 201) 
keeper. Billing is done weekly, with a report on 
accounts receivable going to Mr. Mellwig so that he 
has a weekly picture of the status of his business. 

“A plumbing contractor should be able to answer 
questions over the phone as quickly as a department 
store,” Mr. Mellwig says. “Should a customer call 
about a job, any employee can quickly get the details 
from the Job Record sheet or from the card. This 
makes it unnecessary to ask a customer to wait for 
information which he wants immediately, and that 
helps to keep good will. 

The most important thing the Job Record sheet 
does for us, however, is to give us a clear-cut picture 
of what we have done, and of what the customer’s 
future needs are likely to be. This means that we can 
set up a call for a month or six weeks after a job has 
been done, so we get our follow-through in without 
missing an opportunity.” 

Step No. 3 results from Steps No. 1 and 2. Follow- 
up is automatic. Mellwig employees are trained to 
observe customers’ needs and note them on the Job 
Record form. “We get a great deal of business from 
this source that might otherwise be lost,” Mr. Mell- 
wig says. “I can heartily recommend a system such 
as ours for getting sales organization under the kind 
of control that makes you feel you are doing every- 
thing to keep your customers satisfied which is just 
about the best way I know of saying getting all the 
business you can handle.” 

The Mellwig firm employs seven journeymen 


(Please turn to top of page 205) 
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What Would You Cal) This? 


One usually refers to a “pipe dream” as a bit of 
imagination that can’t come true. But when we 
say that cast iron soil pipe will last for centuries, 
this is an actual pipe dream that bas come true! 
Pipe in France, laid 286 years ago is still in use!! 
Philadelphia can boast of 118 years’ service; 
Memphis, 111; Mobile, 110; New York, 107; 
St. Louis, 104; Boston, 104. Other cities, too, 
have had a century of service—and many others 
from 50 to 100 years. 

APCO lasts — and it “gives’” — the leaded 
caulked joints being flexible enough to allow for 
earth stresses. This pipe (as well as the “Stringer 
System” and “‘Apco” fittings) also gives com- 
plete satisfaction in other ways. 





District Sales Offices in 
Chicago, New York, Los 
Angeles, San Francisco, 


Portland, Kansas City, 


Denver and Seattle. CAST IRON SOIL PIPE 
AND FITTINGS 


ALABAMA PIPE COMPANY 
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here’s a beffer way 
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V it cuts faster 
V it cuts cleaner 
V it cuts easier 







Model 610 cuts 6” 
round and 6” x 10” 
flat. Larger capacities 
available. 


eee and it cuts at LOWER COST 


Out on the job, or in the shop, the portable Kalama- 
zoo Band Saw is a time-saver and money-saver! 
It will pay for itself in an amazingly short period of 
time and then continue to add to your profits. Pre- 
cision engineered and sturdily built, Kalamazoo is 
your best band saw buy! Coolant equipment avail- 
able on all models. Write today for complete in- 
formation. 


MACHINE TOOL DIVISION 







falamagoo TANK and SILO CO. 


213 HARRISON ST., KALAMAZOO, MICHIGAN 








More Sales...More Profits 


wth AWS! 


. ELECTRIC WATER COOLERS 
«++ DRINKING FOUNTAINS 
«-. FAUCETS 




















First sales are important. Repeat 
orders bring real profits! HAWS 
high quality assures consistent re- 
peat business. 

For 40 years HAWS has backed 
the plumbing contractors’ reputa- 
tations with dependable drinking 
water facilities. 

Get ALL the advantages with 
HAWS! Sanitary... Modern... At- 
tractive...Economical...Efficient... 
Durable... Simple Installation. A 
reputation for reliability since1909. 


@ WRITE FOR HAWS CATALOG, TODAY! 













DRINKING WATER FOUNTAINS 
ELECTRIC WATER COOLERS 


HAWS DRINKING FAUCET CO. 
1437 Fourth Street (Since 1909) Berkeley 10, California 














Agents and Sales Representatives in All Principal Cities 
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BASIN 
TRAPS 





Pat. No. 
2,071,532 
Saves Time, 
Material, and Labor 


No Drainage Flow Obstruction 


Mr. Plumber: your answer to this problem; 

ARBEST FITALL cleanout plug is a new development to re- 
place stripped, wornout, or lost plugs. Will fit any 1%” or 
1%” cast or tubular trap. 100% leakproof. Easily installed. 
Lastre plated. 1 dozen on a display card in attractive folding 
OX. 


G -H Manufacturing Company 


3047-49 Amber $t., Phila. 34, Pa. 














...a way to keep readers supplied with the latest authori- 
tative literature on plumbing drainage products. It's often 
difficult to attract your attention to this service in a small 
size advertisement, but we want you to know that the 
information below is available to you without obligation. 
Simply check “Items Wanted“ and mail as indicated. 





5. Folder on backwater and 
sewer valves. 


1. Folder on roof, floor, and 
shower drains. 





6. Folder on Interceptors to 
handle Industrial Wastes. 


2. Folder on LEVELEZE adjust- 
able top floor drains. 





7. Manual S$P-3—a 32-page 
book on Swimming Pool 
Construction. 


3. Manual RA—specifications 
and roughing dimensions on 
all drainage products. 





> 


8. Folder on Shock Absorbers 
for Water Hammer. 


Manual B—the complete trea- 
tise on grease interception. 











¢ CHECK “ITEMS WANTED” 


QDO®@O®OOOO®® 


AND MAIL TO DEPT. DE 
JOSAM MANUFACTURING COMPANY 
Executive Offices and Mfg. Division — MICHIGAN CITY, INDIANA 
World's Largest Manufacturer of Plumbing Drainage Products 
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PLUMBING AND 
DRAINAGE PRODUCTS 


Designed By A Plumber 
For The Plumbing Trade 


when you identify 
yourself with 





NEW 
“SELF-SELLING” 


WATER-H 


Automatic water heaters—GAS AND ELECTRIC 


Do youknow how many copies of “Saturday Evening POST” 
g into your town every week? Write White and find out. 
} wot be _ en mes eey po ed oe 1,860 No. 135 
amilies—318 of them get the POST weekly. In Vincennes, 
Ind., 792 of its 5,167 Families are regular POST readers! CINAL CRANES eS 
“Better Homes & Gardens,” “Good Housekeeping” and / 
a magazines on eee advertising schedule show = ADJUSTABLE 
y intensive coverage of your prospects, in your town a : 
p Mies merit 8 ities CLEANOUTS 
GET THE FACTS! Ask your White distributor or write No. 108-W 
White NOW for White’s Proved Profit story and national 
advertising coverage of your own neighborhood prospects. 
Cash in on every advertisement! BACKWATER FLOOR DRAINS 


WHITE PRODUCTS CORPORATION 
Dept. D-2, MIDDLEVILLE, MICHIGAN 


ROOF DRAINS 













Water Heating Specialists Since 1930 
EXPORT OFFICE: 201 N. Wells St., Chicago 5, Illinois 





errncae iat OF 4 Rifung 
6.9 %o Cororatved bye 
MORE HOT WATER f Good Housekeeping 
6.9% more than most utility g , oor a5 sovrenae wit 






requirements, for electric 
models, because White's 
EXCLUSIVE Woater-Hotter 
boffle diffuses and tempers 
incoming cold water. 


No small holes here, to clog 
and cause wasteful combus- 


; SEND FOR LATEST BOOSEY CATALOG 
one, wide-open por, Film P| | Bm NORMAN BOOSEY MFG. CO. 


of Flame bathes tank bot- Hl 
tom in flame-tips. ’ J Division American Skein & Foundry Company 
Patented Copyright 1952, 
White Products Corporation 





GREASE INTERCEPTORS 





SEDIMENT DRAINS No. 186-D 






























420 NORTH LA SALLE ST. CHICAGO 10, ILLINOIS 


February, 1952 
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(Continued from bottom of page 202) 
plumbers and six helpers. Crews are made up to 
fit each particular job’s requirements. In addition, 
there is an air compressor operator, a shop foreman, 


and a general maintenance man who keeps the shop 
and showroom shipshape, repairs tools and does truck 
maintenance work. 

The shop foreman keeps inventory records on 
materials, fills each job’s material requirements, and 
returns to stock any unused materials. The foreman 
makes up material requisitions, checks Job Records 
when work is completed to keep tool and material 
losses at a minimum. 

The Mellwig firm operates a fleet of distinctively 
painted trucks that are instantly identifiable. The 
firm slogan, “For satisfaction plus, see us” is lettered 
prominently on the trucks, appears on the firm’s sta- 
tionery and in neon lights in the window. 

Mr. Mellwig has built his business through good 
sales organization and keeps it at a high level by 
applying good organization principles. That it is 
easier and more profitable to put sales on an organ- 
ized basis is shown in the steady growth of the Mell- 
wig firm, and in the large volume of business which 
it does. 


How Much Inventory Should | Carry? 


(Continued from bottom of page 147) 
doesn’t move within a reasonable number of 


months likewise must be deducted from net work- 
ing capital. If merchandise can’t be turned into 
money—it is lost capital. 

We used the term, normal business cycle—may 
we define it. That is the average time it takes to 
turn money through the complete cycles of buy- 
ing, selling and collecting, and the cycle isn’t com- 
plete until the original dollars invested in inven- 
tory are ready to be re-invested in inventory. 

The number of times inventory investment is 
turned in any sales year is called stock turn, and 
in a short discount business such as ours, frequent 
stock turns are necessary for profit. 

So we find a close relationship between—net 
working capital, stock turns and the inventory in- 
vestment which can be afforded. 

This brings us to Item Number 2—‘“Sales Plan- 
ning”—as regards inventory control. 

Sales planning is necessary if we are to project 
inventory needs over the immediate sales period. 
How much can be sold? What merchandising 
methods will be employed? Is there a safe margin 
for error? No matter how good planning is, the 
third element must be considered. Has capacity 
to produce sales been overestimated, or in some 
cases has it been underestimated? Area potential 
and physical equipment are factors and most im- 
portant of all, can we sell what we are buying? 

Manufacturers of TV work on a 6-13 week 
cycle in purchasing components for the manufac- 
ture of sets. Why not take a cue from them and 
plan buying based on probabilities, not guess? 

Establish the normal business cycle in the busi- 

(Please turn to top of page 207) 
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SAFETYMIX 





‘7 





FREE FROM 
MAINTENANCE 


Costs 
NO MORE 





GIVE THEM THIS EXTRA SHOWER SAFETY 
... AT NO EXTRA COST! 


... No scalds . . . no chills. Protects against 
both sudden scalds and chills. Ever with 
pressure fluctuations up to 85%, Safetymix 
keeps shower temperature constant. Auto- 
matically shuts down flow when either hot 
or cold water fails. 


. Only one moving part. Designed and 
manufactured by engineers and approved 
by architects, pressure-actuated Safetymix 
is the most rugged shower control valve 
made. Only Sofetymix has the patented 
Flow Control Spindle with but one moving 
part to control all valve functions. 


. Easy to fix as a faucet. Safetymix is 
designed with self-cleaning action to pre- 
vent clogging. Saves water. All parts occes- 
sible from front. 


Because it costs no more than ordinary 
shower valves and is guaranteed to be 
entirely as represented, architects specify 
Safetymix and engineers recommend it. 
Safetymix gives the extra safety and satis- 
faction that builds better reputations. Safety- 
mix is used in thousands of schools, colleges, 
hotels, industrial plants, institutions and 
better homes from coast to coast. 

See Sweets Architectural File or your Domes- 
tic Engineering Catalog. 


Send for bulletin and prices. 
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Published in 
Two Editions 
the MASTER and 
SUPPLEMENT Copy 













| QUICK AND 
| EASY WAY! 





Here are two beautifully bound, loose-leaf price data books 
for the Plumbing and Heating Wholesaler. Fully illustrated. 
24 sections of vital information. The MASTER COPY keeps 
you up-to-date on market changes, etc. Size 8%” x 11” x 1%”. 
The SUPPLEMENT COPY is designed for wholesalers or jobbers 
who find it necessary to have a tailored price set-up to meet 
their own individual needs. Adaptable as a price service book 
to the customer. Size: 8% x 11 x 1% or 2' inches. Published 
by the publishers of the Bradford Price Book. 
Write for Full Information Today 


| \.Mac EWAN MARKET MANUAL / 
QUINCY 69, MASSACHUSETTS 
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Save time with a 


WARNOCK 


— WRENCH 











avoid scratching 
polished pipe 


Flexible woven strap 
provides soft contact but 
strong grip... curved nose 
prevents denting... handle 
unbreakable. 

There are two models in 
many sizes. See these time 
and money savers at your 
wholesalers today. Ask 
him also about the handy 
Warnock Strap Vise. ,, 


LOWELL WRENCH Co. 


WORCESTER 8, MASS. 



















Boiler [ube Cleaners 
Wire Heater Brushes 


» + 


WORCESTER BRUSH AND SCRANE CO. 


A 
a, Or 4 


MASON-WORCESTER CO. 





WORCESTER, MASS. 


February, 1952 








2 (All-in One) PACKAGES 


1—HOT WATER HEAT 
FOR ANY SIZE JOB .. 


floorlevel 


HOT WATER 
BASEBOARD 
RADIATION ... 





















2—WARM AIR HEAT 
FOR SMALL HOMES 


Temp-RD-Air 


featuring new 
type diffuser 


WRITE FOR PROFIT— 
BUILDING SPECS... 
WERT ser 
each a complete package! 


GENERAL AUTOMATIC PRODUCTS CORP. 


2300 SINCLAIR LANE BALTIMORE 13, MD. 
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(Continued from bottom of page 205) 

ness. This should be an average between the 

length of stock turns and the average length of 

“pay-off” time for whatever receivables are on the 

pooks—this does not apply to any discounted 

paper that is out of the books. 

Let’s take an example. Say inventory is turned 
at cost six times a year. That would give an indi- 
cation that the cycle is two months. This could 
be adjusted to 75 days if a lot of 90 day paper is 
carried. That would indicate buying should be 
planned so that gross inventory investment would 
not be more than is sold every 2 to 24% months. 

The question might be asked, “Suppose Joe 
Blow, the distributor, comes along with a buy I 
can’t resist?” If you have your total working 
capital tied up, you should pass it up because if 
you don’t you will reduce your stock turns and 
they are the secret to satisfactory profits. 

Now you state, “I can floor plan that merchan- 
dise.” Possibly, but if it isn’t likely to sell within 
the cycle—remember there is already enough 
merchandise to do a capacity job in that period 
of time. If more is bought, something will be left, 
representing bad inventory investment because it 
is not turning rapidly enough. Floor planning 
doesn’t make any purchase a better buy. In fact, 
many dealers neglect floor-planned inventory. 

Among retailers today is an aggregate invest- 
ment of thousands of dollars in inventory sins— 
purchasing that was made emotionally. Judgment 
was not back up with an accurate understanding 
of needs through sales planning. In many cases, 
such sins are committed when a better evaluation 
of working capital would have said there is no 


a 





BAYCE 
BROWN weer s 


1100 / 
AT % 
215°F 


4.6 SO. FT. E.D.R. 
PER. LINEAL FT. 
No Other Baseboard 


Remember, working capital changes, so it must 
be evaluated periodically. 

There is another important factor. Our ma- 
jority partner, The U. S. Treasury, will not accept 
inventory as payment for his share of the profits 
—taxes. He wants the biggest share and wants 
cash. He is accelerating the payment of his share 
this year and we must anticipate this demand for 
cash by planning inventory investment accord- 
ingly on March 15th and June 15th, when we pay 
35% of last year’s taxes on each of those dates. 

In these times of pressures, let us keep our 
heads and run our business on sound principles, 
which were good practices yesterday, today and 
will be good practices tomorrow. 

We must control inventory or lose control of 
ultimate profits. 


put" - 


d ds 
d for 


+ 
Residential 


The Firs 
“High Out 
Baseboar 
Designe 





Inventory Suggestions 

Here are a few rules that might help: 

1. It is better to take markdowns fast. Don’t 
put off the inevitable. Admit you were wrong 
when you bought the items in question and turn 

(Please turn to top of page 209) 


Reg. U.S. Pat. OF 


a 


achievement in baseboard r 
no surprise that only Brown Bayce Heet can offer it. 


1100 BTU 


Approaches It! 


- the most remarkable 


. and it's 


adiation .. 


- « the result of aggressive research 


in baseboard heating by the pioneer in the field — 


1100 BTU . . . smartest styling 


Brown Bayce Heet. 


+ many other exclusive 


- no streaked walls . . 


advantages . . 


- Brown Bayce Heet — 1100 BTU. 


*Architects Note— There is no “or e 


for 


qual” 


Brown Bayce Heet — 1100 BTU. 


ctors, 


FOREST HILLS, NEW YORK 
Unit Heaters, and Boiler-Burners 


BROWN PRODUCTS COMPANY 
Mfrs. of the famous Brown Heet Conve 


4D on Request 
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Yes, PIPE REAMING | i 

be / PATENTED SELF-FEEDI sho) 

} to a 

CaM at | RATCHET REAMER you 

= kno 

3. 

Saves Time, Money and Effort! Users ioe 

find that the REED Reamer saves as you 

much as two-thirds of the time and 4 

effort required by other similar pur- iror 

pose tools. Spiral flutes with patented all 

cutting edges actually CUT burr... bus 

cleanly, quickly and easily with NO if 

| pushing effort. Exclusive double-pawi ope 

| ratchet reduces lost motion 50%. Ca:- oat 

\ pacity 14’ to 2”. goo 
Ask your Jobber or write 

for descriptive circular. Th 

e . (Co 

Remember, In a vise or pipe tool . . . 110 

- if it’s a REED, it’s RIGHT! stal 





TRIPOD AND MACHINISTS’ THREADERS use 
PIPE VISES VISES CUTTERS 

























ERIE, PENNSYLVANIA 




















WATER HEATER 
REPAIR COILS 


FOR OLD, NEW AND 
OBSOLETE HEATERS 


100 DIFFERENT MAKES 


Single, Double, Triple, 
Instantaneous, Multi-Coil 


Send for Catalog 


DORMONT MFG. CO. 
1314 High Street, Pittsburgh, Pa. 


EPCOS 


Dielectric Unions 
(INSULATED) 


Recommended to Protect 
Water Heaters and Copper 

to Calvanized Plumbing In- 
stallations. Prevents Electro- 
litic Decomposition of Storage 
Tanks. 


WRITE FOR DETAILS OR SEE 
YOUR JOBBER TODAY 

















CLEVELAND 9, OHIO 


THINKING PEOPLE PREFER . 
“BASELINE” Baseboard “RADIATION” 


| 

Pad 

| BASELINE "7 eee 
Baseboard yiX cee ; 

| Heating is defi- 
| 

| 

| 

| 

















nitely proving 
its superiority 
in the testing 
laboratory of 


GUARANTEE LEAK-PROOF 


the American —_ 
home and office. 





GAS LINES 








Public lip serv- ical as one could expect in a Test your gas line installations with a Beekman Gas 
ice is certainly making it known heating system. Hence, for its Proving Pump and Beekman improved Mercury Col- 
that the “BASELINE” prin- individual room control and umn to insure a leak-proof job. Quick, simple, and 
/ 5 hs a positive check against gas line leaks. 
ciple is as efficient and econom- comfort, its BASELINE Base- 
board Heating for modern MUTUAL MANUFACTURING CO. 








IZ . ——— seer pA 4 Dependable Testing Devices 
3117 N WASHINGTON AVE 45-16 162ND oT. 
SaikcaicadigArs 11, talbone MERITS KNOWN ABOUT , Oz 
ns hanienron7)0. BASELINE. oe FLUSHING, N. Y. 
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(Continued from bottom of page 207) 
the merchandise into money and try hard not to 
make the same mistake again. 

2. Know your inventory. Walk through your 
shops and warehouses frequently. Don’t hesitate 
to admit you were wrong in a purchase and ask 
your sales force to help you out of the jam. They 
know what sells itself and what has to be pushed. 

3. If you question the saleability of a certain 
model, don’t buy any quantity of that model until 
you are proven wrong. 

4. Control your inventory of trade-ins with an 
iron hand or you will end up giving Uncle Sam 
all the cash and you will be in the second-hand 
business. 

In 1952 we can’t buy ourselves into a profitable 
operation—we tried it last year. We must sell 
ourselves into that profit, and the sales start with 
good inventory practices. 


Three-Way Heating Job 


(Continued from bottom of page 94) tioning system, one 
110 ton multi-stage centrifugal compressor was in- 
stalled. The cycle operates with recirculated water, 
used to chill the air. The air is further conditioned 
with an automatically controlled dehumidifier and 
humidifier system. 

For summer cooling of other portions of the build- 
ing the corridor forced ventilation system is utilized. 

(Please turn to top of page 210) 
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NOW-ASSURE YOUR CUSTOMERS 
YEAR-’ROUND OUTSIDE WATER 


INSTALL... 
WOODFORD FREEZELESS 
WALL HYDRANTS 


Outside handle turns valve inside building; 
wall pipe drains instantly. No more going 
to the basement to turn water on 
and off in cold weather... 


SAVES ce. 


time, trouble, 
costly repairs. “ee 


Ga 
_—— 


Contact your wholesaler—or write... 


WOODFORD HYDRANT CO. 
IOWA 


ers of the lowo Freerzele 





STYLE 10 


PROTECTS 


against fire haz- 
ards, especially farm 
and suburban. 


BUILT to Iast longer, yet it costs 
little if any more than old-style out- 
lets. Brass castings. Key or wheel han- 
dle. 6” to 24” lengths. 


DES MOINES 17, 


yround Hydrant 
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\\ALSHIRE 


What You Get Out of it 
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EXPERIENCE 
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ORDER 
through your Plumbing 


| Jobber 


thern 


ealer 


133 E. PALMER AVE. 


COMPTON, CALIF. 
















...PROFITS! 


ge simple truth about sell- 
ing points listed as quality, op- 
eration, efficiency, eye appeal, 
popular price, etc., is that they 
are all worked into the design 
and production of WILSHIRE 
Hot Water Heaters. These are 
the things that make it possible 
for you and your customers to 
get all that you do out of WIL- 
SHIRE . . . profits and effi- 
ciency. 





i illustrate the thorough- 
ness with which WILSHIRE has 
planned your sales approach 
... they have available for you, 
one of the most complete lines 
of water heaters in the country 

. making it practically im- 
possible for one of your cus- 
tomers to name a heater ca- 
pacity which you can’t fill. 
WRITE FOR COMPLETE DE- 
TAILS ON WILSHIRE’S Boost- 
er Models and the Standard 
Models in the ““A’’ 











and “AG” Series. 
They are sellers! 


GUARANTEE 


So sure are we of the 
superior job done by our 
WILSHIRE specialists 
that WILSHIRE Heat- 
ers are backed up by 1, 
5 and 10 year (prorated) 
factory guarantees .. . 
the most generous in the 
country. 






on 











y 







CORPORATION 















Model HCS 








210 DOMESTIC ENGINEERING 


You're dollars ahead with 


Eagle-Picher products 
of Lifetime Lead 


| 
| 





| Lead Traps 


Made with uniform 
wall thickness 
throughout their 
entire length. 


2 Lead Bends 


Made of new metal 
with noseam or other 
internal obstruction. 


3 Super Roof 
Flanges 


All lead, one piece 
construction, ad- 
justableto any pitch. 








Eagle-Picher Lead Pipe 


Extruded from primary metal, true to caliber 
... Eagle-Picher Lead Pipe is recognized as the 
standard for quality where durability and pre- 
cision workmanship are important factors. 








Eagle-Picher Quality 
Sheet Lead * Lead Wool 
(caulking) * Solders— all 

ades, Bar and Wire, 

iping, Plumbers Re- 
fined, Meter Bar, High 
Temperature. 

Order through your 
plumbing supply house | 


EAGLE- -PICHER SALES COMPANY | 


Metallic Products Division, General Office, Box 777, East Chicago, Indiana | 
Cincinnati * Kansas City » East St. Louis - Dallas * Houston 
Member : Lead Industries Association 


Since 1843 






| 
| 
Look for | 
| 











(Continued from center of page 209) 
Air brought in from the roof is washed, cooled by 
water spray, and, with its humidity automatically 
adjusted, is forced into the corridors. 

One of the most interesting aspects of this job is 
the control system. With three types of heating em- 
ployed, perfect control became something of a prob- 
lem, especially in those areas in which one or more 
systems were adjacent. 

The heat control system is fully automatic, and of 
the electro-pneumatic type. Thermostats are of the 
wall, duct, and insertion types, but all are enclosed 
in protective metal casings with locking devices so 
that they are accessible only to authorized members 
of the maintenance department. 

For the control of the radiant heating system, an 
outdoor thermostat was utilized. This acts as a pilot 
to a readjustable aquastat in the water leaving the 
convertor, which modulates the steam supply to the 
convertor. A high limit aquastat in the departing 
water is set for 140F. In each of the four zones of 
the building there is a thermostat which controls a 
mixing valve in the supply to the respective zone, 
admitting hot water from the convertor or water that 
bypasses the convertor. 

For duct reheaters and convector-radiators a dia- 
phragm valve in the steam supply to the convertor 
is actuated from a manually readjustable aquastat 
in the departing water. In each stairwell, a single 
thermostat is installed about midway of the height 
of the building. This serves to throttle the flow of 

(Please turn to top of page 213) 
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Completely High Gloss also 
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Your (Customers are Sold. . 
..0N Showers! 


SUPPLY THEM WITH 


VOGT 
SHOWER 
CABINETS 


More and more, as people are sub- 
jected to the stepped-up tempo of 
today’s social and industrial life, 
the shower cabinet (especially *VOGT Shower Cabinets) help them 
meet their appointments around the clock. They know this, and look 
to you to specify the best available. 
VOGT panels are heavy gauge zinc coated-Paintgrip steel or sturdy 
alloy aluminum. Side panels are coated with sparkling white baked 
enamel—black top, bottom. Variety of aluminum, vitreous or stone 
bases. Complete accessories—chrome plated. Attractive plastic shower 
curtain. Glass doors available. 
Easy to install. All parts prefabricated for easy assembly. Contact 
your supplier or WRITE us direct for complete data. 

*VOGT pronounced ‘‘VOTE"’ 


VOGT BROTHERS MFG. CO., incorrorsreo 


1404 W. Main Street Louisville 3, Kentucky 





























Suspended Matter 
Discoloration 







noe 


The Diamond Filter and Purifier ac- 
tually removes objectionable substances 
and provides clear, sparkling, palatable 
fresh water. 

WRITE FOR CATALOG 


P OSHKOSH FILTER & SOFTENER CO., Oshkosh, Wis. 
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MAKE MORE MONEY 
in running water with these 


PROFIT-LEADERS! 


4 
fe 














V-Series of centrifugal, Hydro-ejector type 
pumps, from 14, to 10 H.P. Pomping levels 
to 200 feet. Streamlined, quiet, depend- 
able. Write for catalogs. 


HEAD OF THE HOUSEHOLD—Advance ' 










MEET MR. MULTISTAGE—Breaking performance 
records for extreme high pressure shallow well 
pune. or deep well pumping to 300 feet! One of 
a complete line of multistage models for deep or 
shallow wells. Inquire. 


ALL-AMERICAN. Ad- 
vance’s newest ; Ameri- 
ca’s finest—a 100% self- 
priming shallow well 
system, loaded. with ex- 
clusive, automatic fea- 
tures. Available with 
vertical tank or as 
package unit. Thou- 
sands sold! 





















Distributors 


Dealers our 
se ¥ 
Increa run- 










New 20-Page Color Brochure 
Write nearest office today 


ADVANCE PvMP COMPANY 


HAMILTON, OHIO 


FREE 


BERKELEY, CALIF 


“Pioneers of the world's standard Hydro-Ejector Type pump’ 





COPPER BOILERS 


INDIRECT HEATERS OIL HEATERS 
INSTANTANEOUS HEATERS COPPER BOILERS 


KAM WATER HEATER 





MEG. CO. INC. 


239-249 Alabama Ave. Brooklyn 7, N. Y. 














PLUMBERS SPECIALTIES 






















Precision-made parts 
are essential to de- 
pendable work. Hind- 
ley has been noted 
for quality for over 50 
years. 


COTTER PINS © WIRE HARDWAREcPLUMBERS SPECIALTIES 
ORDER FROM YOUR JOBBER. 


HINDLEY MFG. CO. 


VALLEY FALLS, RHODE ISLAND 





j|GENERAL WIRE SPRING COMPANY ! 
906 Sarah St., Pittsburgh 3, Pa. 
Please send details on your 

“Sewerooter" Electric Auger 










with the patented, extra- 
strong and reliable “Flex- 
icore WIROPECENTER” 
(illustrated at left) ... 
and other Hand and Elec- 
tric Augers, Sewer Rods, 
Closet Augers, etc. 


OPE PEPE Cen Ce ee ere ey 
ee PN as aces naan eile eeaene earns 
( ( Wholesaler Contractor [] Plumber ) 
re eer ree rer rey oc 
righ) Hence ceva Zone.... State 
Lema amas amawemeans:s (lear OUt 3nd Mail) «aes ame ame ne aoe ome ome oe 
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Feucwle GENERAL ‘c5* FILTERS 





FOR ALL YOUR INSTALLATIONS 


fy 7 Here Are ¢¥ Good Reasons 


There’s a GENERAL FILTER for every fuel oil filtering 


job — large, medium, or small. 
DELUXE MODEL 2A-300 


FOR THE 810 3085 2 GENERALS are easy to install. All that’s needed is one 
wrench and a few minutes’ work. 















It takes just two minutes to insert a GENERAL Replace- 
3 ment Cartridge —and every GENERAL installed means 
cartridge sales for years to come. 





MASTER MODEL 2A-700 
OS ee See Customers WANT GENERAL FILTERS because they elimi- 
¢ nate shut-downs due to clogged nozzles. Costly service 


“call-backs” are minimized, too. 


STANDARD MODEL 1A-25 
ets —" GENERAL FILTERS now distributes CLEAN 
‘ ; RIGHT SOOT REMOVER—Certain-safe for all 


heating plants. Tell your customers about it. 


GENERAL FILTERS 12890 WESTWOOD AVE. 
INCORPORATED DETROIT 23, MICHIGAN 
CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVE., TORONTO 13, ONTARIO 


Dependable !  FLARING DIE 





KEK and REP 


WITH 
COMPRESSOR 


Compact e Exact 
Fast and Simple 


Flares end of copper tubing quickly and 
correctly. Seven flaring dies 3/16”, %4", 
5/16”, 34”, 7/16”, 14” and 56”. It does 
a speedy job without the aid of loose dies 
or a vise, and is compactly made for more 
efficient use. 


Distributors wanted 
WRITE TODAY! 


ZOERMAN CLARK MFG. CO. 


Jackson, Michigan 


er 














BOILER TROUBLE 


KEK For Dirty Boilers 
CLEANS AND PREVENTS 
MONT (ONES SCALE, OIL AND CORROSION 
REP _ The New Boiler Repair 
PERMANENTLY REPAIRS LEAKS IN 
CAST IRON BOILERS—ODORLESS 
Also Kenite Pipe Joint Sealants 


KENITE LAe0RATORY 
MAN VILLT 


THeRMo-FLO 
Pcs Improved 
Tubeless Boiler Unit 
for Oil or Gas Firing 

. Non-Pulsating | 

v. 8. oy: ong 2575728 | & ARTY & MOORE 

For information, write “Dept. DE’ | ENGIN EERING CO. E> 
MANVILLE BOILER CO., INC. | 1150 W. Baltimore ‘ Detroit 2, Mich. 

Convertibie to Coal Firing in Emergency 415 Lexington Ave., New York 17, N. Y. 





BOILER 
CLEANER 
iWO STEAM 











A CONCRETE INSERT 
THAT “STAYS PUT” 


The Carty & Moore Concrete Insert 
has an extra wide wing spread 
which gives it a firmer hold in the 
cement. Will not loosen or tear 
out. It also has a long travel slot 
which permits wide adjustment, and 
its design prevents nut from slip- 
ping through. Write for literature. 





Available in sizes for 


%, %, %, and % inch nuts 
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(Continued from center of page 210) 
water in the riser supplying all convector-radiators 
of the respective stairwell. 

In each room having air supply and high tempera- 
ture convectors, the valve on the high temperature 
convector is turned on next on receding temperature. 
On rising temperature, the sequence is reversed, 
controlled from a room thermostat. 

Control for the air supply systems for heating and 
ventilating is achieved by the installation of a ther- 
mostat in the discharge duct of the supply fan ar- 
ranged to throttle the steam supply to the temper- 
ing convectors to maintain about 65F. 

For systems supplying air to only one room, a 
room thermostat acts as a pilot to the duct thermo- 
stat, and the duct thermostat prevents passage of air 
cooler than 65F, regardless of the requirements of 
the room thermostat. For systems supplying air to 
several rooms or to several corridors, the room ther- 
mostats throttle the water flow from the duct re- 
heaters or the steam supply to the respective duct 
reheater. 

Air supply systems for cooling, heating, and venti- 
lating are controlled by a thermostat in the supply 
fan discharge duct which, for winter operation, closes 
the face dampers and opens the bypass dampers on 
rising temperature, and when the dampers reach 
full bypass position, the valve on the steam supply 
to the tempering convector closes. For summer 
operation, the duct thermostat reverses the operation 
of the dampers and closes the valve on the chilled 
water return pipe from the convectors after the 
dampers are in full bypass position. A room ther- 
mostat closes valves on the respective duct reheater 
on rising temperature for both summer and winter. 
And outdoor thermostat transfers all duct thermo- 
stats of these systems from summer to winter time 
operating cycles, and from winter to summer time 
operating cycles. 

The structure and its heating systems seem rep- 
resentative of a trend toward combining in modern 
industrial construction various types of heating 
under one roof. At the present time the systems are 
reported to be functioning to the satisfaction of all 
concerned. 













Employee Relations 
(Continued from bottom of page 98) 
awarding of a special merit certificate (see page 
96) after an employee has been with the firm for 

a period of 15 years. The certificate reads: 
“Certificate of Meritorious Service. This award is 
EE NN Sw 14 enya dawn adem for con- 
tinuous service with us in the plumbing and 
heating industry, and the effort that you have con- 
tributed to the health, comfort and convenience 
of mankind and the elevation of his standard of 
living for a period of 15 years...... : 

When such a certificate is presented to an em- 
ployee, he also receives a special gold watch or 
comparable gift in commemoration of his years 
of faithful service. The men, who feel as Zimmer- 
man does about the real value of their contribu- 
(Please turn to top of page 215) 
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; uc-1 “vel? 
st! Thermostat Valve 
c 
qi 
ace A FINE NAME IN 
Wt 
Ge. %: e 
=o SM WATER HEATER 
0 
: yrse : 
amode 
L e 
; yr 
”" yt} t * l * 
» . 
“= [Te 
si 
ale 
ss 
vt sui @ Long Trouble-Free 
" yt y Service Life 
wt > : @ Thermostat and Valve 
v yr Available Separately 
~~ ‘08 Jv © Ruggedly Built 
ytth ue @ Few Parts and Easily 
x" uth ry Accessible 
wil og @ Built to Last 
f° ys 4 © Tube Lengths 
st al? v 4%, 6% and 8', in. 
L 
w° ut qed In over twenty years of 
er" ae buildi trol 
yt iit vilding gas controls we 
vt have never offered a prod- 
eunian uct which so rapidly gained 


national acceptance. For 
Water Heater Thermostats 
on which you can DEPEND, 
specify UTILITY. 


"AR 






THE UTILITY CONTROL 
COMPANY FACTORY 


[Pty cone. COMPANY 


832 EAST 108th STREET * LOS ANGELES 59, CALIFORNIA 












50,000 sq. ft. of floor space for the manufacture and storage 
of laundry trays, ensuring shipment of well seasoned trays 
at all times. Inquiries from jobbers solicited. 


P. O. BOX 175 
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Mone Contractors Are Spoufying.. 
PORTMAR WINDSOR STEEL BOILERS 


e easier to install e amazingly trouble-free 
e priced "right" to meet a steadily growing 
market 


MEETS EVERY HEATING DEMAND—FOR STEAM OR HOT WATER 

@ submerged tankless copper coil for year ‘round domestic hot 
water 

@ designed so that 
parts are easily 
reached for clean- 

ing 
@ long gas travels per- 
mit complete ab- 
sorbing of gases for 
high efficiency and 
economy 

@ for gas or oil firing 

e large furnace vol- 
ume 

@ handsome extended 
jacket adds beauty 
to basements 

e tested with high 
hydrostatic pres- 
sure 





WINDSOR 
Horizontal Tube Series 
Steam: 320 to 3000 sq. ft. 

Hot Water: 510 to 4800 sq. ft. 






Larger boilers made 
to order 


Contact your jobber or write direct for literature and prices. 


193 Seventh Street . Brooklyn 15, N. Y. 


RESIDENTIAL, COMMERCIAL, INDUSTRIAL WATER HEATERS AND HEATING 
BOILERS @ PORTMAR STEEL BOILERS @ ROTARY WALL FLAME BOILERS 

















LAUNDRY TRAYS 





TOPS IN QUALITY 


Smartly designed for safety and 
long-lasting utility. WESCO Cement 
Laundry Trays are hand rubbed to 
eliminate porosity. Corners, inside 
and out are rounded for best wash- 
ing results. Rims are of non-rust- 
ing solid zinc. Available in 2 part 
tray (as shown) . . . one part, UARANTED 
three part and two part DeLuxe 

Shelf Type with built-in wash board. The Wesco plant has 









A 
G 


WESCO MANUFACTURING CO. 


WELLSVILLE, OHIO 


















PIPE 
NIPPLES 


Steel, Brass, Copper, Chrome 
Long Screws, Tank Nipples 
6 Gauge Siphons 


Ftshurgh WIPPLE WORKS, Inc. 


1455 Spring Garden Ave. PITTSBURGH 12, PA. 
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CRerleas 


THE COMPLETE LINE FOR ALLG@d NEEDS 


Forced Air se Se eagy, Circalators, oor Heaters, Panel Heaters and Fan Type Unit 
eaters. 69 ag of hos di 


er complete 


P 
ied and pro ed tine—styles, ¢ 
for domestic, prise or r deters heating ronevneets. 


a 
Stylewise, 9 
The PEERLES 
Heating Re 
Homes, Apar 


Defense Housing, Churches, Schools, 
Motor Courts 


Write for 


SOITE Vans ECCMAMD HSE MART RAMAAS CTY MERCHANDISE MART ‘SOO 570 WESTERN MERCHANDISE RaTT 


ete. 
YEAR "ROUND DISPLAYS oncaee, (41 
PEERLESS MANUFACTURING CORP., 





Cfas FIRED 
maine EQUIPMENT 





pes ond sizes 


ualitywise and Pricewise 
S Line Is Best for Every 
qui-ement—For Smail 
tments, Housing Projects, 


Stores, Offices, Shops 


ferature and prices today 














A sates TARAS CITY, SrSSowRE am PRaWCiCO, calrommes 


LOUISVILLE 10, KENTUCKY 











K 





YOUR PIPE, VALVE AND TANK 
THREADS NEED KRASCO PROTECTION 
FOR MALE AND FEMALE THREADS 


KRAUSE STAMPING & MFG. CO, White 2 sae 


SAMPLES 
& PRICES 


P.0, BOX 468 w 


NS R py § C PROTECTORS 





The Bulldog 


OWN PROTECTION 








HEELING W.VA. 


THREAD 

















The Standard of 
QUALITY 


for over 30 years 


There’s always less selling effort 
needed when you sell KAINER 

. the name that for over 30 
years has signified the best in 
heating specialties. 
New folder on Governors 
sent upon request. 


KAINER & CO. 






KAIN 


HEATING SPECIALTIES 






shuttles Seis: STREET 
CHICAGO PLLINOTUS 





Feb: 


“= 7o © = 
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(Continued from bottom of page 213) 
tion to the welfare of the community and the 


people they serve, look forward to the time when NICHOLSON MAKES 


they will be honored for their years of work and 
service. FREEZE- PROOF 


“The certificate and gift are not so important | 
in themselves,” Zimmerman feels. “Their real | Steam Traps 
value lies in the importance I and everyone in the | 
firm attaches to the honor. It’s definitely a morale 
builder, for me, because I’m pleased that someone 
has thought enough of me and the firm to stay 
with us for so long a time and for the employee, 
because he feels he has had a real part in the 
business and is being recognized for it.” 

The awards are usually made at one of the an- 
nual employee parties Zimmerman has been stag- 
ing for many years. The local newspaper takes a 
picture and devotes editorial space to the event. 

The parties usually consist of dinner and enter- | on ots types of Nichol- 
tainment at a local hotel, more often than not at || fv,team tape are nou rare pot Can be fel 
Christmastime. If conditions warrant, the em- | which need not be in continuous use during cold weather, 
ployees receive a bonus. At other times during | |  Decsi they ae feexe mot and because their 2 to 6 
the year, Zimmerman will buy up a block of 50 | time. The non-air-binding feature of Nicholson traps also 
tickets to a church supper and invite all the em- prt ae posers BULLETIN 450 
ployees and their wives to attend. The employees Sizes %4” to 2”; pressures 190 Oregon St., 
appreciate it and, although Zimmerman does not to 225 (bs. ne ee 


consider it from this angle, the gesture undoubt- 
edly is an excellent device for improving public CRIN Ic HOL s Oonyruy 
relations—and getting new customers. 
*VALVES - FLOATS 
Zimmerman feels that this three-point program re “ 


(he doesn’t consider it a program, merely an in- 
tegral part of his business) has had a direct bear- 


for Every Plant 


Because they drain 
oo =~ completely when 
Type AU & , cold, these four 
































Send on Pg copy ~ 
4 : ' ntrols for Heating an 
Jule Fo8 a : % Air Conditioning” today. 
rt —4 : E — one compact, clear- 
“or a b. indexed catalog is all 
k .# information you need 
| on Barber-Colman therm- 
ostats, motor-operated 
valves, control motors, and 
accessories. 
Packed with data, details, 
dimensions, _ illustrations, 
and graphs, this new handy 
book will make your selec- 
tion easier, faster! Put it 
with your reference — 
. use it in the field . et 
copies for your staff. You 
can rely on the data you'll 
find in this Catalog, for 
like all Barber - Colman 
specifications and recom- 
mendations, it is Engineer- 
> » proved. ned 
i i Use the coupon below: 


Gentlemen: 
; 48-page Catalog “Controls for 
ing on the steady growth of his business. The ee err 52 go ee On wnee Sane i 


sickness benefit fund is, of course, a tangible bene- lo Pahokee 
fit to the employee; the certificate and gift is rec- 
ognition for long and faithful service, and the 
good times enjoyed socially at the parties and din- 
ners result in a friendly, pleasant relationship 


for all. 












































COMPANY 
ADDRESS 








BARBER-COLMAN COMPANY, 1227 ROCK ST., ROCKFORD, ILLINOIS 
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Styled and built like our costlier 
aluminum and white showers 
Exclusive double splash boards 
for greater strength and beauty 
@ Choice of sizes: 30" x 30" x 76" 
or 32" x 32" x 76" 
@ Galvanized “Paint Grip" Steel 
@ Receptors: Cast Stone, Porce- 
lain Enamel, Terrazzo, Baked 
Enamel Steel 
Immediate Delivery 


: 





We manufacture a complete line 
of aluminum showers in natural or 
enamelled finishes 


NATIONALLY ADVERTISED 
SUPERIOR SHOWER CO. 


47-05 Fifth St. * Long Island City 1, N. Y. @ RA 9-0676 
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LINCOLN TOOLS 


§0% ECONOMICAL MAINTENANCE & REPAIRS 












NO.30-1 










NO.9-1 INTERNAL 
BALL COCK SPUD 
REPAIR WRENCH 


TOOL 







NO.2-1 
BIBB 
SEAT 

DRESSER 














FOUR LINCOLN TOOLS DESIGNED FOR QUICK AND EASY 
REPAIR STURDILY CONSTRUCTED FOR HEAVY DUTY 





LINCOLN MACHINE PARTS CORP. 
732 E. 144th ST., NEW YORK 54, N.Y. 
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How We Increased Range 
Sales 60 Percent 


(Continued from bottom of page 142) 


Working in close cooperation with the Washing. 
ton Gas Light Co., Mr. Clark employed key dis- 
play and promotion material, built a_ special 
“Round-Up” window with a western motif, ran 
newspaper ads tied to the promotion’s theme, and 
educated his journeymen plumber-salesmen in 
the full details of the event. At the same time, 
the utility used a “great deal” of television, radio 
and newspaper advertising urging consumers to 
take advantage of the promotion by contacting 
“The Washington Gas Light Co. or Your Master 
Plumber.” 

Substantial saiesroom traffic increases produced 
“gratifying” sales results, according to Mr. Clark. 
This traffic, he believes, stemmed basically from 
general local emphasis, store advertising, the 
firm’s window display and efforts of his “plumber- 
salesmen.” 


Range Promotion Sold Water Heaters Too 


“We didn’t take a single trade-in, yet definitely 
boosted range sales,” he says. “Furthermore, we 
expanded our prospect lists substantially and 
achieved good volume increases in other prod- 
ucts we handle. Partially as a result of this 
promotion, we sold 26 water heaters during the 
six-week period when the drive was conducted 
here.” 

Mr. Clark points out that he intends to co- 
operate extensively in the next national gas 
range sales drive to be carried out by the A.G.A. 
this Spring. Based on the need to bring style and 
beauty into the kitchen, it will take place in April, 
May and June as the “Spring Style Show.” The 
association has arranged a tie-in with the Metro- 
Goldwyn Mayer technicolor motion picture en- 
titled “Lovely to Look At,” which incorporates 
several scenes staged in a Parisian salon and thus 
affords an appropriate theme for glamorizing this 
product. 

Kathryn Grayson is the star, and full-color na- 
tional advertising supporting the “Spring Style 
Show” will feature Miss Grayson. In addition, 
the A.G.A., G.A.M.A. and manufacturers will give 
strong backing to the campaign with additional 
national and trade paper advertising, plus pro- 
viding local material for utilities and dealers of 
the type employed for the “Old Stove Round-Up.” 

Dealers wishing to cooperate in A.G.A.’s 
“Spring Style Show” or “Old Stove Round-Up” 
promotions may obtain details by contacting the 
American Gas Assn., promotion bureau, 420 Lex- 
ington Ave., New York City 17, or their local gas 
utility. 















Febrt 


— <a 


sew 
you 
peri 
CLI 
rep 
equ 
gla 
son 
den 
obl 











us 
Will 

corro 
mech 
gene! 
5 anc 
on ey 





the 


As an 
beat t 
No. 8 
lasting 
to fine 


SHER 





bruary, 


1952 


142) 
1e Washing. 
ed key dis- 
[| a special 
_ motif, ran 
theme, and 
alesmen_ in 
same time, 
rision, radio 
nsumers to 
contacting 
our Master 


Ss produced 
Mr. Clark. 
ically from 
tising, the 
“plumber- 


rs Too 


t definitely 
srmore, we 
tially and 
ther prod- 
ult of this 
during the 
conducted 


ids to co- 
tional gas 
he A.G.A. 
‘ style and 
e in April, 
ow.” The 
he Metro- 
icture en- 
-orporates 
1 and thus 
rizing this 


-color na- 
ing Style 
addition, 
; will give 
additional 
plus pro- 
lealers of 
und-Up.” 
A.G.A.’s 
yund-Up” 
cting the 
420 Lex- 
local gas 


























February, 1952 





DOMESTIC ENGINEERING 


217 





Let us do an actual “ ¢ 
sewer cleaning job for 


Don't Buy Until You See the New 1952 
“FLEXI-CLEANER’ 


by AMERICA’S LARGEST MANUFACTURER of PIPE CLEANING TOOLS 





you and prove the su- | 
periority of FLEXI- & ~ 
CLEANERS! Our sales . 7 
representatives are ~ 
equipped and will be 

glad to give you a per- 


sonal ‘“‘on the job’’ 
demonstration without “ 
obligation. 3 


Mail the 
coupon today! 





FLEXIBLE SEWER-ROD EQUIPMENT CO. 


Plumbing Division 





FOR FIRMER, FASTER FUSION 
use YAGERS 


SALTS 
AND PASTE 
Will not streak, discolor, fume or : 
corrode. Perfect for electrical, 
mechanical joint soldering and 
general uses. Available in %, 1 
Full directions 


5 and 50 lb. cans. 
on every container. 


L1G > Goa :1 4, b 10], Bese m 
HUDSON 


INC. 
NEW YORK 


n McRacs Blue Book 
y for Canada 


CENERAL ELECTRIC 
ORONTO MONTREAL 


SH ERWOOD Ball Cocks are 


the best little Business Getters in stock. 


As an entree to the plumbing secrets of every household, nothing can 
beat the SHERWOOD No. 86-A Ball Cock. The reason is that the 
No. 86-A is quiet, prevents back syphonage, is dependable and long 
lasting . . . and the procedure of installation gives the plumber a chance 
to find more jobs: STOCK UP ON SHERWOODS TODAY! 


SHERWOOD BRASS WORKS, 6331 E. Jefferson, Detroit 7. 











does not handle the rotating rod. 


ward to open. 


tented coupling every 25 feet. 


9059 Venice Bivd., Los Angeles 34, Calif. 


Send illustrated catalog 


1 wish an “ON THE JOB'’ demonstration 


NAME ..... 
ADDRESS 


a 
i 
' 
' 
' 
t 
t 
4 
4 
a city 
4 


LOCAL JOBBER 





GY YY YS MOVIE Mate 


ONE MAN OPERATION—Complete safety. 


REVERSING SWITCH—Turns either right or left. 


AUTOMATIC CLUTCH—Pull back to lock—Push for- 


2 hp 10,000 R.P.M. MOTOR—20 to 1 gear reduction 


Three SPEEDS—right or left—125, 250 and 500 RPM. 


HEAVIEST COIL ROD MADE. Safe, quick action, pa- 


FLEXIBLE SEWER-ROD EQUIPMENT CO. 


KDE En Othenehedsednbenamnedl 





Ay RANA NTVUVESYDUDNND NURURYERVESTOANY NAVA DANAVELED EDO DALEIV DU ATBEEH EY 
NUDENVOR ENDED SSUES VV ELD 
WADA ENYESY 





Operator 








Pa Good Name 
In These Times 


Kupferle has carried on through all the national 
emergencies of the last hundred _—- good 
on in these 


name and a quality line te depen 
times. 










JOHN C. 
KUPFERLE 
FOUNDRY 

co. 
ST. LOUIS 








“— 
HYDRANTS 
* 

YARD 
HYDRANTS 
® 
STREET 
WASHERS 
e 
FIRE 
HYDRANTS 
* 
SPECIFI- 
ATION 
DRAINS 
e 
PLUMBING 
SPECIALTIES 
* 
HARDWARE 
SPECIALTIES 











offer OPPORTUNITIES ... 
BUY WESTERN POTTERY! 


DOMESTIC BATHROOMS e@ POWDER ROOMS 
HOTELS @ MOTELS @ APARTMENT BUILDINGS 
BUSINESS OFFICES @ RETAIL STORES @ 
CHURCHES @ RESORTS @ OIL STATIONS @ 
COUNTRY CLUBS e@ INTOWN & WAYSIDE RES- 
TAURANTS AND GOVERNMENT 
BUILDINGS 


WRITE FOR INFORMATION TODAY! 


WESTERN | 
POTTERY 
COMPANY 


Hollydale, 








L-220, 20 x 18 


(fell delaalic 


wall hung shelf top vitreous china 
lavatory—4” drilling 


L-110 
14x 15 


wall hung 


Front overflow 
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QUUJADA CHIEF pire and ConbuiT THREADER 


Threads, reams and cuts pipe or conduit faster than any power 
threader you’ve ever seen. 2 in. pipe COMPLETE in just 32 seconds. 
The only threader with completely automatic chucking. Just a pull 
of the switch to chuck and a push to un-chuck. Cutter on front jaw 
housing makes it simple to make up fittings on machine. You need’ 
not remove cutter. 

It’s PORTABLE TOO! Quijada Chief weighs only 160 pounds. 
Take it right on the job...mount it on your truck...use it in 






y ‘ ¢ veo 
you can cur your costs NOW wirn reset rwo QUIJADA roots: 


The only cutter with power driven 
rollers. Cutter always cutting, never 
slipping. Easily 500 cuts to a sharp- 
ening. E-Z cutter is not just a shop 
tool. The light weight of only 100 
pounds makes a power cutter feas- 
ible anywhere there is power. 










the shop. No limitations. Use anywhere there is power. 
XN 
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SEE YOUR JOBBER OR WRITE TO DEPT.D-2 


QUIJADA TOOL CO., INC. 


5474 Alhambra Avenue 
Los Angeles 32, California 
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‘Makes Any Fire Door 
A “SAFETY VALVE"! 


INLAND Safety Door Closer 
For Gas and Oil Conversion 
Burners 


Used by Thousands of Utility Companies 
and Contractors for Over 14 Years 


Replace the regular boiler or furnace door 
hinge pins with the Inland Door Closer, file 
down the door catch and you = = extra 
“Satety Valve" on the le spring 
tension allows door to swing aan an slow or 
faulty ignition of burner spre -~ vl — 
holds door open when 
e to install with the NEW SPRING 
HOLDER. 
MADE IN 3/16”—1/4"—5/16”—3/8” 
DOOR PIN SIZES AND PRICED AT 
$1.00—$1.05—$1.10—$1.15 





See your jobber or write us. 


_ INLAND MFG. CO. 


1120 N. CICERO. CHICAGO 51, ILLINOIS 


HIGH CAPACITY 


RADIATION 


FOR 


RESIDENTIAL 
COMMERCIAL 
INDUSTRIAL 
Installation 


COMPACT 
CONVECTORS 








Steel or 
Aluminum Fins 
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TRAVELLING SALES ORGANIZER WANTED 
BY BOILER CHEMICAL .MANUFACTURER 


MUST HAVE HAD EXPERIENCE IN GETTING 
GOOD MANUFACTURERS’ AGENTS AND DIRECT- 
ING THEIR EFFORTS. PREFERABLY A MAN WHO 
LIVES IN THE CENTRAL WEST AND IS ACCUS- 
TOMED TO GOING INTO A TERRITORY AND 
STAYING UNTIL IT IS WELL ORGANIZED, AND 





| THEN GOING INTO THE NEXT ONE. 


Please give history of past 5 years in first letter. 


POST OFFICE BOX 691 


GRAND CENTRAL STATION 
NEW YORK, N. Y. 


























DUPLEX TANK BUSHING 
FOR OIL SUCTION AND RETURN LINES 


UNIVERSAL #7 
TANK BUSHING 
Speed up fuel oil installa- 
tions, cut installation costs 
by having the suction and re- 
turn lines in the same tank 
opening. The UNIVERSAL 
TANK BUSHING #750 also 
contains a tapping on the 
underside of the suction open- 
ing to permit pipe instal- 
lation directly into tank. 
Sturdy Cast Iron Body; Stand- 
ard Brass Fittings. 
Sizes: %"x%" x2" Ye “x14"x2"; 
36”"x%"x2". eheae sizes are 


: Order from your jobber. Jobber and representative inquiries invited. 


UNIVERSAL VALVE co. 


“Originators the Union Check Val 
P. O. BOX 444A ¢ ¥ ELIZABETH, N. J. 
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Monday Morning Special 
"(Continued from bottom of page 145) 

workers employed by the railroad, payday for prac- 

tically everyone had been the previous Saturday. 

By arriving on Monday, there was still some money 

around. 

Each salesman was to call on 60 homes. The town 
was divided into blocks—and each man assigned his 
60 homes in these areas. When making his calls, each 
salesman handed the housewife a bar of soap shaped 
like an automatic washer, and went into his sales 
pitch. Disadvantages of a cold-canvass were largely 
offset by the previous barrage of direct-mail pieces 
and the newspaper ad. Most prospects had, in fact, 
been thinking of reasons why they could, or could not, 
purchase a home laundry—and the salesmen had all 
the answers. Each concentrated on the home laundry 
and nothing else. Detweiler testimonial books— 
signed testimonials from satisfied users gave added 
punch to the sales talk. The sales pitch itself was 
built around the theme of “a model, a price, a design 
for every family.” 

As a result, one out of every eleven homes bought a 
home laundry. After 10 days, 200 had been sold. 
Crew headquarters were in constant touch with 
Twin Falls, 90 miles away. Installation crews, with 
the automatic washers, followed closely on the heels 
of the salesmen, doing the installing job. Units were 
shipped from Twin Falls by rail one day, arrived 
next day and were installed that same day. So busy 
were the installation crews, that after salesmen had 
knocked-off doorbell pushing at 5:00, they pitched in 
and helped with installations until 9:00 P.M. 

The entire effort was buttoned up in 10 days and, 
considering the $50,000 gross on the books, paid off 
handsomely. Detweiler attributes the success of the 
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“All right—stay there then! Mom and | are going off 

to get a big chocolate sundae.” 
campaign to (1) careful planning, (2) good timing, 
(3) proper selection of market area, (4) the pre- 
invasion direct mail barrage and (5) aggressive 
follow-up by a well-trained sales force (each Det- 
weiler salesman is required to take and complete 
with good grades, fully accredited courses in special- 
ized salesmanship). 


DOMESTIC ENGINEERING 








BARBER <.. BURNERS 


Barber designs and builds many types of gas burners for 
industrial and commercial applications, for either natural 
or LP gas. Particularly in plants where gas is used in pro- 
cessing the.product being manufactured, or handled, and 
where unusual and difficult problems confront the engineer 
or the gas equipment installer—Barber can bring to bear a 
wealth of broad experience, which will result in the correct 
burner unit for the exact purpose. Barber, in the burner 
business for over 30 years, stands ready to help any gas 
equipment contractor provide finer service for his customers. 
Write for catalog on appliance or conversion burners. 


THE BARBER GAS BURNER CO. 


3706 SUPERIOR AVENUE CLEVELAND 14, OHIO 








Precision Made Fittings 








For a 


PERFECT 
FITTING 


Every Time 
INSIST ON 


Eagle 
SWEAT 
FLARED 4 
AND 
COMPRESSION @® 
FITTINGS 


SEND FOR 
CATALOG 


SOLD ONLY 
THROUGH JOBBERS 



















EAGLE COPPER PRODUCTS CO., INC. 


600 JOHNSON AVE BROOKLYN 37.N Y 
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"JAMECO" 
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Finest Quality in 
TUBULAR - CAST BRASS 
NIPPLE - SPECIALTY 


PLUMBING 
PRODUCTS 


THE JAMECO LINE 
of quality tubular and cast brass is the 
industry’s leader. Nowhere in America can you 





get finer quality. Nowhere in America can you get 


better craftsmanship. And nowhere on Earth 
can you get service more prompt and efficient. 
Write for our big 150-page catalog today 
and learn why it always pays to specify 
JAMECO for every contract. IT’S free. 


JAMECO NIPPLES 

. for precision workmanship; for uniformity; 
for fine finish . . no better nipples are 
produced anywhere. Whether your contract 
calls for brass, chrome-plated, black or 
galvanized—your best choice is JAMECO. 
JAMECO SPECIALTIES 

. for the most complete line of plumbing and 
heating items - ORDER TODAY - QUALITY 


PRODUCTS - with the “JAMECO’’ GUARANTEE. 


For finest quality coupled with prompt and 
efficient service, the answer is JAMECO. 
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LIMITED STOCK AT 1946 PRICES . . . HURRY! 





Write 


Catalog 
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| Emblem of Quality 


ALL COPPER 
TANKLESS HOT WATER 
HEATER BY 


CERSTEIN & COOPER 


EFFICIENT @ ECONOMICAL AND 
DEPENDABLE 


@ For Automatic Summer 
& Winter Hot Water. 


@ Multiple Small Tubes 
Silver Brazed Into Large 
Headers Afford More Ef- 


~ e 
= 
rm | 
y 


* 


ficient Heat Transfer and 
Minimum Pressure Drop. 


@ Constant Upward Flow of 
Heater Water Through Coils 
in G & C Tankless Heater 
Allows Circulating Line to 
Be Used 


@ Heavily Insulate Medium 
Radiation Loss. 


*@ Sell the Customers Cop- 
per Instead of Iron. 


> RRS Pe 


@ GUARANTEED. 


The G & C all Copper 
Tankless Heater is engi- 
neered for space saving and 
efficiency. The Shell design 
eliminates sediment collec- 
tion. No gaskets or bolts to 
cause leaks. 


rsp 


Specify—Buy—G & C all 
Copper Tankless Heaters 


GERSTEIN & COOPER INC. 


February, 


1952 
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I-3 WEST 3rd. STREET SOUTH BOSTON, MASS. 











AY O sti avauste From 






for 





New Lifetime Floating bearings. Rigid steel Con- 
struction. Over 17 years practical experience back 
of each CAYO Precision Built sewer Machine. New 
Type Non-Welded ti and _ spli One 
minute assembly and breakdown. 





Complete equipment consists of machine with 110 feet of 
cable. One safety foot switch. One 20 foot length of electric 
cord. 3 cutting blades 2, 4 and 6 inch with steel chuck. 


SAFETY FEATURES. (1) 
The motor under extreme la- 
bor compresses safety support 
springs, allowing slippage of 
V-Belt. (2) Safety foot switch 


PRICE PER UNIT COMPLETE 


$343 .20 F. 0. B. . 
enables operator to work with 


Benton Harbor 
both hands on cable at all - 
times. ees See your jobber or order direct 


ELECTRIC SEWER MACHINE 
BENTON HARBOR, MICH. 








W ae. American Sold a 


shoulder arms... 


American Plumbers 
shoulder 


Pipe Cutters 


As a constructive part of 
the great American scene, 
the American Plumber has 
contributed considerably. 
As a working partner in 
this great scheme of 
things, called America, the 
GENUINE BARNES Pipe 
Cutting Tool has played an 
important role... cutting 
hundreds of thousands of 
miles of pipe ... all be- 
cause 3 tough, drop-forged, 
cutting wheels do a job 
right. That’s GENUINE 
BARNES. 





Order your GENUINE BARNES Today! 


The BARNES TOOL CO., Inc. 


HAVEN, CONN 











The GENUINE BARNES 
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Industry Leaders Call 
For End to Cut-Rate 
Selling... 


(Continued from bottom of page 139} 


on the rock of expert salesman- 
ship. He will make full use of the 
opportunities provided by factory 
sales training; he will generate 
promotional ideas of his own, and 
take advantage of the promotional 
efforts of manufacturers and 
wholesale distributors.” 
A. D. Le Monte 

Youngstown Kitchens 


To the Editor: 

“Last summer’s slump proved 
that price cutting is not the an- 
swer to volume selling. But be- 
cause so many dealers did not 
know, or had forgotten, how to 
sell competitively they became 
panic-stricken when inventories 
failed to move—so they resorted 
to indiscriminate price cutting as 
a means of inducing purchases. 

“Rather, what is needed is a re- 
birth of creative selling practices 
—doorbell ringing and telephone 
solicitations, for example. When 
a dealer or a salesman initiates a 
desire by the consumer to possess 
a product on that product’s merits 
and conveniences, price becomes 
a secondary factor.” 

J. H. Sticke 
Midwest sales manager, Philco 
Corp. 


To the Editor: 

“Many dealers in appliances 
fail to realize that price cutting 
doesn’t always move merchandise. 
Consumers usually feel that one 





Part 3: A Seven-Dealer Formula for 
Meeting Cut-Rate Competition... 


(Continued from bottom of page 139) have after the Christmas buy- 
ing period), I merely shift emphasis and go after contracting in plumb- 
ing, heating and air conditioning. 

“To further strengthen this advantage, I’ve added as many allied 
lines as I can think of—they range all the way from hardware to sport- 
ing goods and ‘impulse buy’ items like light bulbs, wastebaskets, tools, 
and others. In other words, I’ve got a year-round business and never 
have to resort to price-cutting to make sales. In fact, a slow-down in 
one line merely gives me an opportunity to do a better job of promoting 
products or services which are appropriate to that particular time of 
year. 

“Td say that the best way for domestic engineering dealers to meet 
the competition, therefore, is to exploit the diversification angle for all 
it’s worth—and based on my own experience, it’s worth plenty.”—L. M. 
Poppenheimer, Memphis, Tenn. 





Go After Bigger Things... 


“We handle a lot of repair and remodeling work and train our jour- 
neymen to keep their eyes open for every possible appliance sale. This 
technique does sell appliances, although it does not provide the com- 
plete answer to competition from the cut-rate store. However, once we 
have interested a customer in having us, as her plumbing contractor, 
install a new dishwasher, food waste disposer or other water connected 
appliance, it is a short step from there to bigger things. And the big 
thing as far as we are concerned is a complete kitchen—our specialty. 
We design and handle all details for new kitchens, ranging from the 
more modest variety to deluxe jobs. 

Thus, the sale of an individual appliance proves an excellent wedge 
toward the sale of a complete kitchen; we, of course, also sell the re- 
frigerator and range. It seems to me that this gives us a big edge over 
the cut-rate dealer. True enough, he may make more quick sales on 
individual appliances—at a very low profit—but, I’m also selling indi- 
vidual appliances at an adequate mark-up and in addition have the 
plus-profit of a complete kitchen installation. 

I think every plumbing contractor should think far beyond the sale 
of only water-connected appliances. Naturally, we are out to sell all 
of them we can, but that sale is merely the first step toward the sale of 
other appliances, as well as complete remodeling and modernization 
jobs —W. A. Sanderhoff, Racine, Wis. 
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tomers who bought the same merchandise earlier at 


price slash may result in another, hence they are like- 
ly to wait for an even lower price level before pur- 
chasing a home appliance. 

“It appears to be poor judgment to cut prices when 
manufacturers have been cut to their lowest postwar 
quotas of raw materials, and shortages of some ap- 
pliances will be a reality in 1952.” 


Lee H. D. BAKER 
Vice-president, appliances, Admiral Corp. 


To the Editor: 

“The immediate benefits of quick, if smaller, profits 
to an appliance dealer who cuts prices are more than 
offset by the long range difficulties. By cutting prices, 
he lowers the customer’s esteem for a product and at 
the same time alerts that customer to buy only when 
prices are slashed more. The dealer antagonizes cus- 


a higher price, and inevitably, this practice forces 
competitors to cut prices, usually still lower. This 
starts a price war which makes every one a loser.” 
Bendix Home Appliances FRANK S. RYAN 


To the Editor: 

“Now, as in all the years of its history ... (we) 
are convinced that healthy appliance business can be 
built only by delivering fair value at a fair price. 
Price cutting spiffs, and other practices sometimes 
resorted to in an effort to bolster the market in a 
slack period, can only result in ultimate harm to the 
best of the business interests of dealers, distributors, 
manufacturers and customers alike. To the best of 
our knowledge, no really healthy business has ever 
been built through price cutting. . . .” 

Whirlpool Corporation D. H. Davipson 
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SITUATIONS OPEN 


SITUATIONS OPEN 


REPRESENTATIVES WANTED | 





SALESMEN WANTED 


Experienced in plumbing and heating 
supplies and specialties. Protected ter- 
ritories. We are manufacturers’ repre- 
sentatives and distributors with ware- 
house stock. Excellent opportunity on 
commission basis to aggressive and cap- 
able salesman. J. A. MURPHY & CO., 
INC., 550 W. Roosevelt Road, Chicago, 
Illinois. 





MANAGER WANTED: ALARGE, WELL- 
rated North Carolina distributor of 
plumbing and heating supplies with a 
large volume and who only distributes 
nationally-known and -advertised prod- 
ucts is now in the process of establish- 
ing a warm air and sheet metal supply 
department wishes to hear from any one 
who is qualified to manage this depart- 
ment. This man must be capable and 
with a complete knowledge of sales, 
purchasing, inventory, etc. To this man, 
we will offer a salary and bonus plan 
that will make this opening attractive. 
We also ask that this man furnish us 
with references and prove his ability. 
This is a good opportunity for the right 
man to grow with the department and 
establish for himself a permanent, well- 
compensate d position. Address Key 491- 
D, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





SALES MANAGER WANTED: EXCEL- 

lent opportunity for experienced man 
to take over as sales manager of national 
product distributed through plumbing 
and heating jobbers. Executive ability 
and experience in sales through jobbers, 
as well as architectural specifications 
most essential. Position includes super- 
vision of entire sales department in- 
cluding over 30 representatives, 2500 
jobbers, and all advertising and sales 
promotion. Applicant must now be ac- 
tive in plumbing industry and have 
excellent reputation. Offices located in 
Midwest. Applications should include 
experience, age, and salary requested, 
which information will be kept confi- 
dential, Address Key 500-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





WANTED: GENERAL SALES MAN- 

ager by a nationally known manu- 
facturer of plumbers’ brass goods with 
sales offices throughout the United 
States and Canada. Must understand 
the manufacture of plumbing supplies 
and their distribution through whole- 
salers. State experience, personal quali- 
ogg 4 and salary expected. Address 

ING,” -D, “DOMESTIC ENGINEER- 
al : e 1801 Prairie Ave., Chicago 16, Ill- 
nois. 


SALES DIRECTOR 
FOR HEATING DIVISION 


Well-established manufacturer has ex- 
cellent opportunity for presently-em- 
ployed sales manager or sales engineer. 
Aged 35 to 47. Trade acquaintance, ex- 
perience in oil and gas domestic boiler 
heating necessary. Technical education 
desirable, but not essential. Good sal- 
ary and bonus incentives. A real chal- 
lenge to ambition and sales-building 
ability. Correspondence confidential. 
Address personal attention J. W. Cox- 
on, MT. HAWLEY MFG. CO., Mt. 
Hawley Airport, Peoria, Illinois. 


























WANTED: AN EXPERIMENTAL ENGI- 

gineer well-versed in boiler construc- 
tion and building. Position now open in 
company manufacturing heating and 
power boilers. State experience, person- 
al qualifications and salary expected in 
letter. Address Key 505-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





SITUATIONS WANTED 





AGGRESSIVE SALESMAN SEEKS 
connection with reputable manufac- 
turer or manufacturers’ representative. 
Now employed by cast brass manufac- 
turer as sales manager. Well acquaint- 
ed with Midwest and Southwest plumb- 
ing jobbers. Can relocate. Financially 
responsible. New car. Address Key 
479-D, “DOMESTIC ENGINEERING, 
1801 Prairie Ave., Chicago 16, Illinois. 


REPRESENTATIVES WANTED 








MANUFACTURERS’ REPRESENTA- 

tive wanted to handle well-known ad- 
vertised line of copper tube fittings and 
allied products. Many territories avail- 
able. Address Key 499-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





REPRESENTATIVES WANTED 


We want aggressive representatives to 
work on a split-commission basis with 
fast-growing national sales organiza- 
tion. Territories open: 

1.—Upper New York state 
2.—Philadelphia and Southern New 

Jersey 
3.—Northern New Jersey 
4.—Pennsylvania state, including Phil- 
adelphia area 

5.—Ohio, West Virginia, Virginia 
6.—North and South Carolina 
7.—Georgia and Florida 

8—Tennessee and Alabama 

Several other territories available for 
certain lines. Our lines consist of pot- 
tery, nipples, steel undersink cabinets, 
C. I. specialties, etc. We cater exclu- 
sively to the wholesale jobber trade. 
Commissions and statement mailed 
promptly on the 10th of each month. 
Write in detail. Letters held in strict 
confidence. Address Key 502-D, “DO- 
MESTIC ENGINEERING,” 110 East 
42nd Street, New York 17, New York. 

















REPRESENTATIVES WANTED 


for our line of shower and medicine 
cabinets. Many territories open. Lib. 
eral commission. Protected territory, 
Address Key 503-D, “DOMESTIC EN. 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





MANUFACTURERS’ REPRESENTA- 

ative to handle top-quality line of 
sweat fittings and 150-pound malleable 
iron unions in Texas and Seuthas 
territory. Address Key 510-D, “DOo- 
MESTIC ENGINEERING, ” 1801 Prairie 
Ave., Chicago 16, Illinois. 





REPRESENTATIVES WANTED 


Manufacturer of well-established line 
of plumbers’ brass, including valves and 
various types of faucets, desires repre- 
sentatives who call on wholesale plumb- 
ing and heating jobbers, hardware 
houses, and mill and mine supply houses, 
in the following territories: 

N. Carolina—S. — & Tennessee 
Alabama—Georgia & Florida 
Texas—Oklahoma & Alabama 

Louisiana & Mississippi 
Michigan & Wisconsin 
Kentucky 


Address Key 494-D, “DOMESTIC EN: 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





SALES REPRESENTATIVES WANTED: 

istablished concern with 30 years 
successful manufacturing experience 
has openings for sales representatives 
to handle domestic pumps and water 
systems, water conditioning equipment, 
cellar drainers and electric drinking 
water coolers. Addréss Key 495-D, 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





REPRESENTATIVES WANTED 
Expanding full line manufacturer of 
cast iron and vitreous china plumbing 
fixtures is desirous of obtaining addi- 
tional aggressive sales representation. 
Replies from all territories, giving lines 
now handled, previous experience 
length of time in territory will be ap- 
preciated. Address replies to Key 501-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





WANTED: AGGRESSIVE MANUFAC- 

turer’s agent to represent progressive 
established manufacturer of copper 
sweat fittings. Many excellent territo- 
ries available. Address Key 493-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





REPRESENTATIVES WANTED 


Wanted: manufacturers’ representative or 
agents —_ on the —, oom por con- 
tractor, re and yard type of 


dealers, ay our line of oo. and 
sink cabinets and sink t -* Many territories 


—- 7 2b, Db commission Address 
ey 492 “DOMESTIC "ENGINEERING as 
1801 Prairie Ave., Chicago 16, Illinois. 


ALABAMA MANUFACTURER OF CAST 
iron plumbing specialties has an open- 
ing for experienced sales representa- 
tives in the states of Indiana, Kentucky, 
Michigan, Ohio and Virginia. Products 
sold to the wholesale trade only. In re- 
ply, please state experience, territory 
covered, and list of present manufac- 
turers represented. Address Key 498- 
D, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 








FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 224 AND 226 
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L-1565-S and L-1565-SP 
Single “TY” Fittings 
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L-1380 ROOF DRAIN WITH HIGH 
DOME STRAINER 


Suitable for any type roof construction. 
Large sump area. Combined gravel stop 
and flashing ring secured by heavy studs. is 
Safety pan for seepage and better an- 


chorage in concrete poured roofs. syphon jet wall 


This fitting is adaptable for batteries 
of 12 wall hung closets or less. It is 
made for both soil pipe and screw pipe, 
both blowout and 
hanging closet bowls. 


adaptable for 





BLAKE ‘’PUREFLO” 
Grease Interceptor—Features: 1—Made in 
5 models. 2—Over 95% Grease Inter- 
ception. 3—Fool-proof construction, easy 
removai of grease. 4—Easy to _ install. 
5—Adaptable to all types of service and 
hookups. 6—Efficiency constant at all 
water temperatures. 7—Automatic air 
pressure control. 8—Odor proof. 


For further particulars, ask for Blake Catalog No. 16 











SAVE CLEANING 
EXPENSES 

J No paint, plaster, falling 
objects or scratched sur- 
face to mar the beauty 
of new tubs. 

- Only one piece cover on 
the market... installs in 
10 minutes. 
Fits all 5’ recessed tubs. 
Provides for water seal. 

Available to large supply dealers 

in lots 50: t 


00 or — at a 
tractive special price: 


PO Box 109 607 Young St. 
Tonawanda, N. Y 




























Write today for detailed 
on this 
of Water 
Systems that are built to 
be better! 


THE EVERITE PUMP & MANUFACTURING COMPANY, INC. 
617 N. Prince St. © Lancaster, Pa. 
“Over a quarter of a century experience” 


information 


© Quality featured 
© Priced competitive 
© Simplicity in design 


complete line 























SHELLBACK 
AUTOMATIC SUMP PUMPS 
HIGH VELOCITY—HAS FOUR 
BEARINGS IN LINE 


Performance records over the past 17 years 
show that Sheliback sump pumps have no 
superior as to durability, economy and per- 
formance—and they are very reasonably 
priced. Write for our new illustrated folder 
that gives complete details, specifications, 


etc. 
GOOD DELIVERY 


7 


FULLY GUARANTEED 
WRITE FOR FOLDER TODAY 


Shellhack, MANUFACTURING ao gy 


ANAME YOUCAN DEPEND ON 1320 E E 








BEST SELLER 
IN THE MIDWEST 


FOR 


|/years 





Presents a 

NEW CATALOG 
| Plumbing and Heating Products 
» WRITE FOR YOUR COPY 
AETNA SALES CO., INC. 


1275 McDonald Ave., Brooklyn 30, N. Y. 
Plumbing and Heating Products of Quality 
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REPRESENTATIVES WANTED 





SALESMEN CALLING ON JOBBERS 
for complete high-grade line of 
plumbing brass, tubular, and special- 


ties. All territories open with full pro- 
tection. Address Key 508-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 





Chicago 16, Illinois. 
REPRESENTATION WANTED: THE 
manufacturer of a competitively- 


priced, established line of automatic gas 
and electric water heaters for domestic 
and commercial use is interested in 
representation in several territories. 


Territories newly open include Penn- 
sylvania, West Virginia, New England, 
Virginia, North and South Carolina, 


Indiana, 
states. 


Kentucky, Tennessee, Illinois, 
Michigan and some _ southern 
The representation we want contacts 
all plumbing and hardware outlets. 
When writing, give details of non-con- 
flicting lines carried, territory covered 
and length of years representing lines 
currently represented. Address Key 511- 
D, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





MANUFACTURER 


of popularly-priced, quality, tubular 
brass and specialty line wants agents in 
all states except North and South Caro- 
lina, Georgia, Texas, Oklahoma, Arkan- 
sas, New Mexico, Louisiana, Tennessee, 
and metropolitan New York. State ter- 
ritory covered and lines carried. Ad- 
dress Key 512-D “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


SALES REPRESENTATIVE WANTED: 

Capable of selling our service to heat- 
ing, air conditioning, and refrigeration 
trades. Also to national users of heating 
and refrigeration equipment. Long es- 
tablished midwestern firm. Repeat or- 
ders, commission basis, exclusive terri- 
tories available. Very profitable for man 
able to handle this since it is a service 
to the trade very much in demand today. 
Address Key 411-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


SALESMAN WANTED CALLING ON 

jobbers to handle side line of plumb- 
ing and heating specialties. Commission 
basis. All territories — with full pro- 
tection. Address Key 482-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


MANUFACTURER OF COMPETITIVE- 

ly priced line of steel heating boilers 
is interested in representation in sev- 
eral additional territories. At present, 
openings are available in New England, 
South Atlantic states and most of the 
Midwest. The good following among 
wholesalers, contractors, architects and 
engineers is needed. The representative 
we want is well-versed in domestic 
heating, layouts and installations, and 
has salesmen to provide intensive fol- 
lowup of heating installations in his 
territory. When writing give full de- 
tails as to experience, organization, 
lines now handled and territory cov- 
ered. Address Key 475-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


LINES WANTED 


COVERAGE SOUTHERN ILLINOIS, 

Missouri, eastern Kansas. Accounts 
wholesalers. Established fifteen years. 
Want line that can be established into 
something ves while and lucrative for 
all parties. Address Key 470-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 
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Eight cents per word, 




























Prairie Ave., 





RATES FOR CLASSIFIED ADVERTISEMENTS 
including heading and address. For 
keyed address count seven words. Minimum advertisement, 
$2.00 per insertion. Cash must accompany order. For rates on 
bold face advertisements in this section write to Classified 
Advertising Department, DOMESTIC ENGINEERING, 1801 
Chicago 16, Illinois. All Classified Advertise- 
ments are payable in advance! 











LINES WANTED 


LINES WANTED 








OLD ESTABLISHED FIRM 


highly recommends their New York 
agents to manufacturers requiring ex- 
tensive coverage of wholesalers in this 
area. Curtailment of our production 
puts them in a position to take on an- 
other line, and as they have done a 
wonderful job in building up our sales, 
we heartily recommend them to others. 
Address Key 496-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


> cago 16, Illinois. 





MANUFACTURER’S REPRESENTA- 
tive calling on the plumbing and heat- 
ing wholesale jobbers, mill supply house 
and wholesale hardware stores, every 
sixty days in North Carolina, South 
Carolina and Virginia desires lines com- 
parable to the industry. Address Key 
490-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Lllinois. 


GOOD OPPORTUNITY 
FOR MANUFACTURER 


Aggressive sales representative cover- 
ing metropolitan Chicago area is pre- 
pared to handle one additional reputa- 
ble line. Write giving full details. 
Address Key 489-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


WELL-ESTABLISHED MANUFACTOUR- 

ers’ representative, operating a com- 
petent sales force and covering plumb- 
ing, heating and industrial supply 
jobbers exclusively, in New York and 
New Jersey territories, invite corres- 
pondence from manufacturers of quality 
merchandise. We do not carry conflicting 
lines or function as a super-jobber, but 
handle each line on a commission basis. 
Please answer in detail. Address Key 
497-D, “DOMESTIC ENGINEERING,” 
110 East 42nd Street, New York 17, N. Y. 











MICHIGAN 


Lines Wanted for statewide distribution 
from our warehouse for small or large 
manufacturers. 


SAMSON COMPANY 
2679 EAST GRAND BOULEVARD 
DETROIT 11, MICHIGAN 





DEPENDABLE, CONSCIENTIOUS MAN- 

ufacturers’ agent, now calling on all 
hardware and plumbing jobbers in five 
and one-half states; viz. Tennessee, Mis- 
souri, southern Illinois, Alabama, Geor- 
gia, and South Carolina. Wants sub- 
stantial lines for any part, or all of this 
perritory. Thorough coverage. Address 
Key 9-D, “DOMESTIC ENGINEE R- 
ING, a 801 Prairie Ave., Chicago 16, Illi- 
nois. 





THOROUGHLY EXPERIENCED REP- 

resentative desires to represent reli- 
able manufacturers of plumbing and 
heating materials in California. Back- 
ground includes successful selling expe- 


rience and contracting. Highest type 
references both trade and _ financial 
available. Address Key 488-D, “DO- 


MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


WANTED 


line of steel heating boilers and competitive line 

of oil burners in: 

Pennsylvania East from Uniontown—Bradford 
New Jersey South from Trenton 





laware 
Maryland 
District of Columbia 
Address Key 464-D, ‘DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, Illinois. 





WANT QUALITY LINE, CONTACTING 
the best jobbers. Representing one 
principal for over twenty years. yoo 
cago-Milwaukee area, Address Key 425- 
D, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


M. L. QUEEN 
410 N. Poplar Street 


Dexter, Missouri 





Established with plumbing jobbers in 
the states of Missouri, Arkansas and 
Louisiana, giving prompt coverage to 
manufacturers represented. 





West Virginia & Virginia 
CLARKE SALES COMPANY 


Plumbing and Heating Fixtures and 
Supplies 


Representing the Manufacturers 
1210 Grant Street, Charleston, W. Va. 


MANUFACTURERS’ REPRESENTA- 
tive offers active contact with the 
plumbing and heating jobbers in the 
State of Michigan on one or two addi- 
tional lines. L. W. KINNEAR, 16574 Wy- 
oming Ave., Detroit 21, Michigan. 


MANUFACTURERS’ AGENT COVER- 
ing metropolitan New York area, in- 
cluding Westchester, Nassau and Suf- 
folk Counties. Am calling on all leading 
ag ay fn sell your products. Ad- 
areee 8-D, “DOMESTIC ENGI- 
ERING, “4 *t301 Prairie Ave., Chicago 

NR Illinois. 











FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 222 AND 226 
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PATROL 


DIAPHRAGM TEMPERATURE & 
PRESSURE RELIEF VALVES 











No. 90-AL 


For Temperature 
and Pressure 
Protection of 
Automatic Storage 
. Water Heaters 
and Range Boilers 


A.G.A. LISTED 


No. 90-AL Diaphragm Temperature and Pressure 
Relief Valve is more sensitive to pressure, because 
of its larger exposed surface, and, quite naturally, 
more accurate than relief valves not equipped 
with a diaphragm. Although equipped with a 
non-corrosive diaphragm and a non-sticking bibb 
washer, a test lever provides periodic inspection 
to insure its effectiveness. Larger water ways 
mean quicker relief. Moreover, it has a higher 
B.t.u. rating. It is a must according to many or- 
dinances. 


Also obtainable are: A Diaphragm Tempera- 
ture and Pressure Relief Valve with Exten- 
sion Tube, No. 90-XL; and A Diaphragm 
Pressure Relief Valve, No. 90-L. 


end for Catalog of Complete Line 


THE PATROL VALVE CO. 


2310 SUPERIOR AVE. CLEVELAND 14, OHIO 


DOMESTIC ENGINEERING 













































KRITZER REASONING 
HAS HAD 
39 YEARS OF SEASONING 


Kritzer entered the heat transfer field in 1912 
and this long experience is reflected in the 
ability of Kritzer Radiant Coils to heat any- 
thing, anywhere—yet remain economical, eas- 
ier to install, more efficient in. use, and abso- 
lutely true to their ratings. This last is backed 
by Kritzer’s exclusive CERTIFIED RATINGS 
—ratings based on and proven by actual oper- 
ation in the laboratory and the field. 

Put this experience to work for you. Write 
for complete information. Then specify Kritzer 
Radiant Coils for your next job and discover 
how Kritzer and you can make your every 
heating job a profitable success. * 


See your Jobber for Kritzer Radiant Coils. | 


KRITZER RADIANT COILS, INC. 
2901 W. Lawrence Ave., Chicago 25, Ill. 
St A A A SS A A SRE RUN SRNR 
Here's Your First Step on the Road to Profits with Kritzer Radiant | 
Heating. 


KRITZER RADIANT COILS, INC. 
2901 W. Lawrence Ave., Chicago 25, Ill. 


(LJ Rush complete details. 
(C] Have a salesman call. 













NAME | 





ADDRESS 









CITY ZONE STATE 













IF IT’S KRITZER IT’S RIGHT, SIR?! 
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LINES WANTED 





ACTION 
COVERAGE—PROMOTION 


Covering all plumbing and heating jobbers in 
Pennsylvania, New Jersey, Delaware, Maryland, 
Washington, Virgina and West Virginia. 


COBIN and SAXON 
1352 Hellerman Street 
Philadelphia 11, Pa. 





E-B SALES COMPANY 
Manufacturers’ Representatives 


P. O. Box 863, NORTH MIAMI, FLA. 


We serve The Plumbing. Jobbers of 
Florida 
One State — Frequent Calls — Better Results 





REPUTABLE MANUFACTURERS’ 

agent calling on plumbing supply job- 
bers desires good additional line. Active 
coverage eastern Pennsylvania, Dela- 
ware, New Jersey, Baltimore, Washing- 
ton. Address Key 420-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





ATTENTION MANUFACTURERS 


of items for the plumbing, heati and sheet 
metal wholesalers. Would you like tern sales 
representation with your cost based entirely 
upon results? You can be relieved of all selling 
details — clerical, travel, mail— by utilizing an 
established organization with resident agents 

out New England and Eastern 
New York, i on plumbing, heating and 
sheet metal wholesalers and jobbers. Properly 
qualified and financially responsible manufac- 
turers are invited to write to Key 421-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





THE PROBLEM 


You manufacture quality products for 
distribution through Plumbing and 
Heating Wholesalers. Your coverage 
in New York, New Jersey, and Connec- 
ticut (the most fertile market in the 
country) is weak or non-existent. You 
have more raw material than orders. 
You need volume sales. 


THE SOLUTION 


Engage us on a strictly commission 
basis. Our record of 30 successful years 
as manufacturers’ representatives speaks 
for itself. We know the market, cover 
it intensively, and give our principals a 
steady flow of orders. We maintain a 
local warehouse. Let’s get acquainted. 
Write and tell us your story—we'll be 
glad to tell you ours. Address Key 474- 
D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





MANUFACTURERS’ REPRESENTA- 

tive desires following lines, will ac- 
cept partial or short line if complete 
lines are not available. Malleable fit- 
tings—cast fittings—drainage fittings— 
nipples—copper tube fittings—oil filter 
—pottery and enamelware—bath traps 
—ballcocks—automatic gas water heat- 
ers—toilet seat—foot valves and points 
for water pumps—lead pipe and solder. 
We cover following territory: eastern 
Pennsylvania including Philadelphia, 
south New Jersey, State of Maryland, 
State of Delaware, State of Virginia, 
and Washington, D. C. OSCAR MANN 
COMPANY, P. O. Box 3260, Philadelphia 
21, Pennsylvania. 


PAUL ATCHISON 
SALES COMPANY 
777 Stanford Avenue, Los Angeles 21 
607 Market Street, San Francisco 5 
California 


Lines for plumbing, hardware and industrial 





jobbers, only. Perfect coverage in California 


and Arizona for past twenty years. 





ASBESTOS, TEXTILE AND PACKING 
salesman, well-acquainted with plumb- 
supply jobbers in Mass., Maine, New 
Hampshire and Rhode Island desires 
good, active line of plumbing special- 
es. Address Key 487-D, “DOMESTIC 
NGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


PERKINS SALES COMPANY 
Since 1931 
P. O. Box 545, Dallas 1, Texas 

Serving Texas, Oklahoma and Arkan- 
sas. Own warehouse and trucking facil- 
ities. Lines desired: Enamel or steel 
ware—nipples—pipe fittings—tubular 
goods. 
MANUFACTURERS’ REPRESEN TA- 

tive established in the State of Flor- 
ida, calling on all plumbing and heating 
jobbers, desires a few more lines to pro- 
mote. Located at St. Petersburg, Florida. 
Address Key 481-D, “DOMESTIC ENGI- 
NEERING,” 1804 Prairie Ave., Chicago 
16, Illinois. 


THE SCHUTZE SALES CO. 
1999 North Snelling Ave. 
St. Paul 8, Minnesota 











Manufacturers’ Agency Selling 
Important Mid-Northwest Jobbers 





CAPABLE MANUFACTURERS’ REP- 

resentative, over twenty-five years’ 
experience, can give you distribution 
through wholesale plumbing and heat- 
ing supply jobbers within 100 mile ra- 
dius of New York metropolitan area, 
New Jersey and Connecticut. Desires ad- 
ditional line. Plumbing, heating, gas or 
water supplies .Address Key 467-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





WANTED TO REPRESENT IN EAST- 

ern New England—aA product demand- 
ing emergency local stock or parts—by 
a firm established 18 years and now 
handling but one other line with con- 
tacts with leading plumbing jobbers. 
Address Key 506-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





AGGRESSIVE MANUFACTURERS’ 

representative with eighteen years’ 
selling experience desires wet or dry 
automatic heating, radiation and pipe 
lines for New England states. Con- 
templating Connecticut residence in 
early future. Address Key 507-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16 Illinois. 


Ohio Sales Representation 
RESULTS GUARANTEED 


by aggressive sales organization active. 
ly selling and known to all jobbers in 
the territory. Plumbing lines preferred, 
Address Key 466-D, “DOMESTIC EN. 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





FOR SALE 














PLUMBING AND HEATING BUSINESS 

in northern Wisconsin city of 950 
population. Good growing business, 
good trading town. Good resort area. 
Will sell half interest. Reason, need 
more capital and help. Approximate 
inventory, including tools and equip- 
ment, $10,000. Address Key 504-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





WANTED TO BUY 





MERCHANDISE WANTED 
PLUMBING AND HEATING 


Move your odd lots. Manufacturers’ 
close-outs. Distress merchandise. High- 
est prices. Quick deals. Send sample or 
write. M & M, 4625 North Central Park 
Avenue, Chicago 25, Illinois. 





MISCELLANEOUS 





PLUMBERS 


I WILL TELL YOU 
and 
I WILL SHOW YOU 
HOW TO 
WIPE PERFECT JOINTS 


on lead pipe and connections. 
A post card for complete 
valuable information 
GEO. E. WILLIAMS 
3035 Aldrich Ave. So. 


Minneapolis 8, Minn. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 222 AND 224 
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Offer You 
added profit 
the Year 
‘Round! 


claims 





standards. 








This is true. For the rains 
and basement seepage will 
always substantiate your 
“that every home 
and building owner needs a 
NEPTUNE for basement 
flood protection.”’ Also, with 
the coming of spring there 
will be more than average 
seepage. So, stock up on 
NEPTUNE Sump Pumps. 

Engineered to the highest 








WRITE FOR LATEST 
NEPTUNE CATALOG 











PLEASE 
NOTE: 


SUMP PUMPS 





are e AUTOMATIC 
e ALWAYS READY 
e NON-CORROSIVE 
e LONG LASTING 
e GOOD INSURANCE 


e CAPABLE OF DISCHARGING 
UP TO 4000 GALS. PER HOUR 








\ NEPTUNE 


PUMP MFG. CO. 
4912 North 6th Street 
PHILADELPHIA 20, PA. 























DOMESTIC ENGINEERING 


wow 





MODEL 
1C-A-E 


Ideal for Small 
Boilers and Fur- 
naces requiring 
0.65-0.75-0.85 

1.00 and 1.25 G.P.H. 


This new addition to the famous, big 
SUN-RAY line is specially designed 
to give utmost efficiency at lowest cost 
when firing even the smallest boilers 
or furnaces. The unique method of 
mixing air and oil has amazed many 
manufacturers of small boilers and 
furnaces. Simplicity in design, avoid- 
ing complicated adjustments, makes 
the Model 1C-A-E easy to install and 
service, 


SUN-RAY’s engineering department 
stands ready to cooperate with boiler 
and furnace manufacturers in adapt- 
ing Sun-Ray Burners to their particu- 
lar requirements. 


Ask for the facts today 





OIL BURNERS 


Famous the World Over 
for Quality and Economy 


139-28 Queens Boulevard 2 


A New Sun-Ray Burner 
for the Small Home 








Ns from 0.5 to 25 G.PH. 


dN 
i) 
N 





























Available either in ped- 
estal or various types of 
flange mountings. Meets 
practically every instal- 
lation and space require- 
ment. Built of highest 
quality parts to meet the 
most exacting standards. 
Provides clean, efficient, 
economical combustion. 









Jamaica 2, N. Y. 
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M Designed for Quick, Easy Installation 


AIRTHERM 











utstanding 

MNCHEN OL 

preference 

n institutions 

ments, homes and schools. Try 
AIRTHERM Convectors on your next job 





Airtherm Cabinet 
design permits quick, 
FREE STANDING RECESSED 





FOR HEATING SATISFACTION... 


Think First of AARTHERM 


AIRTHERM MANUFACTURING COMPANY 


702 SOUTH SPRING AVENUE « ST. LOUIS 10, MISSOURI 


Make sure it’s 
a Corning Standard 
Gauge Glass... 


Why ask for trouble when you can be sure of 
lasting service with CORNING Standard Gauge 
Glasses? Ordinary lime glass products are no 
bargain. They break easily and won't stand up. 
So why take a chance on expensive equipment 
for the sake of pennies. 


Insist on Corning Standard Gauge Glasses and you get 


Resistance to thermal shock—Made of special 
borosilicate glass which can take sudden heat 
shock. Means extra protection .. . safer operation 
. . - longer service life. 


Stronger—Lower coefficient of expansion permits 
heavier construction for additional mechanical 
strength . . . greater safety factor at operating 
pressures. 


More accurate dimensionally—Easier installation, 
less installation strain, less breakage—Fit more 
accurately, prevent leakage. 


Easy to read—Chemical composition of the glass 
prevents clouding . . . better visual quality im- 
proves see-ability. 


Multipurpose—Suitable for all normal service on 
low pressure boilers, vats, tanks, coffee urns, etc. 
Accept no substitutes. Specify CORNING 
Standard Gauge Glasses. Call your Indus- 
trial Supply Dealer today. He also stocks 
MACBETH brand Flat Gauge Glasses, PYREX 
_ brand Tubular Gauge Glasses, PYREX brand, 
Sight Glasses, Oil Cup, Lubricator Glasses. 


CORNING GLASS WORKS 


CORNING, NEW YORK 


Visit the new Corning Glass Center @) 
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Advance Pump Co 

Aerofin Corporation 

Aetna Sales Co., Inc 

Airtherm Mfg. Co 

Alabama Pipe Co 

Alberene Stone Corp. of Virginia 

Aldrich Co. Subsidiary of Breeze Corporations, Inc... 

Allcraft Mfg. Co., Inc 

Alien M's. Co.. W. D 

NMR MIB oad. 5a ak ota mek an Gs ben gba etc ove 

Alon Mfg. Co 

American Air Filter Co., Inc. 
Herman Nelson Div 170 & 171 

American Brass Co., The, Subsidiary of Anaconda 
‘Copper Mining Co 

American Iron & Steel Institute, Committee on Steel 
Pipe Research 

American Metal Products Co., Inc 

American Radiator & Standard Sanitary Corp 

American Radiator & Standard Sanitary Corp., 
C. F. Church Mfg. Co., Div 

American Radiator & Standard Sanitary Corp., 
Detroit Lubricator Co., Div 

American Radiator & Standard Sanitary Corp., 
Kewanee Boiler Corp., Div 

American Sanitary Mfg. Co 

American Skein & Foundry Co., 
Norman Boosey Mfg. Co., Div 

Anaconda Copper Mining Co., The 
American Brass Co., Subsidiary 

Anderson Products, Inc 

A-P Controls Corp 

Armstrong Bros. Tool Co 

Automatic Burner Corp 

DOG a a rae a SP 215 

Barber Gas Burner Co., The 

Barnes Tool Co., Inc., The 

Baseline Mfg. Corp 

Beaton & Cadwell Mfg. Co., The 

Beaver Pipe Tools 

Bell & Gossett Co 

Bendix Home Appliance Div., Avco Mfg. Corp 

Benson Co., Inc., Alex R 

Black and Decker Mfg. Co., 

Blake Div., Hoffman Specialty Co 

Boosey Mfg. Co., Norman, Div. American 
Skein & Foundry Co 

Boston Machine Works Co 

Brass Craft Mfg. Co 

Breeze Corporations, Inc., Aldrich Co., Subsidiary.... 

Bridgeport Brass Co 

Brown Products Co 

Buffalo-Eclipse Corp., Penberthy Injector Co., Div... 

Bundy Tubing Co 

Calumet & Hecla Consolidated Copper Co., Inc., 
Wolverine Tube Div 

Capitol Mfg. & Supply Co 

Carty and Moore Engineering Co 

Cash Valve Mfg. Corp., A. W 

Cayo Electric Sewer Machine 

Century Engineering Corp 

Century Plastic Products, Inc 

Chase Brass & Copper Co., Subsidiary of 
Kennecott Copper Corp 

Chattanooga Implement & Mfg. Co 

Chevrolet Div., General Motors Corp 

Chicago Faucet Co., The 

Chicago Pottery Company 

Church Mfg. Co., C. F., Div., American Radiator & 
Standard Sanitary Corp 





DOMESTIC ENGINEERING 


Cleveland Steel Products Corp., Toridheet Div 

Cole-Sewell Engineering C 

Combustion Engineering-Superheater, Inc 

Committee on Steel Pipe Research of American Iron 
& Steel Institute 

Conkey & Co., H. D., Field Control Div 
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@ “Sun-Age Homes”* are well-known in mile-high 
Denver. Windows are big (over 409% of wall area). 
Plenty of storage space is built-in. The functional 
design makes for easy living. And— 








Radiant heating is an important selling 
feature of every Sun-Age Home. Not just 
the interior, but the driveway and side- 
walks of the house are heated with 6000 
feet of NATIONAL Steel Pipe—the standard 
pipe for hot-water heating for over 
years. 









In the first 10 days that this sample home was dis- 
played, over 8,000 adults visited it. 90% of these 
people requested more information on radiant heat- 
ing and snow melting. This intense public interest 
in the comfort and convenience of these systems has 
helped to sell a lot of Sun-Age Homes—just as it’s 
helping to sell homes in every part of the country. 

NATIONAL Steel Pipe is just the thing for an 
installation like this: It’s economical. It’s easy to 
weld. It’s strong. Yet it’s ductile enough to allow 
easy bending. 

NATIONAL Steel Pipe has been widely used for 
radiant heating, so get the full particulars. This in- 
formation is yours for the asking in our 48-page 
book, “Radiant Heating.” Send the coupon now. 
*Trade Mark, Reg. 


NATIONAL TUBE DIVISION, UNITED STATES STEEL COMPANY 
PITTSBURGH, PA. - 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
PACIFIC COAST DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
ee 









































NATIONAL TUBE DIVISION 
United States Steel Company 
_ 525 William Penn Place, Pittsburgh 30, Pa. 


Please send your free Bulletin No. 19, “Radiant Heating.” 









Contains data for estimating heat losses, designing 
coil systems for floor and ceiling installations, typi- > 





cal coil patterns, testing procedures, fitting resist- oa ee eee on eee ee ee ceca 
ances, insulating techniques, pipe data and heat i Ee EERE ae. SERS IE 
transmission tables. 
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Gur RESPONSIBILITY 
Your OPPORTUNITY 


When you specify ‘Relief Valves by BEATON G CADWELL”’ you not only 
fulfill your responsibility for the safety of your customers, you also build 
the sound foundation of a progressive, profit-producing heating business. 





chai 
adwe No. 25 above 


same as No. 25E 
without extension. 


a fp 
odeile No. 25E 


SELF-CLOSING i CADWE t 

TEMPERATURE AND  =(iiiias ; ND.35 

PRESSURE RELIEF : BELIEF ys 
VALVE < 








: 












Diaphragm operated— 
thermostatic element out 


of water at all times with : 
exception of during dis- I fe di Uf dw 
charge period. With 6” , ee e ‘ 
extension. Available in No. 75 No. 105 
male 1%”, 3%” and 1”. 

Female drain 1%” in all E Adjustable Poppet Poppet Type Pre 
cases. A.G.A. Rating 850,- = Type Pressure Re- sure Relief Valve) 

rg 


000 B.T.U. "we LY ; lief Valve. %” 4” LPS 
adwe No. 300 LP.S. A.G.A. 


SAFETY RELIEF VALVE Same as 7 Td a 
: Types No. 35, 75 and 105 can be furmi 
Cadwell No. 200 except it has adwe with fusible plug for temperature relith 


%” LP.S. H capacity of ! Bre 
330,000 BTUs. This + ng No. 35 (Not self-closing on temperature relief.) 
like the No. 200 is ASME Pressure. Relief 
Standard. Valve. Diaphragm 

operated. 4%” or 
? A I %4” LPS. Listed 
adwe No. 200 SAFETY RELIEF A.G.A. 

VALVE For low pressure heating boilers. 

May be used for release of various 

liquids or gases. Has 1” I.P.S. Steam ca- 

pacity of 597,000 B.T.U.’s. This valve 


is ASME Standard. ~ 
Prerfecti on 


FLOOR G 
CEILING PLATES 


Lends neat appearance to all piping jobs. 
Finish supplied as permitted by Govern 
ment Regulations. 


ESTABLISHED 1894 


The ; 
EATON & CADWELL MFG. CO. Jw Arituin, ee 
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No. 
Poppet Type F 
sure Relief Valve 
1,” LPS. Listed 
A.G.A. 
5 can be furnished 


emperature relieh 
perature relief.) 


to all piping jobe 
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